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For detailed description of the molding rack here shown (storing 80,000 linear feet of 27 patterns 
of moldings, all in floor space of 12 x 16 feet), as well as other interesting interior and exterior 
features of the new retail plant of W. P. Wheeler & Son, Newton, Ill., turn to page 34. 




















LWAYS the Winton policy has been, and always will it be, to 

supply our customers with lumber products of the same sur- 
passing quality that originates in the superb Winton timber, 
enhanced and perfected by careful manufacture in the Winton mod- 
ern mills. When you order from Winton you can KNOW that the 
lumber will be top quality and the service dependable. Let us 
know your needs in Idaho White Pine, Ponderosa, Sugar Pine, 
Western White Spruce, Douglas Fir, Western Hemlock, Red Cedar 
Siding and Shingles. Wouldn't it be well to check up on your 
requirements right now? Don’t let any business get away from you 
on account of short stocks. We'll fill your order promptly. 


G 0 0 D LU M B E B FO Be OV E a 5 2 ’ E A S WHITE PINE MILLS: Winton Lumber Co., Gibbs, 
i ee Pe 1 


daho, 


Pas, Manitoba. 
PONDEROSA PINE MILLS: Somers Lumber Co. 


FOSHAY TOWER MINNEAPOLIS a an sr abt pani 
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SPRUCE MILLS: The Pas Lumber Co., Ltd., The 


Somers, Mortana.—Crater Lake Box & Lumber Co., 
Klamath District, Oregon.—Craig Mountain Lum- 





Write this SPECIFICATION 
Into Every Millwork Estimate 


“Rot and Termite Prooted 
with Par-Tox” 


If you are selling Par-Tox treated 
millwork, make the most of it. Make 
it count in your selling. Let every 
customer know that you are quot- 





ing and supplying materials scien- T 

tifically treated to withstand deteri- ODAY, more than ever, the Wood-working 

oration that paint alone cannot pre- , l 

cont industry requires Moulding, Jointer, Veneer, 

Planer, and Special Knives that can take it.... 

If you’re NOT handling Par-Tox with edges of carbon alloy or high speed steel. 
treated millwork, ask your mill to 
adopt this treatment—or ask US for From “COES MICRO-GROUND KNIVES” you may 
the names of mills using Par-Tox ; : 
treatment. Many of the country’s expect and will receive extreme service between 
leading mills use Par-Tox EXCLU- grinds,—that service which keeps production up 
SIVELY. 


and maintenance costs down. 


PAR-TOX is the product of a con- When you specify “COES MICRO-GROUND 
cern that has been serving the mill- 
work industry for 75 years. 









KNIVES” you will put into service the longest and 


broadest experience in the machine knife industry. 


LORING COES COMPANY 


Established 1830 
WORCESTER, MASSACHUSETTS 


TRA PARKER & SONS C0. 


OSHKOSH, WISCONSIN 


A Concentrated Toxie for 

the Preservation of Wood 

Against Furnguy and Ter- 
smite ,Athack 
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Amemcanfimmberman 


Urges Hardwood Dimension Manufac- 
turers to Sell on Basis of Costs 


lumber manufacturer, as a supplier 

of industrial raw materials from a 
basic natural resource, were impressively 
analyzed before the recent meeting at 
Memphis of the Hardwood Dimension 
Manufacturers’ Association, by H. L. 
Gray, of the Meadow River Lumber Co., 
Rainelle, W. Va. Certain of the prob- 
lems mentioned have worldwide origins, 
such as the continued restriction of ex- 
port outlets since the Great War and cur- 
rent wars for new territories or markets 
under new conditions; and some are na- 
tional, resulting from the ending of the 
period of settlement and consequent new 
social adjustments—and to business they 
present almost insuperable difficulties in 
the form of higher costs, reduced con- 
sumption and destructive competition. 
These difficulties beset not only producers 
of lumber but of all basic raw materials 
—Mr. Gray commenting on the steel in- 
dustry’s manufacturing rate of 60 percent 
in 1938, achieved by a reduction of $4@6 
a ton on sheets, which was imposed by 
the largest fabricators of its materials, the 
automobile manufacturers. 


Along with other producers of lumber, 
the dimension plants face a lessened per 
capita consumption, and the necessity of 
maintaining a productive capacity of 35 
billion feet—possible to use profitably 
only in periods of pronounced national 
growth. With other producers of hard- 
wood particularly, the dimension men 
have been hurt tremendously by the al- 
most complete abandonment by the auto- 
mobile industry of the use of wood, per- 
haps because of the remissness of the 
proponents of wood construction—Mr. 
Gray pointing his comment with a good 
story that is not funny, of a community 
adjacent to his company’s operations, and 
wholly dependent on them, having legis- 
lated lumber off its main street. This 
remissness Mr. Gray attributes at least in 
part to the poor quality of the men in 
forest products industries, the bright 
young fellows passing up enterprises that 
have all the marks of poverty, for others 
that offer more attractive opportunities. 
Lack of co-ordination of industry effort 
may, however, account for the fact that 
sound merchandising plans evolved by 
brilliant leaders within the industry are 
often ineffective. 


There were numerous furniture plants 
in Ohio in Mr. Gray’s boyhood days, and 
they consumed large quantities of lum- 
ber, but when sawmills began to extract 
some value from the part of the log that 
would not go into standard items, by con- 
verting it into dimension, these furniture 
manufacturers were astute enough to 
abandon their old plants and divest them- 
selves of variable and indeterminate fac- 


Sis OF THE problems of the 


tors in their business, such as lumber 
buying, storing and cutting up, by mov- 
ing to metropolitan centers and becoming 
mere assemblers of finished parts, and 
they now do not even have to crate their 
product, but load it on trucks for direct 
delivery to retail stores. Yet they expect 
to buy their finished parts, as hardwood 
dimension, clear on all faces, at the price 
of No. 2 common, They have been able 
to, because of the tremendous expansion 
of the hardwood dimension industry to 
cater to their new demands; and Mr. 
Gray gives an instance of the rejection 
by one such furniture manufacturer of a 
quotation of $11.84—evidently because it 
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included an addition of 25 percent to bare 
factory costs—for the complete parts for 
three pieces of furniture that would re- 
tail at $60 to $90. He also notes that the 
average price of oak flooring, as a result 
of similar drastic competition, and with 
similar results to the provider of raw ma- 
terials, in 1938 was depressed by $11 be- 
low its 1937 level. 

Ignorance of costs, or of sufficient 
business stamina to demand a price that 
covers them plus a reasonable margin, is 
considered by Mr. Gray to be the ex- 
planation of the endeavor of the indi- 
vidual hardwood dimension manufacturer 
to secure too high a proportion of the 
current business; and as an Appalachian 
manufacturer he is especially critical of 
the efforts of the South to sell its prod- 
ucts, at low prices based on low wage 
scales and preferential rail rates, in mar- 
kets that are too distant and economically 








What Do You Think About It? 


A PARAGRAPH “GLORIFYING” the door as being the most mobile and 
vital part of a house, appeared in this space recently. Now comes to the editor’s 
desk a beautiful etching of a Colonial doorway, conveying the Season’s Greetings 
of C. C. Coolbaugh & Son Co., Gloucester City, N. J., with the sentiment: “A door- 
way is a friendly thing. Its steps invite the passerby to enter, and its spreading 
roof shelters him while he waits to gain admittance . . . The shadows are short. 
It is early morning. A chair is set in readiness for grandfather to enjoy his morn- 
ing nap in the sun. Before long, mother will be hurrying out, intent on the busi- 
ness of marketing. When the shadows lengthen, youthful feet will clatter on the 
pavement, as eager young appetites are drawn by the prospect of food. Soon there 
will be no shadows, only dusk and a weary man will cross the threshold to be 
greeted by the welcome of his family. Night darkens the doorway and its lines 
are softer in the moonlight. Friends arrive to join for a little while the happy 
circle within. As midnight comes, they depart, and all is quiet. In a few hours 
the sun rises again. The same shadows appear, lengthen, and disappear, while a 
new day slips by.” 
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Have YOU EVER SEEN the advertisement: “Hunt, Fish and Trap—Be a 
Forest Ranger”? Well, there’s something to it, says Assistant Forest Supervisor 
Norman L. Norris, of the Sequoia National Forest, with headquarters at Porter- 
ville, Calif. Forest rangers have been doing it for years—“hunting” for a way 
to cram two days’ work into one; “fishing” for an answer to some complicated 
land management problem, and “trapping” themselves by dropping in at the 
Forest Supervisor’s office just in time for that gentleman to assign some particu- 
larly tough job he was wondering how to get done. That’s the way the forest 
ranger hunts, fishes and traps, says Norris. 
* * * * 


‘THERE IS NO ARGUMENT against the fact that advertising is an important 
part of the process of selling. Placed in the proper media and thoughtfully written, 
it serves to tell people, quickly and at one time, where to buy, and at the same 
time stimulates their desire to buy. There is good news for everyone in the recent 
report of the Association of National Advertisers, which announces that 50 percent 
of the national advertisers (who spend from $50,000 to $1,000,000 each every year) 
plan to invest an average of 15 percent more in advertising in 1939 than in 1938. 
More than 80 percent of these companies anticipate better sales, the average ex- 
pected increase being 13 percent. Most companies are adopting the practice of 
keeping their advertising budgets flexible. Just as the manufacturers and distrib- 
utors of lumber and other building materials use the advertising pages of the 
AMERICAN LUMBERMAN to contact the dealer-buyer, so should the dealer use the 
best possible means of advertising to reach prospective home builders and those who 
need to remodel existing structures. It is not enough that the dealer be able to 
furnish the materials and build the home—he has to “tell” his prospects, and show 
them that he can offer them health, happiness, comfort and all the other qualities of 
better living found in a modern, easily financed home. 





Jani 


unsi 
niti¢ 

A 
this 
rials 
of tl 
fron 
and 
ther 
type 


V 
A 


mal 
sur) 
out 
leas 


wor 
incl 
but 
mot 
tion 
on > 


{| mem |] 5 


tior 


and 
drir 


as ] 


oy 
= 


we & ae) 4A OF oe 615 AD bed 


— © 4 66 7) CV CT am Ow AD oe 


— 


1939 


bare 
; for 


and 
or’s 
ngs 
or- 
ing 
ort. 
rn- 
Si- 
the 
ere 
be 
nes 
PPy 
urs 
ea 


ea 
sor 
ter- 
way 
ited 
the 
icu- 
rest 


‘ant 
ten, 
ame 
cent 
cent 
ar ) 


938. 


2 of 
rib- 
the 
the 
who 
e to 
how 
's of 





January 14, 1939 


unsuitable—while it neglects its opportu- 
nities in its home markets. 

A stopping point must be reached in 
this drive for lower prices of raw mate- 
rials, Mr. Gray asserts, especially in view 
of the increased burden of costs, resulting 
from legally imposed higher wage rates 
and heavier taxation, if producers of 
them are to attract and hold a higher 
type of personnel by offering earnings 


Amemcanf{imherman 
comparable to those possible in other in- 
dustries, are to maintain or to improve 
their manufacturing facilities, and are to 
pay some profits to stockholders. He 
strongly urges that each individual manu- 
facturer of dimension know his costs ac- 
curately, and develop courage to add to 
them a proper margin of profit in deter- 


mining his selling prices—and that seems 
reasonable advice. 


What's Wrong With These New Year's 


Resolutions ? 


RECENT SURVEY made by the 

American Institute of Public Opin- 

ion shows that the public is still 
making New Year’s resolutions. The 
survey shows that twenty-eight people 
out of every hundred admit making at 
least one resolution for 1939, 

One difference between men and 
women was that there were more women 
inclined to make’ resolutions than men, 
but both agreed in resolving to save 
money, as the most popular of resolu- 
tions, and the women are most emphatic 
on this point. 

Next to saving money, women resolved 
to improve their characters and disposi- 


12. Be less critical of people. 

13. Make more effort to get a job. 
14. Stop gambling. 

15. Stop drinking. 


These are all worthy goals for men 
and women seeking to better themselves, 
or their condition in life, yet there is 
something lacking when nowhere in the 
list appears what should be a primary 
resolution of every ambitious man or 
woman ; namely, to achieve possession of 
a home of one’s own. Perhaps the lumber 
and building industries have been remiss 
is not “selling” the home-owning idea as 
energetically as they should have done. 
True, the No. 1 resolution on both men’s 
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tend the date, they will be unable after 
July 1 to obtain FHA financing for their 
purchase if construction of the house was 
begun before Jan. 1, 1937. 

Home owners who for any’ reason 
must sell their dwelling places will be 
interested quite as actively as home buy- 
ers in this date which means the end of 
FHA financing for practically all existing 
properties. For unquestionably, if new 
houses only are to be eligible for mort- 
gage insurance, existing houses built be- 
fore 1937 must, after July, enter the 
market at a marked disadvantage. 

To say this, as simply as possible, 
should be enough to indicate the import- 
ance of action. Already the imminence of 
the date when mortgage insurance as a 
comprehensive home financing system 
goes out of existence has caused a very 
definite split in the outlook for sale of 
old and new dwellings. 

The National Housing Act, creating 
the FHA, was conceived not as emer- 
gency legislation, but as an aid to sound 
home ownership and to the stabilizing of 
home mortgage financing. It is in no 
sense a party measure or a partisan meas- 
ure. The standards it has served to empha- 
size for sound home projects, standards 
that take into consideration not only the 
character of the property itselt and the 








The American Lumberman has been wishing you a Happy New 
Year for three score and five years. May we wish you Another? 








tions, and to go to church more often. 
Men resolved to do better in business, 
and to cut down on their smoking and 
drinking. 

The complete list of men’s resolutions, 
as reported to the field investigators, fol- 
lows: 


Save more money. 

Better myself in business. 

Stop smoking or reduce smoking. 

Stop or reduce drinking. 

Improve my character. 

Be more religious; go to church oftener. 
Make more effort to get a job. 
Improve my disposition. 

Keep more regular hours. 

Be more charitable. 

Improve my mind; get more education. 
. Be a better husband and father. 

. Stop gambling. 

. Be less critical of other people. 

. Be more ambitious. 


cell lll seal cell cell cece 
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The list of women’s resolutions is as 
follows: 


Save more money. 

Improve my character. 

Be more religious; go to church oftener. 
Improve my disposition. 

Be more charitable. 

Better myself in business. 

Manage my home and children better. 
Stop smoking. 

Keep more regular hours. 

Be more ambitious. 

11. Improve my mind; get more education. 


— 
PEP SASS Hire 


and women’s lists is: “Save more 
money,” which may of course be made a 
step toward home ownership. Lumber- 
men and others in all fields of home sell- 
ing will do well to make a resolution, 
right now, that they will put forth every 
effort to the end that when Mr. and Mrs. 
Average Citizen draw up their New 
Year’s resolutions for 1940, first on the 
list will be: “I resolve to own a home 
of my own.” 


Action Required 
By Congress 


A most significant date ahead for home 
owners and prospective home owners is 
July 1 of this year, according to Herbert 
U. Nelson, executive vice president, Na- 
tional Association of Real Estate Boards, 
Chicago, who says that unless Congress 
extends FHA financing for used homes 
older properties will have disadvantage in 
all future marketing. 

The family expecting to buy a house 
for a home and unable or disinclined to 
buy a new house in particular should 
keep this date in mind, Mr. Nelson con- 
tinues, for unless Congress acts to ex- 





percentage of loan to assessed value but 
also the expected stability of the neigh- 
borhood in which the property is situated 
and the credit-worthiness of the borrow- 
er, are standards that we want and need 
for all home mortgage commitments. 


Interest costs for the home buyer are 
today more nearly uniform over the 
country than we have ever before known 
them in our history. Asked in a recent 
confidential survey to name the present 
actual rate at which first mortgage loans 
on new moderate priced homes are now 
most commonly being made in their com- 
munities, 43 percent of the cities queried 
named the rate as 6 percent. But a 5% 
percent rate was named by 24 percent of 
the cities, a 5 percent rate by 38 percent 
of the cities. (Some cities checked all 
three rates as common.) A year ago the 
6 percent rate was commonest in 60 per- 
cent of the cities. In 1935 a 5 percent rate 
was in actual use in only 2 percent of the 
cities, these all Eastern. At that time the 
home buyer in almost one-tenth of the 
cities was paying above 7 percent for his 
money. This change is not accident, but 
something that has been made possible 
by reduction of risk to the lender through 
the system of stabilization of home finance® 
that is being evolved. 
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(Continued from Front Page ) 


We begin this story of the new plant 
of W. P. Wheeler & Son, Newton, IIL, 





GENERAL OFFICE: Walls—Dutch Colonial Planks, Gulf Red Cypress, finished natural. Ceiling Cornice 
and Trim—Red Cypress. Ceiling—Celotex Tiles 12” x 12” with carved Tiles in center and corners. 
Floor—2!4,” Red Oak 


with a description of the moulding rack 
and other specially interesting shed fea- 
tures (shown on front cover), prepared 
from data supplied the AMERICAN LuM- 
BERMAN by John A. Wheeler, owner and 
manager of the concern, as follows: 

Featuring our own design of moulding 
rack which will house 80,000 lineal feet 
and 27 different kinds in 12x16 floor 
space: All of the standard sizes and de- 
signs take five spaces in the rack; lengths 
are separated 8 to 16 feet. Similar de- 
signs are placed on opposite sides to pre- 
vent mixing. The bearings on this rack 
are placed to receive all lengths, and to 
prevent sagging the rack is also solid and 
rigid. A number of visiting lumbermen 
have taken dimensions and details of this 
rack. 

Also, in the same (front-page) picture 
is a battery of racks for storing insula- 
tion board, wallboard, hardboard, ply- 
wood etc. The picture also shows a small 
portion of the stock of glazed windows, 
and roll roofing. It so happens that the 
stock of roll roofing and glazed windows 
occupy about the same space. Solid, 
rigid tables are built to the floor for con- 
venience in handling, the roofing being 
placed on top of the tables and the win- 
dows underneath. 

All finish lumber for interior and ex- 


Amenmcanfiimberman 


New Retail Plant Has Many 
Interesting Features 


terior use is housed in this building ; filed 
in separate racks for each width and 
length ; a regular space is made for every- 
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thing, piled evenly 
at the front end. 

Panel doors are 
stocked flat. As 
stated before, the 
table method is used 
—one design under 
and one on top. This 
saves floor  space..} 
Covers are used on 
each pile. Glazed Bilis Af. Whaler 
doors are stocked on 
end against a solid board wall constructed 
at a slight angle to insure safety and ac- 
curate piling. 

Odd items of finish lumber, K. D. 
frames, screen doors, building paper etc. 
are on the upper deck. A small hard- 
ware room 12x14 just outside the office 
section takes care of items in that line. 
Opposite the hardware section is the heat- 
ing room. A small Arco hot water plant 
is used, with forced circulation, and a 
small Williams Oil-o-matic oil burner. 
This is the first attempt in this commu- 
nity to use oil fuel in a place of busi- 
ness and we are well pleased with it. 

The whole lineup in the warehouse is 
to get the most in the smallest floor space, 
which gives efficiency in filling badly 
mixed orders. 

The paint stock is carried on nicely 
decorated adjustable shelving on the east 














DISPLAY ROOM: Each wall different, as follows: Early American Planks, of Figured Red Gum, Arkansas 
Yellow Pine, Curly Redwood, Pondosa Knotty Pine—All finished natural. Ceiling—Celotex Tiles, 12” x 12”. 
Ceiling Cornice—Celotex Moulds. Floor—2!/,” Clear White Oak 
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wall of the display room. There are two 
little wall nooks in the reception hall (one 
is seen) showing paint on display, which 
catches the customer’s eye on entering. 

We find the wide variety of materials 
and finish used in the office rooms a great 
incentive for customers to want some of 
these improvements themselves, and 
starts them on the way to desire a home 
of their own. 

On the front page is shown the ex- 
terior of the office and warehouse build- 
ing, for storing finish lumber, windows, 
doors, millwork and specialty items. The 
front is 40 feet wide front, for the office 
section. Back of this, it narrows to 36 
feet wide for the warehouse. Total 


PRIVATE OFFICE: Walls and Ceilings—Celotex Planks, Tiles and Mouldings. 
Floor—Bruce Quartered Red Oak Blocks 6” x 6”. 
is used with pleasing effect 


length of the building is 100 feet. The 
office section is sided with J-M asbestos 
shakes—'4-inch thick at butt; the ware- 
house section has asbestos cedar grain 
siding. The windows are Curtis Silen- 
tite. On the roof of the warehouse are 
two air turbines 20-inch in diameter for 
refreshing and changing the air during 
the summer season. The two loading 
platforms of this building are of our own 
design, poured in one piece of reinforced 
concrete, with bumper boards attached 
which can be replaced if trucks should 
damage them in backing up. 

At left of the office and warehouse 
building is the large common lumber 
shed, 38x106 feet. This shed is solidly 
built, with six rows of concrete founda- 
tion walls. Lumber can be piled high, 
as the weight rests on the walls instead 
of on the framework of the building. In 
this shed are two sealed tight flooring 
bins with sliding doors—one for end 
matched pine flooring and one for hard- 
wood flooring, which keeps the stock in 
clean, attractive condition. There are 
also two metal roofing bins in this shed, 
with shelves for lengths 6 to 12 feet, in 
two styles. Also is stocked 3- and 
¥-inch reinforcing steel, with special bins 
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|For thirty-eight years W. P. Wheeler, 
and his son, John A. Wheeler, have been 
subseribers of the AMERICAN LUMBER- 
MAN, a record of sustained reader inter- 
est and loyalty of which any journal 
might justly be proud.—Eprror. | 





for lengths and thickness, separated. 
This item is very much on the increase, 
as good concrete can not be made with- 
out it. 

At extreme south end of this building 
is the cement warehouse, which has ca- 
pacity of three cars of cement, lime and 
plaster. 

The plant is located in the heart of the 
business section of the town, % block 


Trim—Yellow Pine 
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room for large trucks to turn. This also 
gives us the minimum rate for insurance 
—49 cents on $100. 

William P. Wheeler, founder of the 
firm, passed away in the spring of 1928, 
at 83 years of age. He came to Newton 
in 1884 and started business with a plan- 
ing mill manufacturing interior and ex- 
terior trim and flooring from the native: 
virgin hardwoods which covered the Em- 
barras River valley and surrounding 
country. 

The present owner and manager is 
John A. Wheeler, H. E. Ross is yard 
man and stock keeper; Miss Florence 
Clarke, secretary and bookkeeper. Both 


have been with the present management 





RECEPTION HALL: Walls, Trim and Counter Work—Douglas Fir, stained 
brown walnut. Ceiling—Celotex Building Board with Ornament and Mould- 


ing. Floor—3!/4,” Short Maple 


from the public square. The ground 
space is 160x150 feet. There is a drive 
on each side of the common lumber shed, 
as lumber is stacked on each side. A 
54-foot space, or court, divides the ware- 
house and the open shed, giving plenty of 


for 18 years. The firm name has never 
been changed since the senior member 
died in 1928, retaining the original title 
of W. P. Wheeler & Son. The founder 
was a member of the Illinois association 
of lumber dealers in its early years. 


Small Trees Yield Meager Profit 


New Or.eans, La., Jan. 9.—Only a small 
profit above logging and milling costs is yielded 
by trees under 12 inches in diameter at 4% feet 
from the ground, according to the study, “Cost 
of Manufacture and Net Value per Tree,” by 
R. Reynolds, Southern Forest Experiment Sta- 
tion, on the Crossett Experimental Forest, 
Crossett, Ark. Under proper cutting practices, 
the average size of the logs will be larger, and 
logging and milling cost lower. The profit 
increases, in stumpage value per tree, from 11 
cents for each 12-inch tree, to $11.43 for each 
tree that is 27 inches diameter breast high, or 
$11.32 for the 15-inch diameter increase. The 
percent increase in stumpage value, per inch 
increase in diameter, ranges from 118 percent 
for each 12-inch tree, to 12 percent for each 
27-inch tree. Net value of each tree to the 
owner, however, is not determined by size and 
cost of manufacture alone, for, in logging selec- 
tively or to a diameter limit, all crooked, limby, 
defective and slow-growing trees should be 
utilized to best advantage, while the exception- 


ally high quality and fast growing trees should 
be left. 


“ . 5 
to i o 
2 . Soo fi. 2 
me Y Me oS Sb E 
2s 3 Oks => & Q 
Ss Ne Hes S eh 3 
a a a a 
Ro oe $e2 32 =H 
sf Eu © 9 bo a¢ = HQ 
eo 59 HOS < iy aos 
ye ms 2 dos ons wm Aa 
ta aoe Cs5 mm & Soo 
a“ as Bas vo O36 
Sx O32 cam ELS oan 
A ace als 
ao Hp Aaa Rew or | 
Net Pet. 
12 $1.90 $1.79 $0.11 $0.13 118 
13 2.40 2.16 24 Pe | 71 
14 3.04 2.63 41 .24 59 
15 3.82 3.17 65 .30 46 
17 5.84 4.50 1.34 .53 40 
19 8.48 6.00 2.48 .80 32 
2 11.82 7.58 4.24 1.03 24 
23 15.64 9.27 6.37 1.24 19 
25 19.83 10.96 8.87 1.26 14 
27 24.15 12.72 11.43 1.32 12 





TAXES PAID in 1937 by the railroads to Fed- 
eral, State and local governments averaged $620 
per minute. 
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“BETTER MERCHANDISING” 
DEALERS’ GOAL IN 1939 


Dealers Announce Intention to Train Sales Forces— 

Maintain Closer Personal Contact With Cus- 

tomers—Study Customer Needs and Problems— 

Handle Credits and Collections More Carefully— 
Improve Material Display 




















In the past year, the editor of this department, following the 
usual procedure in other years, has called on several hundred 
dealers in widely separated localities. Yards of all sizes and 
types have been visited in communities ranging from large in- 
dustrial and commercial cities to small rural trading centers. 
Our business on these calls is to uncover new and successful 
merchandising ideas in use by progressive dealers, and to pre- 
sent them together with the general opinions of the dealers 
about their business and the industry—building—of which their 
enterprises are integral parts. We introduce ourselves, per- 
haps ask a few lead questions, and then do a lot of listening 
and observing. The result is that we get from every dealer 
we call upon those things which are uppermost in his mind— 
the things which to him are the most important problems and 
developments in his business and in the building industry in 
general. Thus, the department presents an accurate cross-sec- 
tion of thought, plan and change in the retail lumber and build- 
ing material business. 

Looking back to the beginning of 1938, and summarizing our 
experience during the twelve-month span to the present, we 
characterize the period as one of experimentation and prepara- 
tion in and for advanced merchandising programs. For the 
past several years we have listened to self-castigation for lassi- 
tude in merchandising progress by dealers at conventions. Other 
speakers have joined, and sometimes started the attack. 
Whether the things we have heard at conventions were the re- 
sults of awakening consciousness on the part of dealers to the 
need for improved merchandising, or whether what we have 
heard has produced the change that has been taking place, we 


“We realize each year that the selling end 
of our business demands more attention all 


places, and the FHA people do not have suffi- 
cient forces to get around to them, and not 
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are not prepared to say; nor does it make any difference which 
is cause and which is effect. 

The single fact results that “better merchandising” is the 
universal theme song of progressive dealers from one end of 
the country to the other. What began as a few scattered notes 
several years ago, reached the volume of a swelling crescendo 
in 1938, and is ready to burst forth as a lusty, full-throated 
chorus in 1939. Last year saw more ground work for better 
merchandising than at any time in the past—ground work in 
the form of hundreds of yards remodeled for better display, 
greater customer comfort and service, and adequate background 
for selling beauty and sentiment in the form of new and mod- 
ernized homes. It saw hundreds of yards turned into labora- 
tories that seized with avidity every new merchandising idea 
that could be tried. It witnessed a tremendously accelerated 
adoption of package selling or modifications of complete pack- 
age selling of the home. It marked the appreciation of the 
retail lumber and building material business that its units are 
pre-destined to become the building headquarters of the nation. 

Experiments will continue, but enough of them have been 
refined in the crucible of experience to focus the eyes of the 
industry on “Better Merchandising.” Preparation will con- 
tinue as an unending process of change to accommodate new 
developments as they arise. Beyond this we predict nothing 
for 1939. We have spoken our brief piece about 1938, and 
for the coming year, let the dealers predict and point their own 
way. From many letters we have received in the past 30 days, 
we present excerpts from a few because they are typical, and 
thus indicative of the goal that has been set for 1939. 


percent, and is not attractive to the lenders of 
money. Title 1 repair loans have been our 


SLL ae. ae 





the time, and the big question is to find the 
actual buyer and carry a message direct to him. 
We use large signboards on the highways, good 
calendars, and some newspaper advertising. 
Our direct mail contacts are limited, and should 
be enlarged. It doesn’t matter just how you 
contact the prospects, but we find that it must 
be done in some manner, and that the closing 
of the sale must be done personally. Change is 
one thing that is sure, and as new building 
items develop, a good merchandiser must 
handle them, but many of the new items are 
dynamite. Insulation has a large field, but air 





“The selling end of our busi- 


ness demands more attention 
all the time.” 





conditioning is expensive and beyond the reach 
of the ordinary home owner. One item of 
expense that should be cut down is the record 
keeping in the retail lumber business, and we 
would like to see the smart guy who can point 
the way to obtain results with less effort. 
“We have spent considerable and persistent 
effort trying to make the FHA loan plan a 
success. We have not had such good results 
under Title 2, as most of our towns are small 





A Dependable Building Service. From plan to 

completion, Hanna's Assumes Entire Responsibility 

for your job. (Part of mailing piece used by 
Hanna Lumber Co. in December). 


very much inclination to travel to the ‘forks 
of the creek.’ In the larger centers, many 
loans have been made, but it is our experience 
that most of them have been generated by spec- 
ulative buildings. With us, FHA has placed 
loans in towns of 2,500 and less in Title 1, 
Class 3, which carries a discount rate of 3% 


PLANS 
COOPERATIVE PLANNING 
WITH YOUR IDEAS AND OUR Dm 
WIDE BUILDING EXPERIENCE 


Wwe Use 
NATIONAUNEY fi. aT 


best bet, and we have made many of them 
which have been satisfactory to all parties. 
There are naturally more units of repair jobs 
than new houses, and the bulk of repair loans 
runs higher than the new jobs. The building 
and loan associations have adjusted their rates 
and terms so that the borrower is as well off 
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with them as with an FHA loan, and we have 
made many more loans on new buildings 
through such agencies than through FHA. The 
FHA advertising has done good for all of the 
building business in getting people interested in 
building and repair. As long as FHA is pro- 
moting our business and helping people to own 
homes, we should do everything possible to 
make it a success. The volume of FHA-in- 
spired business is larger with us in the last 
six months than during the same period in 
1937,” Kennetr Hupson, 

The Hudson-Houston Lumber Co., Ardmore, 


Okla. 
i -* * 


“Our complete plans for 1939 include the con- 
stant re-vamping of our storage bins and deliv- 
ery equipment so that the handling of materials 
can be taken care of for less money than at 
present. We feel that this will also tend to 
cut down on unused stock items or eliminate 
the storage of small lots of material that are 
overlooked at times. However, we feel that 
the most important thing we are plgnning for 
the year 1939 is the attendance of two execu- 





“Effect the broadest program 


of creative selling we have ever 


had.” 





tive members of this company at the Johns- 
Manville Guild School. When this work is 
finished we shall have five completely trained 
men as far as the Johns-Manville Schools go. 

“We are not well informed yet about the 
technicalities of the new course in the Mer- 
chandising Institute, but it is our tentative plan 
to have from one to three men in our organi- 
zation take that course in addition to the Johns- 
Manville course. After this training is com- 
pleted, it is our plan to put into operation a 
constant check-up of all of our salesmen, and 
through the prospect card system we expect 
to keep in touch with every person in our 
community who is a likely prospect for build- 
ing. 

“In other words, to put it in a nutshell, our 
biggest plan for 1939 is to put into effect the 
broadest program of creative selling that our 
company has ever had. We are better equipped 
to profit by it today than we ever were, so 
if this plan goes into effect as we plan it now, 
we expect our sales to increase very materially 
in 1939.” Cuas. A. Stuck, Secretary, 

C. A. Stuck & Sons, Jonesboro, Ark. 
*x* * * 


“T think that the Merchandising Institute is 
going to be of great value to the building 
industry, and we are enrolling several of our 
men in the course. I feel that if dealers will 
conscientiously follow the instructions in the 
course we will all do a better selling job. I 
attended the Johns-Manville Clinic in Chicago, 
and intend to send several men to school again 
this year. We plan to keep in close contact 
with all the newest merchandising ideas as 
fast as they develop, and we are willing to 
try any of them that have merit. As you know, 
we employ many outside salesmen, and we are 
devoting most of our advertising to newspaper, 





“Keep in contact with all new 


merchandising ideas as they 
develop.” 





billboard and direct mail. We do not plan 
to go into the home show this year as it hits 
us at a time when we are quite busy, and we 
feel that working on a selected list of prospects 
is more effective than having to meet so many 
people who are merely souvenir hunters. 
“We will make no change in our plans for 
financing, as we have used both Title 1 and 
Title 2 quite extensively, and are having no 
difficulty in securing all the money we need. 
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Use of this form for 
small purchases 
makes collections 


easier 
; Down payment 


CHARGE PURCHASE CONTRACT 
O. E. WOODS LUMBER CO. 
Arkansas City, Kansas 
Amount of purchases not to exceed $. 
I agree to pay for material furnished on_________or at the 


rate of $______ per. 








beginning , until paid. 








Material to be used at: 





























While we plan no change in the type of mer- 
chandise we are handling, we do expect to 
keep up with any new items that leading manu- 
facturers introduce from time to time. We 
have always bought good merchandise, and have 
always kept an ample stock on hand to meet 
our requirements. We are willing to pay top 
price for our material, but we want the very 
best there is on the market. We do handle 
some lower price material to take care of the 
shopper, but we have built our business on 
good merchandise at a fair price, and we are 
going to continue this policy. 

“We will handle our collections and accounts 
receivable in the same manner as we have in 
the past. Our charge-offs for bad debts over 
a period of ten years are about one-tenth of 
one percent, so I don’t think there is much 
room for improvement there.” 


Otro Lirser, Jr., President 
Lieber Lumber & Millwork Co., Neenah, Wis. 


Otto Lieber will speak at the North- 
western convention in Minneapolis on 
January 17. His subject is "Collec- 
tions, Credits and Merchandising." 
Mr. Lieber is one of the country's 
most progressive dealers. Don't miss 


his talk! 
* * * 


“Right after the first of the year we will 
take on the agency for a nationally known line 
of kitchen cabinets. In connection with our 
fixit department we will feature the moderniz- 
ing of kitchens, furnishing architectural serv- 
ice where the prospect can see just how it will 
look—after it has had its face lifted and been 
properly streamlined. This modernization will 
be featured on the FHA plan. Quite a number 





“Quite a number of employees 


enrolled in Merchandising In- 
stitute.” 





of our employees have enrolled for membership 
in the Merchandising Institute of the National 
Retail Lumber Dealers Association, and we will 
start as soon as we receive the literature to 
conduct weekly classes for the purpose of im- 
proving our sales organization. We are re- 
vamping our hardwood department, making it 
the most complete department of its kind in 
the city. We will have one of the best hard- 
wood men in this part of the country in active 
charge. At the Home Show being sponsored 
by the Tulsa Realtors we have signed up for 
a sizable space where we will feature our fixit 
department in one section, modern kitchen units 
in another, and new construction in another 
section—starting with architectural service, 
plan, financing, and the featuring of some of 
the homes that we have built recently, together 
with those under construction, with miniature 
models. Thus, we will start the 1939 adver- 
tising program with a Home Show, and will 
continue throughout the year with advertising 
tied around the features enumerated above.” 
H. E. Hanna, President, 
The Hanna Corporation, Tulsa, Okla. 


“The new year is going to see a lot of better 
selling on the part of the retail lumber dealers. 
More and more dealers recognize the necessity 
of becoming the building headquarters for home 
building and improving. My firm will devote 
its chief energies to developing better and more 
profitable selling, not only for our own benefit, 
but for the benefit of our customers. Good 





“We will devote our chief en- 
ergies to better and more 


profitable selling.” 





selling makes easy buying. We have enrolled 
34 people of our organization in the Merchan- 
dising Institute’s program, and will use its 
Tested Selling Methods in group sales meetings 
for the next eight months. Our slogan will be 
‘It’s fun selling when you know how.’” 
Haw_Ley W. Wicpour, Secretary-Treasurer, 
Wilbur Lumber Co., West Allis, Wis. 


* * * 


“We rely to a large extent on contractors 
for our business, and therefore have meetings 
during the year at our office with factory rep- 
resentatives and interesting pictures—also eats. 
Throughout the year we mail our contractors 
letters on timely suggestions for jobs that will 
help them and us. We plan regular employee 
meetings throughout the year to discuss plans 
and policies so we can keep in closer touch 
with each other’s ideals and ideas to our mutual 
benefit. An annual division of profit—a bonus 
—we find, gives employees an interest, and 
creates good will that we did not have before. 
Use of the local credit bureau has proved to 
be an invaluable asset. We have a credit card 
made out for every new account, listing perti- 
nent information together with the report of 
the credit bureau. This passes through the 
hands of one man only for OK. The system 
has reduced our charge-offs by almost 50 per- 
cent. 

“A record of sales of each item over a period 
of years gives us a basis fore buying for the 
following year. This is in the nature of a 
perpetual inventory, although we do not feel 
that the labor of keeping this strictly up to 
the minute is justified by our needs. By means 
of it we have reduced our inventory by about 
20 percent, and kept a balanced stock with 
fewer shorter items. We have tried to put the 
money into newly advertised items that will 





“Accordingly did a_ business 
similar to last year on less 


capital.” 





show a turnover, and have accordingly done a 
business similar to last year on less capital. 
“We have used newspaper advertising, and 
from experience find that the same amount of 
money spent consistently in classified ads 
changed often, gets more results many times 
over than when spent for display advertising. 
Our trucks carry removable signs that we 
change frequently, and our drivers are in- 
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structed to travel main thoroughfares. Our 
office has been remodeled to allow a display 
of material in the lobby which a person must 
necessarily walk past in order to get to the 
back of the office. We change floor and win- 
dow displays frequently. Use of Celotex mail- 
ing pieces has been at least partly responsible 
for building up what we think is a nice busi- 
ness on insulation and allied products from the 
same company. Some of our force are taking 
drafting and other courses in local schools to 
help them in serving customers more _intelli- 
gently.” Rosert Hoy te, 
Hoyle Mill & Lumber Co., Cambridge, Ohio. 


* * * 


“With nationally advertised brands compris- 
ing our stock of materials, and with Title 2 





“Our purchase contract form is 
a great help in making collec- 


tions.” 





of the FHA working fine for us, we plan few 
changes for 1939. One thing we have devel- 
oped that is working well is a purchase con- 
tract. We find that if we get a customer to 
sign this contract before we let him have 
material, he feels as obligated to us as he does 
to a finance company to whom he has given 
a chattel mortgage. It certainly helps collec- 


tions.” Rosert Woops, Manager, 
O. E. Woods Lumber Co., Arkansas City, Kan. 
x * * 
“I think the alert lumbermen of the country 


are awakening to the fact that we have the 
only business that is not approaching the satu- 
ration point, and that only personal effort and 
personal contact with the consumers are neces- 
sary to get us a lot more business. An auto- 
mobile distributor admitted to me that if his 
sales force could work on the worthwhile fin- 
ished ideas the building material dealers have 
to offer, it would be a different story for his 
business. Manufacturers, backed by trade 
papers like yours, are a big help in developing 
the nation-wide campaign to make it easier for 
a home owner to have work done. The Johns- 
Manville school is very much worth while. I 
attended one, and hope to get to Chicago for 
at least a part of the present series. Men like 
Art Hood and P. A. Andrews have a vision 
all of us need. 

“I try to make what advertising we do seem 
as full of human interest as possible. Our 





“Equipping our show window 
with a woodworking shop for 


furniture repair.” 





Christmas card was a nail pencil mounted on 
a card with a snow scene, smoke curling out 
of the chimney of a home. The copy on the 
pencil is ‘Call our Number for Coal & Lumber.’ 
Everyone liked them, and I bet the pencil will 
be on every bridge table. Our Christmas ad 
in the daily paper congratulated the School 
Board, Haskell Institute and all home owners 
for the real spirit of Christmas created by the 
beautiful lighting effects in town. 

“We are now equipping one of our show 
windows with a wood working shop where 
we can repair and make furniture or anything 
else of wood. It adds a needed department for 
our location, and the activity is bringing in 
prospects we never could have found otherwise. 
The craftsman in charge has had experience in 
a furniture factory, and is a needed member 
of our sales force—young, quick, and enthused 
over the idea of selling worthwhile items of 
a permanent nature to home owners. It also 
helps move scraps and paint. The whole plan 
works in nicely with my idea of a finished 
product to the consumer. Housewives do not 
have any idea of what they need or where they 
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can get it, unless we give them the idea. After 
all, the best thing the lumber yard has to sell 
is the personnel of the management, and ideas 
of what can be made with raw materials. 

“We are trying to handle advertised brands 
as much as possible, and have specials that are 
cheap. Local lending institutions have not been 
interested in making loans under FHA. We 
have made our own contacts and now offer our 
customers of approved credit, two services. 
One of these is sponsored by manufacturers, 
and another is through direct contact from our 
office to one of the largest banks in the middle 
West which will finance any sort of a job.” 


Haro_tp C. Constant, 
South Lawrence Lumber Co., Lawrence, Kan. 


* * * 


“We are making plans for numerous changes 
in our way of doing business this year, but 
as yet they are all in the tentative stage.” 

Joun A. LAMPREY 
Lawrence Lumber Co., Lawrence, Mass. 


* * * 


“It is my opinion that the business of 1939 
will be slightly better than in the past year, 
due principally to the enormous expenditures 
for WPA payrolls which will, of necessity 
reflect themselves in retail purchasing. Many 
of the projects are of such nature that they 
will extend far into 1939, and all of the work 
will be done at good wages so that the average 
workman should have more than an average 
year’s income; however, I do not believe that 
the retail lumber dealer will enjoy more than 





“Fifteen percent increase in 
volume if you merchandise 
aggressively.” 








a 10 or 15 percent increase in business, and 
that, of course, will depend on how aggressively 
he merchandises his goods.” 


C. M. SuHarer, President, 
The Shafer-Hammond Lumber Co., Massillon, 
Ohio. 
x * * 


“We are planning to do plenty of field work 
this year, but definite plans have not been 
made as yet.” 

H. L. Stone, Manager 
The D. D. Chase Lumber Co., Haverhill, Mass. 


* * * 


“We have developed a new idea for sales 
promotion which we think will be of great 
benefit to our firm. We have prepared a six- 
page folder in color showing six very fine 
small homes, suitable for city lots, together 
with floor plans, specifications and price per 
month. This literature will be placed in the 
hands of reputable realtors and contractors 
with the understanding that any sales that 
develop will be handled through our company. 
In this way, we believe that we are going to 
reach a lot of people that we had no chance 
of reaching before. In addition to this, we 
are going to put on a very active newspaper 
campaign. 

“We will make no changes in plans for 
financing remodelling and new construction 
for homes as we have been financing all new 
homes through FHA and all remodelling 
through other local agencies which render very 





“We believe we are going to 
reach a lot of people that we 
have had no chance of reach- 
ing before.” 
en 


fine service. We handle the best and most 
widely advertised materials we can find, and 
will make no change unless something better 
comes along.” 

H. E. Wess, Secretary & Treasurer, 
Lowrie & Webb Lumber Co., Dearborn, Mich. 
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“We plan on having as many of our men 
as possible, probably three or four, attend the 
Johns-Manville Clinic in Dallas in January. 
About 90 percent of our business at the present 
time is new house construction under the FHA, 
and we will continue to finance remodeling and 
new residence construction in that way. We 
have no new ideas with regard to advertising, 





“Carry on a consistent news- 
paper advertising campaign 


through the entire year.” 





but will continue to carry on a consistent news- 
paper advertising campaign throughout the 
coming year.” 
W. B. O_pHaM, President, 
Oldham & Sumner Lumber Co., Dallas, Tex. 


* * x 


“We have been using an enclosure with our 
monthly statements, and we have mailed it 
separately to our customers not receiving 
statements. Entitled ‘Fred Sez,’ it carries 
a cut of our yard man with a few jokes and 
pertinent remarks about building in progress. 
This year we will have Fred personalize his 
remarks more than heretofore. In other words, 
if John Doe is building a new porch, we will 
spend more time on the pleasure the Doe 
family will get from the porch than on the 
superior grade of roofing. We will attempt 
to portray the good that results to the indivi- 
dual in each case more than the good of the 
product that contributes to this end. On con- 
tractor jobs we will spend more time talking 
about the contractor than about the materials 
he is using. In general, more emphasis on 
ideas and people; less on materials and methods. 

“Tt is definitely poor advertising for a busi- 
ness house to have the reputation of being 
untidy in the collection of accounts. Obvious- 
ly, it must be fairly good publicity to be 
known for a clear-cut, concise policy that 
invites people to discount their bills. We will, 
therefore, use an occasional specific advertise- 
ment of credit policy. 

“Our A No. 1 rallying point for 1939 will 
be an effort to gather together all of the parts 
of the building business in Eureka in one gala 
night of dinner, speeches and fun-making. We 
will have there every man, and his wife, who 





“More emphasis on ideas and 
people; less on materials and 


methods.” 





earns his living in the building business. This 
means not only carpenters, contractors and 
masons, but all of the sub-contractors and their 
employees, the FHA officers in this area, local 
building and loan representatives, the press, 
and employees of our yard. Our customers will 
be there to the extent that we will lease at 
least 45 minutes of time on a radio station, to 
take the dinner and its idealism into the 
homes of every customer we now have. Every- 
body will be acquainted with the date, the 
hour and the spot on the dial. 

“I will make a brief introductory speech, 
giving the reasons for the dinner, and what 
I think the prospects are for business in 1939. 
I will outline briefly the fact that late in 
February we will have a home open for a 
week, an attractive Cape Cod home that any 
of our customers can have for $32.50 a month 
under FHA. Further, will come the award 
of a trophy to the individual who we feel 
has contributed most to the construction in- 
dustry in our community during. the past year. 
In this case it will be a young carpenter who 
worked Saturday afternoons, nights and early 
in the morning to build for his bride and him- 
self a new home of their own.” 


Ricuarp T. ALLEN 
J. M. Allen, Eureka, III. 
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Radio Series to Stress Love of 
Home 


Beginning the last week of January, the 
Arkansas Soft Pine Bureau, Little Rock, Ark., 
will launch a spot broadcasting campaign in 
the New York and New England areas. Thir- 
teen fifteen-minute programs, featuring the 
Landt Trio, have been prepared. The purpose 
of the campaign is not only to acquaint listen- 
ers with Arkansas Soft Pine interior woodwork 
products, but also to stimulate home ownership, 
home improvements and beautification. Love of 
home is the theme carried throughout the series. 


The 13 week series will be on the air over 
the following stations : 

WBZ-WBZA, Boston and Springfield, Mass., 
Monday nights from 7:45 to 8:00 o’clock, 
EST, starting Jan. 30; WGY, Schenectady, 
N. Y., Tuesday nights, 6:45 to 7:00 o’clock, 
EST, starting Jan. 31; WCSH, Portland, Me., 
Wednesday nights, from 7:30 to 7:45, EST, 
starting Feb. 1. 


Dealers in the areas concerned can make 
excellent use of their mailing lists by sending 
postcards at once notifying their customers and. 
prospective customers of the program. Those 
listening to the program will undoubtedly find 
much to stimulate the desire to beautify their 
homes or to build new ones. 

The programs, entitled “Arkansas Pine Tree 
Troubadours,” will feature ballads, novelties 
and “home song portraits” by the trio. The 
“portraits” are two-minute stories about how. 
when and where the old favorites originated. 
Another feature of the programs will be the 
promotion of a contest for the best interior 
plans for a house of not more than seven 
rooms, with a 50-word description of the ex- 
terior. First prize, judged by a jury of archi- 
tects, will be a set of the winning contestant’s 
plans, drawn up for building by an architect. 
Second prize will be $100 in cash. 

The Arkansas Soft Pine Bureau, specializing 
in interior woodwork, distributes in all terri- 
tory east of the Rockies, except the Gulf States 
east of the Mississippi. Members of the Bu- 
reau are: 

The Bradley Lumber Co. of Arkansas, 
Warren, Ark.; Caddo River Lumber Co., 
Glenwood, Ark.; Crossett Lumber Co., Cros- 
sett, Ark.; Dierks Lumber & Coal Co., Dierks, 
Ark.; Fordyce Lumber Co., Fordyce, Ark.; 
Frost Lumber Industries, Shreveport, La., 


and Huttig, Ark.; and Southern Lumber Co., 
Warren. 





Logging Industry Non-Seasonal, 
Rules Security Director 


OtymprA, WasH., Jan. 7.—Washington’s 
logging industry has been ruled “non-seasonal” 
in a decision handed down this week by Charles 
F. Ernst, State director of social security. By 
declaring the logging industry “non-seasonal,” 
the department will be able to pay job insurance 
benefit checks after Jan. 1, 1939, during the 
entire year. Workers in “seasonal” industries 
can draw such checks only if unemployed dur- 
ing what is customarily the ‘industry’s busy 
season. 

In ruling on the logging industry, Director 
Ernst said: 

“The logging industry is to a great extent 
dependent for the feasibility of its operations 
upon weather conditions and extreme conditions 
of snow and cold make operations difficult. It 
is customary to curtail most operations during 
each year during the major part of December, 
January and February; but it is not customary 
for operations in the logging industry to cease 
during such months. This curtailment causes 
the number of persons employed in this industry 
during these months to fall to between 25 and 
50 percent of the number in employment during 
normal periods of operation. Due to the recur- 
rent curtailment in this industry, the amount of 
benefits which may be drawn by workers will 
be greatly disproportionate to the contributions 
to the fund by employers in this industry.” 
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“GOLD KEY” HOMES FOR 1939 
TO HAVE “TREASURE CHEST” 


BLUEFIELD, W. VA., Jan. 9—Many prospective home builders, certainly those 
who have had homes constructed by the Bailey Lumber Co. in Virginia and West 
Virginia during the past two years, know of the extra values found in the com- 
pany’s “Gold Key” homes. The plan to dramatize the effect of owning a home 
by presenting the home builder with two gold-plated keys, significant of the 
value of home ownership, was a profitable step on the part of C. I. Cheyney, 
president and general manager, and M. W. Douglas, sales manager, of the Bailey 
Lumber Co. The Bailey Gold Key homes, featuring twenty points of superiority, 
have had unusual success in the four West Virginia and two Virginia communities 
where the Bailey plants are located. 

Considerably 
more Gold Key 
homes were sold 
during 1938 than 
in 1937. In order 
to gain further ac- 
ceptance for the 
type of homes 
sponsored by the 
company, Presi- 
dent Cheyney and 
Sales Manager 


As An Added Complimentary Feature of Our 
“GOLD KEY” HOMES FOR 1939... 
We Will Furnish With Every “Gold Key” Home A 


CORNER STONE AND 
COPPER TREASURE CHEST 


IN which you can store away your Keep Sakes, Let- 



















Douglas put their ters and Photographs 2 commenoeste the most y eras 
important step of your life-time .... The building o: . 

heads together your own “Gold Key’ Home. at 
and came up with sh 
two sound ideas, NEXT to Your Church, we know of no place More LSS 
which were com- Sacred than Your Home. 
bined and an- 

. : t NEXT to the solemn ceremony in connection with CORNER STONE 
noun cec o the the laying of a corner-store in the foundation of 
pu blic through your church, we know of nothing finer or more beau- 


tiful than the ceremony that can now be arranged 
in connection with the laying of the corner stone 
for your new “Gold Key” home. 


newspaper adver- 
tising, a portion 
of which is shown 
in an accompany- 
ing illustration. 
The new sales 
promotion plan 








THE Minister, Pastor or Preacher of your church. 
will be happy to come and invoke a blessing and § TREASURE CHEST 
your friends and dear ones will be glad to attend 

and help you celebrate this all important occasion 

in a fitting manner. 


- 
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it with compli- 


mentary features 
of a corner stone 
and copper treas- 
ure chest. The 
corner stone, to be 


For further details of this New Bailey “Gold Key” 
Home Feature .... Watch Your Local Newspapers 
placed in each 


THE BAILEY LUMBER CO. 
Gold Key home, — 


will contain the copper treasure chest, in which the home builder can store away 
keepsakes, letters and photographs to commemorate “The most important step of 
his lifetime—the building of his own Gold Key home.” 

The Bailey Lumber Co. in its introductory advertising, December 24, has this 
to say about its plan: 

“Next to your church we know of no place more sacred than your home. 
Next to the solemn ceremony in connection with the laying of a cornerstone in 
the foundation of your church, we know of nothing finer or more beautiful than 
the ceremony that can now be arranged in connection with the laying of the 
cornerstone for your new Gold Key home. The minister, pastor, or preacher of 
your church will be happy to come and invoke a blessing, and your friends and 
dear ones will be glad to attend and help you celebrate this all-important occasion 
in a fitting manner. We must always remember that the good things of life are 
only possible with the aid of Divine Providence.” 

The local newspapers have promised to co-operate with the company and will 
publish photographs of each cornerstone laying, together with a suitable story 
describing the scene and giving the names of those who attended the ceremony. 

The Bailey Lumber Co. as an exponent of modern, dramatized merchandising, 
thus enters into a new year with an added sales impetus which should go far 
toward enabling it to surpass its splendid 1938 record of building quality homes. 
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THE LUMBERMAN 
HAS EVERYTHIN 


—that anybody else has to sell... and then some! 


January 14, 1939 


Who else sells romance, the hous- 


ing of love, the making of a new home, halls where the patter of children’s feet shall 

fall? Who else sells peace, a spot where the world-weary may drop their cares at the 

end of the day, a shrine where inspiration for tomorrow's duties may be gathered? 

Who else sells a fortress that shall stand in time of adversity, a shining symbol of true 
Americanism, a sure answer to foes within and without ? 


[By Ellen Newman, for AMERICAN LUMBERMAN ] 


The lumber dealer has only to look 
about him to see evidence that families 
which ought to be improving their homes 
with new roofs, new floors, paint, new 
walks, are buying almost 
everything else before they 
spend money to improve 
their living quarters. Peo- 
sj ple live in rented houses 

but they own and drive 
good automobiles. Indeed, 
frequently new cars stand 
out in the weather because 
can afford no roof to shel- 





their owners 
ter them. 
Mechanical refrigerators stand in kit- 


chens that have leaky roofs and floors 
that are so rough and worn that they 
look as if they were in momentary dan- 
ger of falling through. And every hovel, 
every tiny apartment, houses its radio. 

Lumbermen cite these instances and go 
on to name with perfect accuracy dozens 
of other luxuries and near-luxuries that 
American people buy while they allow 
the houses they own to depreciate or dis- 
regard the importance of being home 
owners. It is appalling to observe the 
apparent nonchalance with which many 
are giving up and letting mortgages and 
taxes eat up the investment once made 
in a home. 

Men who are interested in selling 
building materials, from the manufactur- 
ers to the retailers, are apt to dismiss 
the situation with a shrug 
} and the cynical observation 
that the “present generation 
spends what it wants for 
pleasure and uses what is 
left for necessities, and 
what’s the world coming to 
anyhow when the American 
home, the bulwark of our 
has to be supported on left- 





democracy, 

overs?” 
But, there is another side to the pic- 

ture, a side which lumbermen have been 


too slow to appreciate. This is the fact 
that Americans are a nation of spenders. 
We make money in order to spend it for 


things we need and want. Also, very 
few of us are buyers in the sense that we 
decide upon what we are going to have 
and then go out and get that article. Most 
of us are victims of salesmen. 

The salesman who can show his wares 
so attractively that he creates in his pros- 
pective customer an irresistible desire for 
ownership gets an order. And, having 
made a down payment the average Amer- 
ican is impelled by pride and inherent 
honesty to meet the rest of his payments. 
He may wish every time a payment falls 
due that he had resisted the salesman’s 
wiles more vigorously. But, once his 
name is on the dotted line, he has used 
up not only his present buying power but 
his earnings for some months to come 
He is nobody’s customer until such time 
as he has made his final payment on this 
purchase. 

Everybody who handles 
building materials says fre- 
quently to a home-owner in 
his town, “Why don’t you 


@ paint your house?” Or, 
gs} “Why don’t you re-build 
your garage?” Or, “Why 





not change that back porch 
of yours into a sun porch?” 

And, it would be interesting to recall 
how many times the answer has been, 
“Nobody ever asked me to.” Pressed by 
the lumberman for an order for needed 
materials, the home owner is almost sure 
to say, “I'll see you when I get my car 
paid for.” Or, “We’ve got a few more 
payments on the washing machine.” Or, 
“T’ll be cashing in a savings bond the 
first of the year, then I'll be in the mar- 
ket.” 

Now, having received such an answer, 
how many times do we follow up? The 
radio salesman, the vacuum 
salesman, the farm machinery salesman 
makes a note of the date when that mem- 
ber of the buying public is going to be in 
shape to become somebody’s customer 
again. But, the producing salesman does 
not let his prospect rest in peace until he 
has the means to make a purchase. He 








sweeper | 


begins at once a build-up. He keeps in 
touch with the prospect. He mails him 
literature, calls on him and his wife some 
evening and shows them pictures, tells 
them what the article will mean to them 
in comfort, in happiness, in money-sav- 
ing. Yes, indeed, a good 
salesman can make even a 
radio sound like an invest- 
ment in economy. “Think 
of the money you'd save on 
shows if you could sit at 
home and listen to a good radio instead 
of going to the theater.” 

If possible, the salesman gets a demon- 
stration, gets the prospect to fit the equip- 
ment to his own needs. And, he always 
includes the man’s wife in all his sales 
plans. After all, American women are 
the nation’s buyers. He knows that a 
man who is considering making a pur- 
chase is shopping by going to other 
stores, other towns perhaps, studying 
mail order catalogs. Somebody, at the 
psychological moment, may come along 
with an entirely different gadget and the 
customer is again laid on the shelf for 
another indefinite waiting period. 

Moreover, while he waits for the pros- 


pect to become an active buyer, the suc- 


cessful salesman studies ways of selling 
him. The chances are he will not be able 
co pay all cash. Very well, then, the sales- 
man gets the approval of 
his boss on some kind of 
financing plan that will best 
suit the needs of the buyer. 
When the time comes to 
, close the deal, the salesman 
has not only merchandise to offer but 
a complete financing service as well. 
This business of getting our goods into 
the hands of the consumer is not a mat- 
ter of one article of merchandise compet- 
ing with other things offered for sale. It 
is rather a battle between salesmen. The 
most suitable merchandise often loses out. 
But, usually the best salesman wins. 
The retailers of building materials need 
to do two things: First, realize that they 
are being out-sold in their trade terri- 
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tories ; and second, steal some of the thun- 
der of the salesmen who are out-selling 
them. 


The lumberman has everything that 
anybody else has to sell . . . and then 
some! Who else sells the 
makings of a home? Who 
= else sells romance, the 
m housing of love, the making 
= of a new home, halls where 

“= the patter of children’s 
feet shall fall? Who else sells peace, a 
spot where the world-weary may drop 
their cares at the end of the day, a shrine 
where inspiration for tomorrow’s duties 
may be gathered? Who else sells a fort- 
ress that shall stand in time of adversity, 
a shining symbol of true Americanism, a 
sure answer to foes within and without? 







True enough, the lumberman cannot 
carry his merchandise with him. He can 
give no demonstrations. He cannot load 
a house on a trailer and pull it behind his 
car. He sells nothing that has only to 
be attached to an electric light socket to 
make it go. His selling kit contains no 
price on merchandise done up in crates. 


But the building material salesman sets 
forth with many sales helps when he goes 
out to make a sale. He carries with him 
plans for new houses, plans for remodel- 
ing, plans for re-laying new floors, for 
finishing the attic, for almost any kind 
of job the prospective buyer may have in 
mind. He has samples of building mate- 
rials. He knows all that he can learn 
about various materials and their uses, 
and he is eager to help his customers 
satisfy themselves that they are getting 
as nearly as possible the kind of plans 
they like best and the type of materials 
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that will give them the very best for their 
money. 

As to demonstrations, the homes of 
dozens of the firm’s satisfied customers 
are constantly staging demonstrations for 
the building material man “Like the Hig- 
gins’ entrance hall,” “floors like the Mar- 
tins have in their basement playroom,” 
“bathroom fixtures like the Roberts.” 
And so on, and on. 

Moreover, the salesman knows prices 
and how to make approximate estimates. 
When a man who is renting says, “How 
much will it cost me to build a five room 
bungalow similar to the one that Jack 
Henderson just finished?” he is satisfied 
with an answer like this, “That job can 
be done for $3,500 if you want to leave 
out all the extras. Or, if 
you want to dress it up you 
can make it cost as much 
_as $5,000. I have a sketch 
4 here with the details of 

. construction worked out. 
ri ay glad to go over them with you, 
showing you just what you can have for 
the estimate on this particular layout, 
which amounts to $3,725. We can then 
go up or down from that figure.” 

When a prospect is getting serious 
about building a recreation room in his 
basement, he wants to talk to a salesman 
who can help him plan it by taking meas- 
urements on the ground, by devising 
ways to use space to advantage and by 
suggesting materials that will give the 
maximum satisfaction for the least pos- 
sible cost. And, before the home owner 
gets too enthusiastic himself or builds up 
too much hope in the minds of his family, 
he wants to have an idea how much it 
is going to cost him and whether or not 


4 


it can be financed within his means. 

As in selling anything else, the suc- 
cessful lumber salesman looks beyond the 
wood and brick and cement and paint to 
the finished product. He thinks of a sale 
not as so many dollars worth of materials 
but as a finished home or an improve- 
ment to a home already built. He talks 
to his customers in terms of what the 
money they are spending will buy them 
in the way of added comfort, new pleas- 
ures, increased social prestige. It takes 
imagination, yes, to picture to oneself and 
to others something that has not yet been 
built. But it also takes imagination to 
envision a° mechanical refrigerator turn- 
ing out ice cubes. 

Indeed, a salesman without imagina- 
tion is a total loss in any field. A good 
salesman first sees his sale complete as 
he wants it to be. Then he shows his 
prospective customer the merchandise 
that he wants him to own. He builds 
up a desire in the prospect’s mind that 
makes him want to possess this wonder- 
ful thing, whether it be an electric shav- 
ing machine or a marble 
swimming pool, And, fi- 
nally, the salesman presents 
a plausible plan whereby 
the representative of the 
Buying Public can satisfy 
his urge for ownership. 

It is.as simple as that. The formula 
works as well for the man who would 
seriously sell building materials as if he 
decided to sell tractors or cook stoves. 
Competitive salesmen have got quite a 
start of the retail lumberman. If the 
building material dealer is to catch up 
with the field he has got to put on a lot 
of speed to make up for lost time. 
































New Yard Shows a Purpose Achieved 


Boston, Mass., Jan. 9.—There has been a 
long sweep of time between the date of the 
establishment in 1847 by Granville Fuller, of the 
retail lumber business in the then town of 
Brighton, and the dedication on Dec. 3 of the 
new and modern building material store of G. 


second one three miles north on Concord Ave- 
nue in Cambridge. The latter location had been 
abandoned several years ago, and the one at 
Coolidge Corner was closed on Dec. 31, thus 
clearing the way to permit concentration of all 
departments at the main yard location, and to 
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*BOSTON: 


Fuller & Son Lumber Co., located on the street 
front of the company’s two-acre yard. 

There is a purpose behind this new develop- 
ment that might prove valuable as a guide to 
many retail lumber dealers in shaping their 
merchandising policies. Here was a 90-year-old 
business that ten years ago had adopted a pol- 
icy of expansion which resulted in planting a 
lumber store three miles south of the main 
yard at Coolidge Corner in Brookline, and a 


LU) 





focus the attention of the buying public in that 
trading area upon the more complete equipment, 
larger stock of building material, display rooms 
for all types of interior trim, insulation, un- 
painted furniture, many ,wood novelties and a 
full line of hardware and paints. 

On the Market street front the new building 
is 40 x 110 feet and sets well back from the 
sidewalk. The finish of the front wall of the 
new building is unique, the lower third being 


covered with wide oak siding, the center sec- 
tion with redwood, and the upper section with 
knotty pine, all three woods being treated with 
varnish outside to bring out the beauties of the 
natural wood. There is a series of massive 
plate glass windows, each 8 x 12 feet. Both in 





The accompanying cut is from an 
architect's drawing. The building 
is one-story at the street level, 
with a lower floor entered directly 
from the yard level in rear, which 
is used exclusively for the display 
of paints, varnishes and brushes, 
hardware and unfinished furniture. 
To the left of this new building is 
the two-story finish mill and 
novelty shop, while to the right a 
driveway drops down fo the yard 
level of the lumber sheds and old 
omen office building 





design and color treatment this front is strik- 
ingly modernistic. The interior is finished in a 
wide variety. of floor and ceiling treatments. All 
types of kitchen cabinets and other equipment, 
for use in single units or in series, are strik- 
ingly displayed. Bathroom, living room and the 
modern basement playroom treatments and 
equipment are shown to advantage, and the 
company goes so far as to manufacture in its 
(CG on Page 43) 
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Getting Trade By Catering to Hobbyists 


Writes an occasional meengeeaied to 
this department: 

“I should like to outline a plan that 
could be put into operation profitably, 
particularly by yards located close to 
residential districts. I have no way of 
knowing whether this plan is original, 
in whole on in part; but I know of no 
place where it is in operation.” 


The last few years have seen a marked 
increase in the number of people engaged 
in following hobbies. The increase of 
leisure has been for the most part re- 
sponsible for this. Although there are a 
large number of hobby fields for one to 
go into, the most widely followed and 
universal seems to be woodworking. 
There are reasons for this. With limited 
knowledge, simple tools, and scraps of 
wood for materials, the average’ person 
can turn out a number of creditable sim- 
ple projects. Gaining more skill as they 
go on and adding to their number of 
tools, they gradually begin to need more 
and better materials. In woodworking, 
the logical place to get these materials is 


the local lumber yard. But the truth of 
the matter is that it is difficult for the 
average inexperienced hobbyist to know 
just where he can get the right material, 
and if he does, just what to ask for. An- 
other thing to consider is that big yards, 
concerned mostly with large contracting 
orders, cannot spare personnel to take 
care of these small orders, which usually 
take more time than the large ones. 

My suggestion has to do with placing 
in yards which are so located to warrant 
it, a man who might be called a craft 
counselor. He could work on a small 
salary and commission, or under any ar- 
rangement which might be acceptable to 
both him and the company. Young men 
who have worked in crafts, or some of 
the older men, upward of fifty, who have 
worked at kindred trades, could be en- 
gaged quite reasonably. The average 
yard has some power tools, and very often 
a shop. It would be possible for these 
counselors to add to their income by con- 
structing projects for sale when not busy, 
as some yard employees already do. 

The first duty of such a counselor 





small items in his stock, and thus 
achieved a little different line of 
merchandising. Shown here is a 
gaily decorated waste basket 
which stands near the door, in- 
side the office. It is filled with 
small cans of paint, brushes, var- 
nish, boxes of nails, and numer- 
ous other necessities which every 
household requires at times. Each 
article in the container sells for 
ten cents, and the popularity of 
the plan is proved by the fact 
that the basket has to be refilled 
frequently. Many of these small 
items would never be noticed by 
the average customer entering the 
lumber firm’s office, but by put- 
ting them together in a “grab 
basket” they attract purchasers. 





Timely Tip for Dealers 


The Fayette Lumber Co., Connersville, Ind. 
manager) has utilized the eye-appeal of the es store, with 





(R. A. Bevington, 








would be to consult with and advise the 
woodworker on the project to build, try- 
ing as much as possible to fit it to the 
ability of the worker. He then would 
help in the selection of the right mate- 
rials, hardware, and procedure necessary. 
It would be feasible for the yard to have 
a small blueprint library of projects from 
which the hobbyists could rent plans that 
they wished to complete. If the yard 
does have a shop, they could arrange for 
the rental use of power tools by the hour, 
supervised by the counselor. This part 
is already done by woodworking con- 
cerns in some cities. With such a plan 
in operation, the yard could stock cabi- 
net-making materials with some certainty 
of selling them. Fine woods of walnut, 
gum, mahogany etc. could be carried. 

This plan would enable the regular 
yard men and other employees to go 
about their regular business without tak- 
ing time out for small orders, yet it would 
not foster the ill will that comes from 
the haste with which of necessity some 
small orders are handled. If one yard 
in a town or suburban area were to in- 
augurate such a service it would not be 
long until it would have the bulk of the 
small lumber trade of the territory. 





Some Ideas from |8 Years of 
Lumber Bill Collecting 


“Lumbermen as a rule are mighty 
poor collectors.” So said one of the fra- 
ternity—W. E. Hemphill, an employee 
of the Wallace Lumber Co., Apollo, Pa. 
—in a letter contributed to a symposium 
on retail collections conducted by the 
AMERICAN LUMBERMAN. He proceeded 
as follows: 


My reasons for making this statement 
are based on eighteen years of collecting 
overdue lumber accounts. I began col- 
lecting at twelve years of age, and have 
been at it ever since. In the beginning, 
I delivered statements from house to 
house, and was instructed to be courteous, 
but to inquire as to when the account 
would be paid. I followed up every 
promise on every payday and my success 
was surprising. Over a period of several 
months, I had collected accounts that 
were considered worthless ;- others that 
had been on our books for years, and a 
number were made secure by notes. 

In the beginning, the same employer 
for whom I am working today (a retail 
lumber firm) impressed upon me that the 
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job that I was undertaking as a boy was 
important and would prepare me for a 
better position later. I was taught that 
collections were the vital part of any 
business, that the success of my efforts 
would not be measured entirely in my 
collection receipts—but also in good will 
and courteous calls. 

Looking back over my many collecting 
experiences, I find that a large part of my 
success lies in the training I received dur- 
ing these years. In my present work of 
collecting payments and rents from sev- 
eral hundred homes we have built, I apply 
many of those early collecting manners 
and aim to be reasonable at all times. 

I believe that all lumbermen should 
have regular collection routes, as I have, 
and should work them every month of the 
year. A lumberman’s best collecting 
months are his busy building months of 
the year; from April until November. 
These months of the year require less 
expenses to the debtor in the way of fuel 
and clothing; and traveling and road con- 
ditions are ideal for reaching rural ac- 
counts. 

Some lumbermen make the mistake of 
waiting for collection moods. These 
moods occur every so often, and always 
require a bad humor and a dozen or 
more bad accounts. Both parties become 
unreasonable and the collection efforts 
have done more harm than good. The 
result is that the lumberman returns to 
the office thoroughly disgusted, and has 
threatened drastic collection action that is 
most likely to lose either the customer 
or the account; and in many cases both. 

Collecting is not an undesirable job, 
as many business people think. It can be 
made a pleasant job, as I have found, but 
proper collecting methods and manner 
cannot be learned in a day. 





New Yard Shows a Purpose 
Achieved 


{Continued from Page 41] 


own shop a complete line of miniature tennis 
tables 9 x 5 feet, and a miniature bowling alley 
1 x 6 feet with a complete set of pins and a 
spring projector to guide the ball toward the 
pins. 

One may select furniture “in the white” and 
have it finished and decorated by an expert in 
the shop in any manner desired. If one is se- 
lecting a cabinet equipment, breakfast nook or 
other wood novelties for the kitchen, it may be 
assembled in units and installed in the home 
by experts of the Fuller staff. There are con- 
ference rooms on the main floor of the new 
building, where the prospective home builder or 
modernizer will find every facility for the de- 
velopment and consummation of his or her plans, 
and if desired arrangements may be completed 
for financing any type of construction project. 

Ninety years ago the Fuller yard was located 
at the river front a short distance east of the 
present location. Then the delivery of lumber 
was by horse-drawn vehicle and the trading 
area served was limited. Today, the modern 
truck knows no area or mileage limits and it is 
this fact that has encouraged the Fuller com- 
pany to concentrate and to enlarge its facilities 
at the main yard. Very recently Will S. Fuller, 
of the third generation in ownership, completed 
his 49th year in the business. He is president 
of the company. His two sons, Granville B. 
(treasurer) and George S. (secretary), of the 
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fourth generation, are in the driver’s seat to- 
day, while a son of Granville B., of the fifth 
generation, will soon be ready for active par- 
ticipation in the business. Granville B. has 
served as president of the Massachusetts Retail 
Lumber Dealers Association, and is now its 
treasurer. In addition to the officials of the 
company, and the clerical force, there are five 
well trained salesmen, seven yard employees, 
and six workers in the finish mill and novelty 
shop. 





Issues Report on Lumber 


"Chains" for First Half of 1938 


Wasuincton, D. C., Jan. 9.—Ninety-five 
lumber and building material chain organiza- 
tions operating 1,210 establishments throughout 
the country with aggregate sales of $61,819,000 





in 1937, reported to the Bureau of the Census 
that their sales for the first half of 1938 were 
within 9.7 percent of their sales for the same 


period of 1937. The first quarter of 1938 
showed a loss of 5.1 percent and the second 
quarter a loss of 12.9 percent in comparison 
with the corresponding quarters of 1937. Their 
1937 sales represent an increase of 35.7 percent 
as compared with a total of $45,545,000 for 
1,212 establishments in 1935, the latest year 
covered by a regular Business Census. These 
are among the conclusions announced by Wil- 
liam L. Austin, director Bureau of the Census, 
in a preliminary report issued in connection 
with the Census Survey of Business for 1937-38. 
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Employee's New Home Helps 
Stir Building Interest 


The small home of which a floor plan 
and photograph are here shown was built 
in Oskaloosa, Iowa, with materials sup- 
plied by the Ideal Lumber Co. The owner 
is Ralph McCormick, an employee of that 
company. 

When Mr. McCormick decided to build 
the house, plans for which were selected 
from the files of Ideal Lumber Co., an 
opportunity was seen to use it for demon- 
stration purposes. To this end, news- 
paper advertising was used to announce 
the project before construction was begun. 





The house, built on a 
slope, has a wing, the 
roof of which is at the 
first floor level. The 
roof is used as a 
porch. Excellent pro- 
portions, wide siding 
and double - course 
red cedar shingles for 
the roof make this 
small home very 
attractive 





Subsequent ads described materials and 
processes to be used each week, and in- 
vited inspection during the progress of 
the work. 

Finally, when the work was completed, 
and the house furnished, an “open house 
week” was declared, during which 2,300 
visitors were registered, while the interest 
stimulated in home building was incal- 
culable. 

The house is insulated with Balsam 
Wool, and the plaster bases in the rooms 
are rock-lath. 

The financing arrangement involves a 
total over-all cost, including taxes, of $34 
a month. 


(2-3°- 10-0" 
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“Package Sales” 


Plan Works Well 


“I came into the lumber business through the back door,” 
said Roy T. Hoke, head of the retail lumber firm bearing his 
name, located at Stillwater, Okla. At the close of the World 
War, Mr. Hoke, who had graduated in 1917 from the School 
of Agriculture at Oklahoma A. & M. College, and enlisted in 
the Army, came back to Stillwater, and opened a real estate 
and insurance business. As a real estate operator he branched 
into the field of speculative building of homes, employing his 
own labor. 


“Back in 1928,” said he, “in connection with my building 
operations, I bought two carloads of lumber. I was lucky to 
get very excellent material. This encouraged me to buy more 
lumber, and to build a temporary shed on the site of my build- 
ing operations. As homes were sold, and occupied by pur- 
chasers, the lumber shed became an eye-sore, so I bought fifty 
feet of frontage on a side street about a block away from the 
principal downtown business artery, and built a storage shed 





One of a number of new homes designed and built by Roy T. 
Hoke Lumber Co. in 1938. Red cedar shingles, wide siding and 
neat proportions distinguish the house 


there. None of this was with the intention of going into the 
lumber and building material business, but after the new shed 
was stocked people began to come in and buy from us. Finally, 
in May 1928, we went into the retail business by adding a small 
carpenter shop to our property and laying in a diversified stock 
worth about $7,000. Now, our stock is five times as great, our 
frontage is 200 feet, we have a modern mill and shop, and a 
stone quarry and transit mix plant for concrete. 


New Selling Methods Prove Successful 


“From the beginning we were unorthodox in our selling and 
in the method of handling our business as viewed from the 
standpoint of established principles for the conduct of a retail 
lumber and building material yard. We not only sold the com- 
pleted home or “package” to the buyer, but we went a step 
further by contracting with our customers for the construction 
of their homes. We were told that this would result in local 
contractors and carpenters boycotting our yard, but this did 
not prove true. 

“We strongly believe in the J-M Guild plan, and are using 
it,” said Mr. Hoke. “We now have a salesroom built according 
to their suggestions. We have two full-time salesmen. Grad- 
ually we are putting other things into effect. We have found 
that it gives us control of our own business. Its operation in- 
creases our sales and decreases our overhead. It does this 
because among other benefits: It enables us to sell at our full 
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View of office, display room and main storage shed of Roy T. 
Hoke Lumber Co., Stillwater, Okla. Yard has a 200-foot front 


retail price; we sell all of the building materials that go into 
the package, and estimate that this increases our sales 25 per- 
cent; it keeps our stock balanced, cuts the amount of stock 
necessary, and thus increases our stock turnover; we are able 
to use up odd stock, crooks and culls; we can use short lumber 
at length prices; we maintain a closer supervision of our sales, 
thereby cutting our credit losses to a minimum; our credit loss 
is 4 of one percent; we control our sales by selling standard, 
high grade products with most profit—it raises us out of the 
cheap competitive class; we are able to sell additional products 
by being in direct contact with the owner—no one can sell the 
dealer’s products as well as he and his own salesmen; we are 
able to work out old accounts. 


Destructive Competition Is Eliminated 


“By reason of the fact that you can increase your sales, main- 
tain a fair profit, and decrease your percentage of overhead you 
can actually sell cheaper. Destructive competition can not com- 
pete with you in package sales, nor can your competitor stay 
in business long unless he sells the complete unit, and discards 
the old methods. Our ten years of package selling, and eight 
months of Guild operation convince us that it is the only way 
to run a lumber yard. We would not want to operate any other 
way.” 

In August, 1938, the company had equalled its sales volume 
for the entire preceding year. New homes built by Mr. Hoke 
vary in cost from $1,500 to $10,000, and the general average 
is about $3.50 per square foot. Union mechanics are employed 
exclusively. 


The ready-mix concrete plant operated by the company and 
located about a half-mile from the lumber yard was opened in 
1933 with one transit mixer in service. The plant now includes 
two batching bins, a cement block machine and nine transit mix 
trucks. The plant handles as high as five cars of cement a 


week, and in the past few years the company has used not less 
than two cars of cement every week. About 9,000 tons of rock 
and screenings from the company quarry were used in the first 
eight months of 1938. 





One of 1938 crop of Roy T. Hoke homes in Stillwater, Okla. 
Smoothly finished concrete basement walls require no decoration. 
High grade workmanship feature all the homes built by Hoke 
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Electrified Farm Is 
Visited By Scribe 


One of the show places of the dairying section of northern Il- 
linois is the new Henry J. Stilling farm, located about four 
miles north of McHenry on U.S. Route 12. There are a 
number of unusual features about the farm. The spacious ga- 


rage attached to the rear serves the additional function of 





- 


Interior of barn on Henry J. Stilling farm. Starline steel stanchions 
and stalls, and Starline ventilating equipment were sold by the 
Alexander Lumber Co. 


an entry way to the house, and is equipped with an overhead 
door. The garage is several feet longer than would be re- 
quired merely to accommodate an automobile, and the addi- 
tional space is used for a work bench on which are mounted 
a small electrical grinder and several other power tools. The 
screen door through which one enters the house is equipped 
with an electrical fly-killer. 

One of the most striking features of the interior of the house 
is the use of shellacked and varnished yellow pine trim in all 
the rooms except the kitchen and bathrooms. The treatment 
of the wood preserves the beauty of the grain and the softness 
of the texture. 

The kitchen is as complete, modern and compact as can 





Part of modern farm kitchen on Henry J. Stilling farm 





New house and barn on the dairy farm of Henry J. Stilling, north 
of McHenry, Ill. The Alexander Lumber Co. yard at Ringwood 
furnished all the materials 


be found anywhere. It is designed to fit the requirements of 
a farm, being large enough to accommodate a small table and 
four chairs, where meals can be served and eaten. The north 
wall is lined with wood kitchen cabinets flanking the window 
beneath which the sink is located. An electric stove, electric 
refrigerator and minor electric kitchen appliances for mixing, 
toasting and performing other operations included in the prepa- 
ration of meals complete the equipment. 

An ample number of electrical outlets in every room enables 
the Stillings to place lamps strategically with a minimum 
amount of cord. Floors are oak, and the siding is red cedar. 

The Alexander Lumber Co. yard at Ringwood supplied the 
materials for the new building. James Rainey, manager at 
Ringwood, said that the Alexander Lumber Co. had furnished 
all materials for both buildings, except the builders’ hardware 
and plumbing, heating and lighting equipment and fixtures. With 





View through living room to dining room in farm home of Henry J. 
Stilling. Note grain of yellow pine baseboard, shellacked and 
varnished 


the exception of some of the barn equipment, which came from 
the Alexander yard at McHenry, the Ringwood yard furnished 
the entire bill of materials. 

The barn, a model of cleanliness, is equipped with Starline 
ventilating equipment and steel stanchions for 25 cows. The 
milk cooler built at the side and near one end of the barn has 
electrical refrigeration, and the doors are protected by electrical 
fly-killers. Sliding doors operating on steel tracks provide 
entrance for the cows. A cement ramp leads to the doorway, 
and cast as a part of the ramp is a cement bumper to pre- 
vent the doors from swinging in a wind. 

Fields are well fenced, and the new front lawn and flower 
garden, aided by plenty of moisture in their first season, are 
in excellent condition. Separate meters have been provided 
for the house water heater, lights and small appliances includ- 
ing milking machine and mangle, water pumping, refrigera- 
tor, dairy water heater, milk cooler and cooking range. 
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“Package Sales’ 


Plan Works Well 


“I came into the lumber business through the back door,” 
said Roy T. Hoke, head of the retail lumber firm bearing his 
name, located at Stillwater, Okla. At the close of the World 
War, Mr. Hoke, who had graduated in 1917 from the School 
of Agriculture at Oklahoma A. & M. College, and enlisted in 
the Army, came back to Stillwater, and opened a real estate 
and insurance business. As a real estate operator he branched 
into the field of speculative building of homes, employing his 
own labor. ; 


“Back in 1928,” said he, “in connection with my building 
operations, I bought two carloads of lumber. I was lucky to 
get very excellent material. This encouraged me to buy more 
lumber, and to build a temporary shed on the site of my build- 
ing operations. As homes were sold, and occupied by pur- 
chasers, the lumber shed became an eye-sore, so I bought fifty 
feet of frontage on a side street about a block away from the 
principal downtown business artery, and built a storage shed 





One of a number of new homes designed and built by Roy T. 
Hoke Lumber Co. in 1938. Red cedar shingles, wide siding and 
neat proportions distinguish the house 


there. None of this was with the intention of going into the 
lumber and building material business, but after the new shed 
was stocked people began to come in and buy from us. Finally, 
in May 1928, we went into the retail business by adding a small 
carpenter shop to our property and laying in a diversified stock 
worth about $7,000. Now, our stock is five times as great, our 
frontage is 200 feet, we have a modern mill and shop, and a 
stone quarry and transit mix plant for concrete. 


New Selling Methods Prove Successful 


“From the beginning we were unorthodox in our selling and 
in the method of handling our business as viewed from the 
standpoint of established principles for the conduct of a retail 
lumber and building material yard. We not only sold the com- 
pleted home or “package” to the buyer, but we went a step 
further by contracting with our customers for the construction 
of their homes. We were told that this would result in local 
contractors and carpenters boycotting our yard, but this did 
not prove true. 

“We strongly believe in the J-M Guild plan, and are using 
it,” said Mr. Hoke. “We now have a salesroom built according 
to their suggestions. We have two full-time salesmen. Grad- 
ually we are putting other things into effect. We have found 
that it gives us control of our own business. Its operation in- 
creases our sales and decreases our overhead. It does this 
because among other benefits: It enables us to sell at our full 
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View of office, display room and main storage shed of Roy T. 
Hoke Lumber Co., Stillwater, Okla. Yard has a 200-foot front 


retail price; we sell all of the building materials that go into 
the package, and estimate that this increases our sales 25 per- 
cent; it keeps our stock balanced, cuts the amount of stock 
necessary, and thus increases our stock turnover; we are able 
to use up odd stock, crooks and culls; we can use short lumber 
at length prices; we maintain a closer supervision of our sales, 
thereby cutting our credit losses to a minimum; our credit loss 
is 4% of one percent; we control our sales by selling standard, 
high grade products with most profit—it raises us out of the 
cheap competitive class; we are able to sell additional products 
by being in direct contact with the owner—no one can sell the 
dealer’s products as well as he and his own salesmen; we are 
able to work out old accounts. 


Destructive Competition Is Eliminated 


“By reason of the fact that you can increase your sales, main- 
tain a fair profit, and decrease your percentage of overhead you 
can actually sell cheaper. Destructive competition can not com- 
pete with you in package sales, nor can your competitor stay 
in business long unless he sells the complete unit, and discards 
the old methods. Our ten years of package selling, and eight 
months of Guild operation convince us that it is the only way 
to run a lumber yard. We would not want to operate any other 
way.” 

In August, 1938, the company had equalled its sales volume 
for the entire preceding year. New homes built by Mr. Hoke 
vary in cost from $1,500 to $10,000, and the general average 
is about $3.50 per square foot. Union mechanics are employed 
exclusively. 


The ready-mix concrete plant operated by the company and 
located about a half-mile from the lumber yard was opened in 
1933 with one transit mixer in service. The plant now includes 
two batching bins, a cement block machine and nine transit mix 
trucks. The plant handles as high as five cars of cement a 


week, and in the past few years the company has used not less 
than two cars of cement every week. About 9,000 tons of rock 
and screenings from the company quarry were used in the first 
eight months of 1938. 





One of 1938 crop of Roy T. Hoke homes in Stillwater, Okla. 
Smoothly finished concrete basement walls require no decoration. 
High grade workmanship feature all the homes built by Hoke 
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Electrified Farm Is 
Visited By Scribe 


One of the show places of the dairying section of northern II- 
linois is the new Henry J. Stilling farm, located about four 
miles north of McHenry on U.S. Route 12. There are a 
number of unusual features about the farm. The spacious ga- 


rage attached to the rear serves the additional function of 





Interior of barn on Henry J. Stilling farm. Starline steel stanchions 
and stalls, and Starline ventilating equipment were sold by the 
Alexander Lumber Co. 


an entry way to the house, and is equipped with an overhead 
door. The garage is several feet longer than would be re- 
quired merely to accommodate an automobile, and the addi- 
tional space is used for a work bench on which are mounted 
a small electrical grinder and several other power tools. The 
screen door through which one enters the house is equipped 
with an electrical fly-killer. 

One of the most striking features of the interior of the house 
is the use of shellacked and varnished yellow pine trim in all 
the rooms except the kitchen and bathrooms. The treatment 
of the wood preserves the beauty of the grain and the softness 
of the texture. 

The kitchen is as complete, modern and compact as can 





Part of modern farm kitchen on Henry J. Stilling farm 





New house and barn on the dairy farm of Henry J. Stilling, north 
of McHenry, Ill. The Alexander Lumber Co. yard at Ringwood 
furnished all the materials 


be found anywhere. It is designed to fit the requirements of 
a farm, being large enough to accommodate a small table and 
four chairs, where meals can be served and eaten. The north 
wall is lined with wood kitchen cabinets flanking the window 
beneath which the sink is located. An electric stove, electric 
refrigerator and minor electric kitchen appliances for mixing, 
toasting and performing other operations included in the prepa- 
ration of meals complete the equipment. 

An ample number of electrical outlets in every room enables 
the Stillings to place lamps strategically with a minimum 
amount of cord. Floors are oak, and the siding is red cedar. 

The Alexander Lumber Co. yard at Ringwood supplied the 
materials for the new building. James Rainey, manager at 
Ringwood, said that the Alexander Lumber Co. had furnished 
all materials for both buildings, except the builders’ hardware 
and plumbing, heating and lighting equipment and fixtures. With 





View through living room to dining room in farm home of Henry J. 
Stilling. Note grain of yellow pine baseboard, shellacked and 
varnished 


the exception of some of the barn equipment, which came from 
the Alexander yard at McHenry, the Ringwood yard furnished 
the entire bill of materials. 

The barn, a model of cleanliness, is equipped with Starline 
ventilating equipment and steel stanchions for 25 cows. The 
milk cooler built at the side and near one end of the barn has 
electrical refrigeration, and the doors are protected by electrical 
fly-killers. Sliding doors operating on steel tracks provide 
entrance for the cows. A cement ramp leads to the doorway, 
and cast as a part of the ramp is a cement bumper to pre- 
vent the doors from swinging in a wind. 

Fields are well fenced, and the new front lawn and flower 
garden, aided by plenty of moisture in their first season, are 
in excellent condition. Separate meters have been provided 
for the house water heater, lights and small appliances includ- 
ing milking machine and mangle, water pumping, refrigera- 
tor, dairy water heater, milk cooler and cooking range. 
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Firm’s New Building In 
Step With Times 


GayLorp, Micu., Jan. 9.—Realizing the need for more 
office space and a proper place to demonstrate the numerous 
new products on the market, the Gaylord Lumber & Fuel Co. 
recently completed a new building to house its office and dis- 
play room. “We think from reading the AMERICAN LUMBER- 
MAN that the old time lumber yard is about a thing of the past, 
and that the industry is on a good deal higher standard than in 
times gone by,” William J. Merrick, president, said in referring 
to the work done in the yard. 

The -lumber shed was built in 1915 and sets 150 feet back 
from the street. Until the recent improvement program, the 
office occupied a small corner of this warehouse, because the 
lease did not permit a building less than 150 feet from the 
thoroughfare. Last summer a clause was secured in the lease 
from the railroad company, which owns the property, permit- 
ting construction of the new building on the main street. Glass 
block were used for side windows and in columns at each side 
of the entrance and give the public an idea of their practical 
modernity in new construction. 





A view of the display space showing how various floorings were 
exhibited and a few other features 
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The personnel of the Gaylord (Mich.) Lumber & Fuel Co. stand 
before the new office and display room 


Inside there is a display room, 22x30 feet, a private office, 
and the bookkeeping room. The basement is used for storage 
and a furnace. Fifty varieties of materials have been harmoni- 
ously blended in the display quarters. Redwood was used to 
beam off the ceiling panels of insulating board, and four grades 
of Bruce oak flooring were shown to advantage by dividing 
them with Bruce oak plank. Around the border of the floor 
are samples of maple, beech, and birch flooring. One wall is 
made up of the different roofing materials sold, designs of insu- 
lating boards, hard boards, and tile boards. An overhanging 
porch roof covered with asbestos shingles features the rear wall, 
which is composed of asbestos clapboard. Another wall is fin- 
ished with several types of wood siding and wood interior 
finish. Indirect lighting lends distinction throughout. 

Knotty red cedar and native white pine were used on the 
walls: of the private office, and finished naturally. Mr. Mer- 
rick reported that the office walls have caused a lot of com- 
ment and made sales. Even the windows of the building are 
given diversified finishes, red gum, oak, yellow pine, red cedar 
and redwood being used. 

The display room is not filled with so many items that it 
appears cluttered. Prominently in view is a stoker, and across 
the room a Heatilator unit for fireplaces. The company stocks 
stokers as a companionate article to its fuel, and sold one the 
day of the opening. Heatilators are stocked in four sizes and 
bought in quantities, according to Ray McKinley, treasurer. 
He said that owners of summer cottages are major purchasers 
of these units, for by installing one in a fireplace the house 
can be sufficiently warmed in cool or damp weather. “Summer 
cottage sales are a large part of our volume, and since nearly 
every house has a fireplace we see that it is built with a Heatil- 
ator,” said Mr. McKinley. The largest of these items made 
had been sold for a $50,000 summer home for which the lum- 
ber company is furnishing materials. 


Dealer Invites Trade By Various Means 


In the heart of the shopping district of 
Lake Charles, La., attached to the front 
of one of the leading drug stores is a panel 
containing a thermometer, a barometer, 
and a mirror. Practically everybody that 
passes pauses to consult at least one of 
the three, and in so doing he automatically 
notes in big red figures on a buff ground 
the number “778,” with the message “Tel- 
ephone 77—La. Western Lumber Co., 
We serve to serve again.” At the bottom 
is a line calling attention to its paints and 
enamels. 

“We have found this panel one of our 
most effective methods of publicity,” said 
F. Lisle Peters, of the Louisiana-Western 
Lumber Co., Inc. “As we are situated 
some distance from the downtown shop- 
ping district we can make no window dis- 
play, and this board keeps our name and 
number before the public. It is a com- 
ponent part of our scheme to impress our 


telephone number upon the public. All 
of our five delivery trucks—painted red 
and kept shining with new paint—bear 
this number very prominently; all of our 
stationery features it, together with our 
motto ‘We serve to serve again’; and it 
is painted across the face of our ware- 
house and office in figures so big they can 
be read a block distant.” 

This hammering home of its telephone 
number is only one of this firm’s plans 
for keeping before the public. 

“We make use of the radio every busi- 
ness day in the year,” said Mr. Peters. 
“We have a special news broadcast, start- 
ing at 12:45 and continuing for ten min- 
utes; mingled with news flashes are sev- 
eral paragraphs calling attention to our 
various lines. Sometimes we will men- 
tion half a dozen items; at other times, 
when we wish to call attention to a close- 
out, a novelty, or a particularly timely 


item, we feature that to the exclusion of 
all others. This radio advertising costs 
us $100 a month—and it’s worth it, for 
it brings our lines to the class of people 
we most desire to reach. Most radio own- 
ers are home owners, or at least house- 
holders, and as such are interested in all 
forms of building and decorating. 

“A large percentage of our patrons are 
women, and we have a special consultation 
room fitted up for them. This has walls 
of pine siding, and a number of exceed- 
ingly comfortable armchairs and small 
tables. We find this room especially ef- 
fective in selling wallpaper. A large book 
of samples is placed directly in front of 
two of the chairs, so that the patron can 
relax while making her decision. Behind 
the chairs is a spotlight, focused directly 
on the book of samples, so that each pat- 
tern, as the book is turned, stands out 
with distinctness. Here prospects also 
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can see many photos and plans of homes 
of all types, and talk over their building 
plans, and the materials they wish to use. 

“Our paint department is likewise very 
active. An entire room is devoted to this 
line. Especially profitable is our line of 
auto paint and enamels. We stock the 
colors of all the principal makes of cars, 
and our turnover on this auto paint is 
12 times a year.” 

Practically all of the lumber is under 
roof, 42,000 square feet of space being 
occupied by same. “A plan that I have 
found very effective in guarding against 
overstocking,” said Mr. Peters, “is the 
building of special compartments for each 
grade. I figured the approximate demand 
for every type, and built compartments 
just large enough to hold those amounts. 
Formerly all compartments were of the 
same size, and in keeping them filled we 
found that we got badly overstocked on 
certain lengths and sizes. Now we buy 






just enough of each variety to fill its own 
section, and at inventory time our general 
stocks are all low.” 

The firm carries all kinds of building 
material 


in addition to lumber—brick, 
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Peters, “in which we will, on request, 
supply the labor as well as the materials. 
“Business this year has been slightly 
ahead of last, and we look for continued 
improvement. We are close to the oil 
fields; in the midst 

of big rice fields; 

and anticipate a deep 












ee” Telephone number as 
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lime, cement, tiling, etc——and an espe- 
cially large stock of composition roofing. 
“This is the only line we carry,” said Mr. 


Western Lumber Co., 
Lake Charles, La. 





water canal which 
will greatly facilitate 
shipping, so every- 
body is optimistic, and the building of 
homes—particularly small modern homes 
—is going steadily forward.” 


Homes Are Started Small—Then Expanded 


“Going along with a fellow” is an ex- 
pression used to describe the method of 
building repeat business used by the At- 
lantic Lumber Co., 6337 Atlantic Boule- 
vard, Bell, Calif. (Los Angeles suburb). 

Here is the way it is done: A man is 
sold a tiny house to begin with, often 
costing as little as $569, but a house good 
in detail and so built as to permit of ad- 
ditions. The plan is worked out to ap- 
peal to the man who in times like these 
is trying to create a home for himself 
without too much burden. 

This effort is aided by the above lum- 
ber company through the establishment 
of an auxiliary company, known as At- 
lantic Certified Homes (Inc.), the stock- 
holders being the same in both concerns. 
When there is a move to establish a col- 
ony of such homes in any given section, 
as has been done in a large section about 
two miles from the main office of this 





company, a branch office is set up there. 

Illustrative of the idea that the com- 
pany has in mind, the frame of a house 
(in miniature) is set up in the office. 
This shows the prospect how he can 
build a certain portion of the complete 
plan now, and add to it a room or two 
rooms at a time as he can afford. The 
miniature is built in sections, which can 
be shoved together to give the prospect 
the idea. 

Literally hundreds of customers of 
this kind have been secured in the last 
three years. A community of more than 
15,000 people has grown up in that vi- 
cinity. Some even started in tents and 
built the first segments of their homes 
themselves. 

When the small home is partly paid 
for; that is, far enough along to justify 
refinancing for an enlargement, the sales- 
man calls and outlines a new possible 
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finance set-up and the next advised ad- 
dition to the house. Some customers 
have already built the third segment. 

“This plan,” says DeWitt Caspary, 
one of the major stockholders in the 
company, “is constructive and sure. We 
do not try to get all of a man’s money at 
once; we do not wish to cripple him 
with debt burdens, but to build him up 
gradually, contact him frequently, and 
keep him as a repeat customer. By work- 
ing with him we gain his friendship and 
win his gratitude. We feel we are do- 
ing him a service that in most cases he 
could not work out for himself. 

“This system has meant for us a 
steady flow of business and it will mean 
a steady business for some years to come, 
I think. The model sectional miniature 
set-up that we show in the office also 
shows location of shrubbery etc., so the 
home owner can visualize in advance.” 


mS VY 


At left is miniature sectional model as shown in office of Atlantic Lumber Co. At right is initial unit costing around $569 
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Congress Ponders Spending, Taxes; 


{By American LuMBERMAN Staff Correspondent) 


WasuHinctTon, D. C., Jan. 11.— Well, we 
have it on the authority ot the President him- 
self that he proposes to spend some ten bil- 
lions of dollars during the fiscal year which 
will begin July 1, 1939. If Congress does not 
want to hit the ball that hard, it must assume 
responsibility for any reduction in the official 
estimates submitted a week ago. There is a 
lot of grumbling and mumbling around Capi- 
tol Hill. Many members in both branches are 
obviously unhappy over prospects of another 
ten-billion-dollar budget. They are rendered no 
less happy by the knowledge that the national 
debt now stands around forty billions and 
promises to be well over 44 billions at the 
end of the next fiscal year. How far they will 
go in applying the pruning knife—or the 
meat ax—-to the official estimates, remains to 
be seen, 

It is quite obvious that the Works Progress 
Administration is in for an overhauling. In- 
formed observers .will not be surprised if the 
Congress thoroughly revamps this chief Fed- 
eral relief agency. Indeed, there are indica- 
tions that the Administration rather expects 
important changes in the work-relief setup. 
Many members favor returning primary re- 
sponsibility to the States and local subdivisions. 


Budget and Taxes Are Still Live Subjects 


To date it does not appear that additional 
taxes will be levied, but one can never be sure 
of that. Sentiment in favor of broadening the 
income tax base appears to be growing in 
Congress. That balanced budget the people 
were promised at various times appears to be 
as far away as ever. Indeed, the President’s 
budget message leads the innocent bystander 
to infer that he and his advisers have de- 
termined to sit back and let the budget bal- 
ance itself when the national income becomes 
high enough to bring in the necessary reve- 
nues under the existing tax structure. 


FHA and National Defense Program 
Should Aid Industry 


And now let us take a look at the brighter 
side. Indications are that the authority of the 
FHA to guarantee mortgages on new homes 
and for modernizing and remodeling of ex- 
isting structures will again be extended. Only 
recently the President authorized this agency 
to insure mortgages up to $3,000,000,000. Until 
that approval was given, the limit was $2,000,- 
000,000. Meanwhile, a movement is under way 
to have Congress grant a further extension, 
particularly of Title I, which under the last 
amendments will expire with the current fiscal 
year. 

It is a foregone conclusion that the Presi- 
dent’s national defense program will go through 
at least in large part, and that means a lot 
of business for the lumber industry and in- 
dustries in general. 


U. S. HOUSING AUTHORITY APPROVES 
CONNECTORED TRUSSES 


WasuinecrTon, D. C., Jan. 9.—-Announcement 
was made today by the National Lumber Manu- 
facturers Association that the U. S. Housing 
Authority recently approved designs for low- 
cost housing structures submitted by the local 
Housing Authorities of Jacksonville, Fla.; 
Augusta, Ga.; Charleston, S. C., and Youngs- 
town, Ohio, which include the timber connector 
system of roof construction. Use of this type 
of framing had been urged over a period of 
months by the Timber Engineering Company 
and other interested parties in discussions with 
the U. S. Housing Authority, local Housing 
Authorities and their architects and engineers. 

The roof framing for these four projects is 
of the trussed rafter type spaced 24 inches on 
centers and using toothed ring timber connec- 
tors at heel joints and lower chord splices. 


Spans are approximately 25 feet. There are 
some 2,500 trussed rafters in the Jacksonville 
unit, 4,000 to 5,000 in the Youngstown unit, 
1,750 in the Augusta project and about 1,200 
in the Charleston layout. 


STANDARD SIZES USED TO REDUCE 
CARPENTRY COSTS 


WasHINGTON, D. C., Jan. 11.—Green Acres, 
about four city blocks beyond the District of 
Columbia line in Montgomery County, Md., the 
northwestern edge of the City of Washington, 
is a popular housing development, by Albert 
W. Walker, well known realtor-builder. The 
houses are modern to the last degree, but quite 
modest in size. They are built on two basic 
plans—the two-bedroom and the three-bedroom 





Unique Bench Contains Part of 
White House Roof 


An accompanying picture shows a wood seat 
or bench of bolt spindle construction which was 
sent to the AMERICAN LUMBERMAN recently by 





A unique bench of bolt spindle construction made 

of American black walnut, finished with oil and 

lacquer. The inset in the top is a pine panel, 
formerly a part of the White House roof 


the Lank Woodwork Co., Inc., Washington, 
Dt. 

The lighter wood in the center has this in- 
scription on the underneath side: 

1814 1927 
MADISON COOLIDGE 
When Washington was Commander-in-Chief 
We find this pine panel a growing leaf, 
Nature developing for future use 
To take its place in the White House Roof. 
Felled and hand hewn in Madison’s term 
After the British the White House burned, 
This piece of pine its task completing 
If providing you with occasional seating. 

LANK WOODWORK COMPANY 
Incorporated 


61 K Street, S. E., Washington, D. C. 


For several years, Alvin B. Lank, president 
and general manager of the company, has de- 
vised ways and means of disposing of odds and 
ends of lumber, and the bench is one of the 
results. The construction is unique and a 
patent has been applied for. The company is 
promoting the same construction in the manu- 
facture of tables and shelving for either books, 
storage or display. Such construction enables 
one to either assemble or dismantle without 
the use of tools, nails or screws. The company 


has been fairly “swamped” with orders for 
this innovation in woodworking but has not 
raised its retail price of $6.00 f. o. b. Wash- 
ington. 


layout. These two, however, have innumerable 
variations as to exterior treatment. The homes 
are air conditioned and fully insulated. Mr. 
Walker started out to build some 50 houses. 
They have sold so readily that for 1939 he 
plans to add from 200 to 300. Most of these 
homes have been sold before completion, and 
not a few on plans before construction started. 

The architects virtually cut the house to fit 
the lumber, rather than cut the lumber to fit 
the house. In other words, as far as it is 
possible standard lengths are used through- 
out. Carpentry is reduced practically to simple 
assembly. The builder further economizes 
through purchase of all materials in quantity 
lots through local dealers. 

In presenting his houses to the public, Mr. 
Walker featured a completely furnished exhibit 
home. Next door was a cut-away house with 
construction details exposed from foundation 
to attic. 


WPA SURVEY SHOWS 60 PERCENT OF 
URBAN HOMES NEED REPAIRS 


WASHINGTON, Jan. 9.—According to a re- 
port released for publication today by Col. F. 
C. Harrington, Works Progress Administra- 
tor, only 40 percent of 8,000,000 homes sur- 
veyed in 203 communities throughout the Na- 
tion are in “good condition.” More than 16 
percent of the homes studied, with the ex- 
ception of residences in New York City, were 
rated “unfit for use” or in need of major 
repairs to make them habitable. 

The report, a very comprehensive one, ap- 
pears under the caption “Urban Housing: A 
Summary of Real Property Inventories Con- 
ducted as Work Projects, 1934-36.” It doubt- 
less will be of interest to many building mate- 
rial dealers and home equipment manufacturers 
and distributors. 

In a letter accompanying the report, Cor- 
rington Gill, assistant adminisirator in charge 
of statistics and research, says: 

“From these surveys has been assembled the 
most detailed body of statistical information 
now available on the physicial characteristics 
of housing in the United States. Such Informa- 
tion provides the data essential for analysis 
of various problems connected with real estate 
and aids in the formation of sound programs 
throughout the country.” 


WOOD FUEL COMPARED WITH COAL 


WasuincTon, D. C., Jan. 9.— Despite an 
increase in the use of other fuels, wood is still 
the source of heat for millions of farm families, 
says the U. S. Forest Service. Furthermore, 
farm woodlands supply wood not only for farm 
owners and tenants, but for many families in 
small towns and villages. Each year fuel worth 
about $150,000,000 comes from farm woodlands. 
The South uses about one-half of all fuel wood 
consumed in the United States. 

The Forest Products Laboratory at Madison, 
Wis., finds that a cord of hickory, oak, beech, 
birch, hard maple, ash, elm, locust longleaf 
pine or cherry, properly dried for 9 to 12 
months, will produce about the same amount 
of heat as a ton of hard coal. One and one- 
half cords of shortleaf pine, western hemlock, 
red gum, Dougias fir, sycamore or soft maple 
supply about the same amount of heat as one 
ton of hard coal. The Laboratory also has 
found that two cords of cedar, redwood, poplar, 
cottonwood, catalpa, cypress, basswoed, spruce 
or white pine have about the same heating 
value as one ton of coal. 

Although firewood should be allowed to sea- 
son for about a year, it often begins to de- 
teriorate if allowed to air dry for more than 
2 or 3 years, according to the Laboratory 
findings. 
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Agencies Study Ocean Rates, Housing 


PROTEST CONTRACT SYSTEM FOR 
RATES TO SOUTH AMERICA 


San Francisco, Cauir., Jan. 7.—W. J. 
Mulligan & Co., Pacific Coast importers and 
exporters, this city, have filed with the U. 5S. 
Maritime Commission at Washington a double 
protest-complaint opposing establishment of a 
contract system of rates for lumber by the 
Pacific Coast River Plate Brazil Conference, 
and the limiting of the Pacific Argentine Bra- 
zil Line, McCormick Steamship Co. affiliate, 
to the east coast of South America trade. 


The complaint charges that shippers were 
not consulted by the Conference before the 
contract system was drawn, and holds it to 
be in contradication to promises made public 
at hearings conducted here in October by an 
examiner for the Commission. 

The Pacific Coast River Plate Brazil Line 
notified shippers on Dec. 6 of the inaugura- 
tion of the contract rate system on the move- 
ment of lumber from the Pacific Northwest 
to ports on the east coast of South America, 
and a $3 per thousand penalty for noncontract 
shipments. At the same time, a $1 increase 
in the lumber freight rates in the trade was 
announced. 


The protest called attention to the fact that 
Pacific Argentine Brazil Line, the only line 
from this range which the Commission des- 
ignated as “essential to the trade of the U. 
S.”—supposedly to operate on both coasts of 
South America—is blocked on the west coast 
by a coalition composed of Westfal - Larsen 
Line, Latin America Line and Grace Line 
of the Pacific West Coast South America Con- 
ference. 


Mulligan & Co. stated that when the com- 
mission determined the essentiality of the 
Pacific Argentine Brazil Line it indicated the 
service would be subsidized on both shores of 
South America. Thus, it was pointed out, a 
competing American line would parallel serv- 
ice rendered by the Westfal-Larsen Line (Nor- 
wegian), loading as it does at Pacific North- 
west lumber ports and proceeding to San 
Francisco and Los Angeles for merchandise 
and then on to Callao, Valparaiso and other 
intermediate ports on the west coast of South 
America, then through the Straits of Magellan 
to River Plate ports, and returning homeward 
via Brazilian and Caribbean ports and Pan- 
ama Canal. 


The complaint charges the agent-operators 
in the Conference on the west coast with 
maintaining a “blind” and “a complete shut 
out for any other shippers” because the “car- 
riers and shippers are one and the same 
person.” 

W. R. Grace & Co. are agents for Grace 
Line, J. J. Moore Co. (Inc.), serves as agent 
for Latin American Line, and Otis McAllister 
have a working agreement with Westfal-Lar- 
sen Line. 





WAGE-HOUR LAW INTRODUCED IN 
CALIFORNIA LEGISLATURE 


SACRAMENTO, CALIF., Jan. 7.—A State wage- 
and-hour measure, patterned after the Federal 
Act and backed by organized labor, was among 
the first bills introduced at the current session 
of the legislature here. In the measure, Assem- 
blyman Sanuel W. Yorty, Los Angeles, proposes 
that all workers not affected by the Federal law, 
with the exception of persons engaged in agri- 


cultural labor or in executive or professional- 


capacities, be paid minimum wages and their 
hours be limited. The bill would establish a 35 
cent per hour minimum for the first year, 40 
cents per hour during the next six years, and 45 
cents per hour after the seventh year. Working 
hours in the first year would be limited to eight 
per day, and forty-four per week. A 42-hour 


week would prevail the second year, and a 40- 
hour thereafter. Overtime would be compen- 
sated at the rate of time and one half. The 
chief of the State division of industrial wel- 
fare would administer the law. 





URGES THAT FEDERAL GOVERNMENT 
DO ITS PART IN FOREST PROTECTION 


New Or.eans, La., Jan. 9.—Invitation to as- 
sume a roll of constructive leadership, instead of 
grasping at proposals for extension of Federal 
control of private forests, is extended by A. G. 
T. Moore, conservation manager, Southern Pine 
Association, to F. A. Silcox, U. S. Forest Serv- 
ice Chief, in a review by the former of a paper 
presented by Mr. Silcox to the Society of 
American Foresters. Reports of the United 
States Forest Service survey itself, comments 
Mr. Moore have negated the alleged necessity 
for huge Federal acquisition, and the regulation 
of private forest enterprise in the public interest. 

Mr. Moore quotes the Forest Service state- 
ment as saying that in eight States or parts of 
States covered by the survey in the South, in 
which forests occupy 57% percent of total land 
area, old growth stands occupy about 15 per- 
cent, second growth including reproduction, 
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1939 WILL BE A BUYCYCLE YEAR/ 


THE BUYCYCLE is here! Shortages of many kinds 
of equipment are being so keenly felt that a large 
number of buyers are being forced into the market. 
The go-getter who pushes hard down on the pedals 
all the time and never uses the coaster brake, will 
really go places in 1939—says TRU-LAY YOURS, 
house organ of American Cable Division of Ameri- 


can Chain & Cable Co. (Inc.), Wilkes-Barre, Pa. 





about 77 percent, and denuded forest lands, 8 
percent of the total forest area. “If it is this 
8 percent of denudation upon which Mr. Silcox 
bases his charge of forest devastation by the 
southern forest products industry,’ says Mr. 
Moore, “he will not deny it to be a fact that 
public fire hazards have played a large part 
in creating and maintaining this 8 percent of 
southern forest land devastation.” 

Mr. Moore has contended that 8 percent of 
forest land denudation is insignificant when 
contrasted with annual fire losses on the re- 
stocked areas in the South, which, the U. S. 
Forester admits, exceed growth, taking into ac- 
count only trees five inches d. b. h. and over, 
and not including the billions of smaller trees 
which are most susceptible to fire damage: that 
Government has failed to meet its own obliga- 
tions to protect private forest properties from 
public fire hazards. 


The fact that the various States are open to 
constructive criticism for not having employed 
their inherent powers in the field of taxation 
and in fire control-to further forest conserva- 
tion, is no reason for delegating to or sharing 
those powers with the Federal Government, 
comments Mr. Moore. That the Southern Pine 
Association has advanced suggestions for State 
action in the field of taxation, constitutes a 
voluntary approach by the southern pine indus- 
try toward ultimate State regulation. 

“It has been affirmed,” says Mr. Moore, “that 
the possession of property does not carry the 
power to destroy it. When authorized prop- 
erty rights are respected, and private forests 
are protected by constituted public authorities 
from destruction and depredation at the hands 
of the public, then Government will have ful- 
filled its obligation; then and then only can it 
be fairly advanced that forest ownership carries 
with it an implied public obligation whereby the 
owners would not themselves denude or require 
or permit the denudation of their forests, the 
perpetuation of which, it is universally agreed, 
is in the public interest.” Mr. Moore quoted 
Forest Service statistics for 1936 as showing 
the number of fires on protected areas caused 
by lumbering operations to be only 2.5 percent 
of the total. 

In respect to Federal acquisition, Mr. Moore 
points out that as each unit of property is re- 
moved from the tax rolls, its share of taxes 
must be borne proportionately by the balance 
remaining on the rolls. A huge Federal or- 
ganization and multitudinous personnel would 
administer such extensive land areas marked for 
Federal acquisition. Cost of purchase comes 
from tax money, while payrolls and maintenance 
expense must be either borne by the taxpayer, 
or the necessary funds raised through compe- 
tition with private industry. 

After expressing the hope that the United 
States forester will join “all enlightened schools 
of conservation thought” in making fire protec- 
tion No. 1 on his program, Mr. Moore sug- 
gests that Mr. Silcox “take the leadership in 
urging upon Congress that the Clarke-McNary 
authorization be increased to $9,000,000.” 

“In 1929,” says Mr. Moore, “Federal appro- 
priations under Section 2 of the Clarke-McNary 
Act were $1,200,000; all States appropriations, 
not including private funds, $2,601,921. In 1938, 
Federal appropriations aggregated $1,655,007, 
while expenditures of all States for only the 
first half of 1938, not including private funds, 
aggregated $4,013,876. In 1936, in eleven south- 
ern States, fire protection funds were provided 
as follows: State, $438,719.10; private, $315,- 
274.62; Federal, $495,151.69. In addition to the 
dollar contributions, private sources also sus- 
tained substantial expenditures in men and 
equipment used in fighting fire on their own fee 
simple forest lands. 





Honor Sports Champions by 
Redwood Plaque at Fair 


SAN FRANCcIsco, CALIF., Jan. 7.—The Califor- 
nia Redwood Association here has delivered a 
redwood board three inches thick, seventy-nine 
inches wide and 20 foot long to officials of the 
1939 Golden Gate International Exposition, to be 
erected in the Sports Arena to carry the “Honor 
Roll of Western Champions.” The presenta- 
tion of the board was made to Major Art Mc- 
Chrystal, in charge of the exposition sports 
events. The signatures of western champions of 
the various sports will be enlarged and inlaid 
in silver on the board. The huge clear heart 
redwood board is said to be perfect. A twin 
board, upon which will be told the story of red- 
woods, will be a part of the California Redwood 
Association exhibit in the Redwood Empire 
Building at the exposition. 
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New Year Opens Well For Building 


Illinois FHA Loans Point to 
Spring Building Gain 


The antitcipated increase in new small home 
construction for Illinois during the coming 
spring was further confirmed by the number 
of applications received by the State insuring 
office of the Federal Housing Administration 
in December. 


John R. O’Connor, State director of the 
FHA, announced that last month there were 
795 applications for insurance on mortgages 
totaling $4,210,200 compared with 449 applica- 
tions last year totaling $2,051,283, an increase 
of 100.5 percent. In the previous month there 
were 1,000 applications on mortgages totaling 
$5,237,200. 

“The December figures,” Mr. O’Connor said, 
“were somewhat above the number anticipated 
earlier by the office and showed much less of a 
seasonal decline from the previous month than 
might ordinarily be expected.” He pointed out 
that applications received for insurance during 
December would have a direct bearing upon 
new construction scheduled for the latter part 
of the winter and early spring. 


“Whereas applications for insurance do not 
constitute the actual number of mortgages the 
FHA underwriters,” he stated, “they have be- 
come an extremely accurate barometer of build- 
ing sentiment. 


Victor Fleming, executive assistant to the 
State Director, announced at the same time 
that mortgages actually insured during the 
month numbered 631, in an aggregate amount 
of $3,245,000. This compared with insurance 
on 500 mortgages for a total of $2,416,300 in 
the same month last year, and 668 totaling 
$3,454,400 in November, 1938. 





Urges Building Industry to Focus 
on Low Income Group 


The home building industry, which has under- 
stocked its shelves year after year in the $2,000 
to $4,000 house, seems about to take some cor- 
rective measures in 1939. This observation 
comes from the home building and home own- 
ing committee of the United States Building 
and Loan League, which has been studying the 
Bureau of Labor Statistics figrres on price 
range of houses built since 1929, along with the 
income classification of families reported by 
the National Resources Committee and the esti- 
mated number of new single family houses this 
year on basis of permit data. More than a 
third of the nation’s families live on $1,250 to 
$2,000 a year, and they can buy homes of their 
own if the focus of the building industry’s 
attention is sufficiently on their problem, it is 
contended by the savings and loan group. 


These conclusions are based on the observa- 
tion that families with economic judgment do 
not obligate themselves for more than two and 
a half times their annual income for a house 
and lot, and the savings, building and loan 
associations which furnish the mortgage money 
do not think they should, either. 


George W. West, Atlanta, Ga., chairman of 
the League’s committee, reports that only 29.6 
percent of the one-family homes built from 
1929 to 1935 cost $2,000 to $4,000, but 37.37 
percent of all the families in the country are 
so situated financially that they have to buy 
this sort of a home or none. A house costing 
less than $2,000 (and surprisingly they con- 
stituted about 17 percent of all home building) 
does not come up to their standard, except in 
communities where building costs are exceed- 
ingly low. 

Now comes the estimate that 36 percent of 
this year’s single-family homes will be in the 


less than $4,000 class, probably close to 100,000, 
and this looks like sense to the savings and 
loan leaders. The forecast is from the Inter- 
national Statistical Bureau, Inc., which uses 
Department of Labor permit statistics. 





Canadian Construction Shows 
Good Total for December 


MontTREAL, CANADA, Jan. 9.—Contracts 
awarded during December for all types of con- 
struction throughout Canada, as compiled by 
MacLean Building Reports, Limited, amounted 
to $10,522,900, as compared with $10,763,600 
for December, 1937, a decline of only 2.2 per- 
cent. It was the largest December total, with 
the exception of 1937, since 1931. In Novem- 
ber, contracts awarded totalled $45,019,700. For 
the year 1938, construction contracts awarded 
were valued at $187,115,300, as compared with 
$224,056,700 for 1937, a reduction of 16.5 per- 
cent. 

Quebec contributed the largest portion with 
$4,837,100; Ontario, $3,997,700; Nova Scotia, 
$558,000; Alberta, $332,400; New Brunswick, 
$296,300; British Columbia, $264,900; Mani- 
toba, $159,000; Saskatchewan, $70,000; Prince 
Edward Island, $7,500. 

Contracts awarded in Toronto and suburbs 
totalled $1,286,000, for the Island of Montreal, 
$1,182,800. 

Contemplated work for all Canada, reported 
for the first time, amounted to $18,832,600. 


Important Conference on Public 
Housing Jan. 27-28 


New York, Jan. 9.—In connection with its 
eighth annual meeting, the National Public 
Housing Conference will hold a two-day, na- 
tionwide conference in the Hotel Commodore, 
this city, on Jan. 27-28. The theme of the 
program will be “A Preview of the Next Five 
Years in Public Housing.” 

Discussions will be organized into morning 
and luncheon sessions on Friday and Saturday, 
the 27th and 28th, and a dinner on Fridav 
evening. The annual membership meeting of 
the organization, the only session not open to 
the general public, is scheduled for Friday 
afternoon. At the close of the Saturday 
luncheon session, at 3 p. m., Conference guests 
will be conducted on a bus tour of projects of 
the New York City Housing Authority. 


Subjects to be considered at various sessions 
will be: “Site Selection, Acquisition and 
Costs”; “Subsidies—Federal, State and Munici- 
pal”; “Organization of the Program”; “Build- 
ing the Houses—Functions, Costs, and Meth- 
ods,” and “Public Opinion and the Slum Clear- 
ance and Low-Rent Housing Program.” 


Among the speakers are Richard L. Reiss, 
vice chairman, Welwyn Garden City, England; 
Joseph Hudnut, dean of the College of Archi- 
tecture, Harvard Universitv; Wilson Compton, 
executive director, National Lumber Manufac- 
turers Association; Leon H. Keyserling, deputy 


Fifth Consecutive Year of Construction 


Gains Closed With 


Upward Trends of 


Public and Private Contracts 


The vear 1938 was the fifth consecutive year 
of increased construction volume, according to 
F. W. Dodge Corporation. Residential build- 
ing had the largest dollar total since 1930, and 
total building and engineering expenditures 
were practically equal to those of the year 1931 
and greater than any year since 1931. While 
public construction expenditures represented 52 
percent of last year’s total volume, privately- 
financed building and engineering work was 
greater than in any post-depression year except 
1937. Private construction during 1938 ran 16 
percent behind 1937, but 10 percent greater in 
volume than in 1936. Significant increases in 
private construction contracts accompanied the 
mounting volume of public works projects in 
the closing months of 1938. 

The year’s gains over 1937, as measured in 
dollar volume of contracts, were as follows: 
heavy engineering public works, 40 percent; 
public and institutional buildings, 28 percent; 
residential building, 7 percent; public utility 
construction, 6 percent. Lagging considerably 
behind, in close sympathy with the lack of 
confidence that characterized business and finan- 
cial sentiment during most of the year, were 
commercial and industrial building. Commer- 
cial building expenditures dropped 28 percent 
behind the preceding year, and industrial build- 
ing dropped 61 percent. The year closed with 
total construction expenditures 7 percent greater 
than those of 1937. Contracts awarded from 
Jan. 1 through Dec. 21, 1938, in the 37 eastern 
States, amounted to $3,054,417,000, compared 
with $2,861,993,000 in the corresponding period 
of 1937. 

The gains of 1938 occurred in the later 


months of the year, and continued without 
interruption through December. Carrying over 
into the new year are the remaining projects 
of the current PWA program, almost the entire 
Federal program of public subsidized housing, 
the moderate upward trend in utility construc- 
tion, and strong indications of large volumes 
of private residential building still to come. 
These indications have been shown in continued 
large weekly volumes of mortgages selected for 
appraisal by the Federal Housing Administra- 
tion, and in large dollar totals of contemplated 
residential buildings reported by F. W. Dodge 
Corporation. These favorable indications have 
been general throughout the country. 

Sentiment in the construction industry is 
reported as quite optimistic regarding the first 
half of 1939, and generally hopeful but some- 
what uncertain as to what may happen in the 
later months of the year. The one important 
factor of uncertainty within the industry is the 
question of whether building costs will remain 
fairly stable. Other questions relate to whether 
general business activity and employment will 
improve, and whether business will continue to 
grow without further shocks from political and 
international sources. 

For the year as a whole, the Dodge organi- 
zation considers the outlook very promising for 
increased volumes of residential, commercial, 
industrial and public utility construction; on 
the assumption of reduced Federal aid to local 
public improvement projects, decreased volumes 
of public and institutional buildings and public 
engineering works are considered likely, with a 
substantial net increase in total construction 
highly probable. 
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administrator and general counsel, United 
States Housing Authority, and others of equal 
standing. 





Lumberman Builds "Home En- 


during" As Demonstration 


MINNEAPOLIS, MINN., Jan. 11—E. S. Can- 
ton of the Canton Lumber Sales Co., here, has 
just completed what he terms the “home endur- 
ing,” constructed chiefly of redwood and red- 
wood by-products—a home that is in the nature 
of a demonstration house and that also will 
serve as a residence for Mr. and Mrs. Canton. 

“The home is built to withstand the ravages 
of time and the elements,” Mr. Canton explains. 
“It is constructed of naturally durable Califor- 
nia redwood for the exterior, sash and frames, 
finish, gutter, shingles, side wall shakes and 
doors. 

“Palco brand redwood was used, as it is care- 
fully selected for the purpose intended and 
properly seasoned, not being subject to shrink- 
age, warping or splitting. 

“The entrance hall, office and amusement 
room are paneled in curly redwood, which has 
been given one coat of sealer and two coats of 
wax. The mantel wall in the living room is 
paneled in clear heart redwood. Various types 
of acoustical board are used in the ceilings. 

“The inside doors are solid redwood, 1% 
inches thick. All of the interior trim also is of 
redwood. The redwood floors are of 4 inch x 6 
inch redwood, 134 inches thick. After sanding 





New home of Mr. and 

Mrs. E. S. Canton, Min- 

Minn., built 

mainly of redwood, dem- 

onstrating fine qualities 
of that material 


neapolis, 





they were given a coat of filler and waxed. 
Kraftwood was used for paneling the sewing 
room and some of the bedrooms. Some rooms 
are left natural and some. painted to give a 
two-tone effect, which is easily done on this 
fir wallboard, machine processed to make the 
finish possible. 

_“The Monterey shakes on the side walls are 
¥% inch thick at the butt and are 24 inches long. 
_ “No. 1 common Douglas fir, properly seasoned 
in the rough and then surfaced, was used for 
framing. Fir is strong and stiff, and holds 
nails well. ‘Silver Falls Brand’ was used be- 
cause it is close-grained, soft, easy to work, and 
nails without splitting. 

“Not a shim was needed to level the joists 
and the walls are true because the lumber was 
straight and did not shrink or twist. There 
was no labor wasted in framing. 

“Palco wool, made from the bark of the red- 
wood, was used for insulation. It is 15 percent 
more efficient than pure cork, durable—vermin, 
moisture, and fire-resistant, and will not settle. 
It has proved its worth in hundreds of cold 
storage rooms and is highly recommended for 
air-conditioned homes. 

“To insure warm floors, Palco Wool was 
packed above the foundation for beam fill. Four- 
inch thickness was packed in the side walls and 
in the attic ceiling. Palco Wool was packed 
in the bathroom and bedroom walls and in the 
floors for sound deadening.” 

Architects were Pesek & Shifflet, Minneapolis, 


and the builder was Sigvard Anderson, Minne- 
apolis. 
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Building Material Executives Plan to Spur 
Home Construction In 1939 


New York, Jan. 11.—Representing a new 
and powerful effort to sell home building to 
the American public, principal executives of 19 
leading corporations in the building equipment 
and material field assembled today at the Wal- 
dorf-Astoria to formulate a program for 1939 
designed to complement government efforts 
along similar lines. Actually representative of 
a much larger industrial group—the 66 mem- 
bers of the Producers Council—the meeting was 
the first for the newly elected advisory board 
of the council, which is made up of the chief 
executives, in most cases, of certain member 
corporations. 

Chairman of the advisory board is Charles 
E. Wilson, executive vice president of the 
General Electric Co. Others on the board 
include John D. Biggers, president Libby- 
Owens-Ford Glass Co., Toledo; Lewis L. 
Bredin, president Chamberlin Metal Weather 
Strip Co., Detroit; Lewis H. Brown, presi- 
dent Johns-Manville Corp., New York; C. L. 
Curtis, president Curtis Companies (Inc.), 
Clinton, Iowa; Rolland J. Hamilton, presi- 
dent American Radiator Co., New York; I. J. 
Harvey, Jr., president Flintkote Co., New 
York; Herbert V. Kohler, president Kohler 
Co., Kohler, Wis.; A. J. McComb, president 
Otis Elevator Co., New York; J. A. Lyle, presi- 
dent, Carrier Corp., Syracuse; Charles B. 





Nolte, president Crane Co., Chicago; H. W. 
Prentis, Jr., president Armstrong Cork Co., 


Lancaster, Pa.; Redfield Proctor president, 
Vermont Marble Co., Proctor, Vt.; F. W. 
Rockwell, president National Lead Co., New 
York; F. L. Stone, vice president Universal 
Atlas Cement Co., New York; F. K. Weyer- 
haeuser, president Weyerhaeuser Sales Co., 
St. Paul; H. S. Wherrett, president Pittsburgh 
Plate Glass Co., Pittsburgh; Frank B. Wil- 
liams, Jr., vice president Westinghouse Elec- 
tric and Manufacturing Co., Mansfield, Ohio; 
and Ernest T. Trigg, president National 
Paint, Varnish & Lacquer Association, Wash- 
ington, D. C. 


The members of the advisory board were 
named at a meeting of the Producers Council 
held last fall in Washington. Provision was 
made for 21 members, two more than have been 
appointed to date. Permanent form was given 
the group at the meeting through designation 
to one-, two-, and three-year terms, and seven 
new members will be elected annually, accord- 
ing to Russell G. Creviston, advertising man- 
—_ of the Crane Co., which is council presi- 

ent. 

Objectives of the advisory board are to con- 
sider ways and means of promoting the com- 
mon interests of building equipment and mate- 
rials manufacturers; to establish, through an 
adequate public relations program, proper rela- 
tions between the manufacturing division of the 
industry and other industries; to sponsor the 
educational activities of the Producers Council 
among its members; to attempt to determine 
the importance of home-building in national 
economy ; to consider means of balancing public 


works expenditures; and in general to develop 
a sound policy for construction and home build- 
ing. The meeting of Jan. 11 was called to 
consider an extension and enlargement of the 
“More Home for Your Money” program, which 
was carried on by the council last year with 
the object of presenting to the public the story 
of values existing in modern homes and to 
combat the widespread “high cost of building” 
propaganda. 

“Tt demonstrated,” declares Marshall Adams, 
managing director of the council, “that all in- 
dependent factors interested in home building 
could be mobilized in a common cause. Further 
than that, it pointed toward a method whereby 
the industry could do what no individual, other 
than a speculative builder, can afford to do on 
a broad basis—merchandise the finished prod- 
uct, the complete home to the public. The 
campaign revealed the possibilities of a co- 
operative activity as a background for the pro- 
motional efforts of individual manufacturers. 
It stimulated entire communities to activity in 
behalf of home buying, building, and modern- 
izing, by presenting today’s values, comforts, 
conveniences, and investment in terms of low 
cost per month.” 

In seeking to extend this program in 1939 
through the active participation of member 
companies of the Producers Council, Mr. 
Adams points out that only a fraction of the 
total market for building materials and equip- 
ment was covered by the 1938 campaign, and 
that, to be really effective, the program must be 
continuous. 

Details of the new program, which were 
worked out by the council’s building extension 
committee, include provisions for advertising, 
publicity, and the co-operation of trade and 
community groups. 





Fireplace Circulator Head 
Predicts Increased Building 


Los ANGELES, CALIF., Jan. 7.—The Superior 
Fireplace Co. of Los Angeles, pioneer manu- 
facturer of Fireplace Heat Circulators, held its 
annual sales convention here Dec. 27 through 
Dec. 30. D. L. Cage, president and founder 
of the company, was in charge of the meeting. 

National consumer magazines and_ selected 
lumber and building material trade publications 
are included in Superior’s 1939 advertising, ac- 
cording to plans formulated by H. Charles 
Sieck, head of the advertising agency which 
has handled the Superior account for the past 
four years. 

The Superior Fireplace Heat Circulators, 
metal forms around which to build new or re- 
model fireplaces, are sufficient as a heating 
facility for an entire summer cabin or small home 
in the warmer sections of the country, and 
are economical in large homes in the summer 
and fall to supplant the furnace or to increase 
heating efficiency during the cold months. 

President Cage expressed the opinion that 
1939 will see an unprecedented rise in resi- 
dential building the country over, “with small 
home owners particularly welcoming the econ- 
omy and efficiency of Superior circulators.” 





Terminals to Receive No 
Cargo Saturdays 


SAN Francisco, CAuir., Jan. 7.—Effective to- 
day, no cargo will be received on any docks or 
terminals of the San Francisco port district on 
Saturdays. The action was taken in view of 
the necessity of reducing the work week for 
compliance with the Fair Labor Standards Act. 
The only exceptions to the ruling are for perish- 
ables, refrigerated cargoes, mails and baggage 
moving under actual emergency conditions. 
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Hardwood Men Vision Business Rise 


With members generally expressing their 
belief that business will show an increase of 
about 20 percent in 1939, the National Asso- 
ciation of Hardwood Wholesalers had a much 
healthier complexion at its fifth annual conven- 
tion in Chicago, Jan. 5, than one year ago. 
Although some appeared to feel that business 
would be bettter the first six months of this 
year than in the latter half, there were others 
of the opinion that the improvement would be 
spread throughout the whole span. 


Interesting comments were made in the after- 
noon session by John W. McClure, secretary- 
treasurer of the National Hardwood Lumber 
Association. Mr. McClure believes that whole- 
salers face a great opportunity in the future, 
and advised the association to aid in promoting 
a better understanding between its members 
and manufacturers so as to broaden markets. 
He emphasized the point that they, as members 
of the hardwood industry, are selling merchan- 
dise with more sales appeal than any other, and 
backed up the statement by saying that lumber 
has the four features which are recognized by 
schools of scientific selling as the most desired 


lumber in 1939, and is hoping for heavy buying 
at the winter furniture shows in Chicago and 
other points. He foresees higher prices, if 
demand is good. 

ADRIAN VAN KEULEN, Grand Rapids, Mich., 
sees the need for better merchandising of hard- 
woods. He is interested to learn the effect of 
the wage-hour law on prices of furniture made 
in the South. 

WiLL1AM Ke Ley, Milwaukee, declared that 
he has found manufacturers to be feeling good 
over the outlook. 

JAMES WALSH, Chicago, said that he thought 
a lot of customers are afraid that there will 
be price cutting, and, therefore, are being con- 
servative and cautious about placing orders. 

RussELL Downey, South Bend, Ind., believes 
the key to twelve months of good business 
lies with Congress in Washington. 


Shafer Re-elected President 


The final business of the afternoon was the 
re-election of Mr. Shafer as president, and the 
election of the following fellow officers: 

Vice Presidents—A. R. Copeland, Chicago, 





























Left to right: A. H. Ruth, treasurer; G. A. Vangsness, secretary; John |. Shafer, 
president, and Adrian Van Keulen, vice president 


qualities in a marketed product: beauty, dura- 
bility, utility, and economy. 

Forecasting the 1939 hardwood market, Mr. 
McClure said that he was sure it would be 
better than the one just ended, but didn’t expect 
an exciting improvement. He predicted a 
greater volume by between 15 and 20 percent, 
and was one of those who thought the increased 
sales would not extend much past the middle 
of the year. The confidence which has been 
felt since the November elections ‘will not be 
helped much by the present session of Congress, 
in his opinion. However, Mr. McClure does 
not anticipate the enaction of any drastic legis- 
lation in Washington. 


Wage-Hour Act Raises Prices 


On a visit in Memphis, a leading hardwood 
center, during the holidays, Mr. McClure called 
on several in the industry and found that so 
far the effects of the wage-hour act had been 
to increase prices from $1.15 to $4.50 per 
thousand. He said that firms, which had been 
operating on a 60-hour schedule before the 
legislation went into effect, had found it neces- 
sary to raise wages all up and down the line 
and were the companies that ,had to raise their 
prices the most. 

Following Mr. McClure’s remarks, represen- 
tative wholesalers from various sections were 
asked by President John I. Shafer of South 
Bend, Ind., to tell the trade outlook in their 
areas. 

WILLIAM WHEELER, Marshfield, Wis., said 
that there was not much surplus stock in good 
items in the North, and that production had 
started late this winter. 

Frank Reitz, Evansville, Ind., reported that 
everyone in his district expected to sell more 


and Adrian Van Keulen, Grand Rapids. 
Treasurer—A. H. Ruth, Chicago. 


Directors—Russell H. Downey, J. C. Walsh, 
Paul B. Berry, Harry Christiansen, C. Dicker- 
son, Fred Hoffman, George F. Kerns, M. D. 
Reeder, F. A. Reitz, D. V. Swearingen, W. D. 


Middle Atlantic 


Wheeler, H. R. Foster, E. L. Koester, William 
Wilcox and William Kelley. 

At the directors’ meeting afterwards, G. A. 
Vangsness was reappointed as secretary. 

Resolutions were passed expressing the sym- 
pathies of the association to the survivors of 
E. A. Thornton and George Cortis, who passed 
away during the past few months. 

The reports of the secretary and treasurer 
were accepted. Mr. Ruth submitted the appli- 
cation for membership of Charles H. Barnaby, 
Greencastle, Ind., and it was unanimously 
accepted. 

The forenoon program consisted of President 
Shafer’s address, which urged the members to 
improve their service to mills and customers 
and to maintain highest ethical standards. He, 
also, urged them not to overlook the importance 
of trade promotion but to help customers locate 
items which they may be unable to furnish 
themselves. 


Day's Program Well Balanced 


Speakers in the morning were Oliver J. 
Prentice of the Chicago Association of Com- 
merce, who described a modern executive's 
B. V. D.’s as “Beliefs, Vision and Determina- 
tion,” and said they should form his business 
foundation apparel. Howard W. Mort of the 
University of Chicago unfolded the history of 
the institution in a combination lecture and 
chalk talk which was entertaining and informa- 
tive. The third talk was by Henry Wei, Chi- 
nese student, who is taking graduate work at 
the University of Chicago. He discussed 
“Present Day Conditions in China,’ and told 
of the devastation of the war which has raged 
for eighteen months. 

A well balanced, high caliber program fol- 
lowed the evening banquet. The group of 
nearly 100 was entertained first by vocal and 
musical numbers by three employees of the 
Lumbermen’s Credit Association (Inc.). They 
were followed by Janine Redee, coloratura so- 
prano, who made her debut in the title role 
of the opera “Lucia di Lamermoor” at the 
opening of the Milwaukee Grand Opera last 
November. She gave three selections which 
were enthusiastically applauded. Concluding the 
evening was the showing by H. R. Foster, 
member, of 1,200 feet of color movies which 
he took on a trip with Mrs. Foster last sum- 
mer through the Canadian Rockies, the Pacific 
Northwest, and Yellowstone Park. 


Draws Big 


Crowd to Lively Annual 


Nvte: A report of the remaining sessions 
of this Convention will appear in next issue 
of the American Lumberman.—Editor. 





[Special telegram to AMERICAN LUMBERMAN] 


PHILADELPHIA, PaA., Jan. 11.—The forty- 
seventh annual convention of the Middle At- 
lantic Lumbermen’s Association opened today 
in a spirit of unprecedented optimism, with 
over 700 delegates converging on the Bellevue- 
Stratford Hotel from eastern Pennsylvania, 
southern New Jersey, Delaware, Maryland and 
the District of Columbia. Three hundred more 
are expected to register tomorrow, bringing 
the total attendance to one thousand. 

President Joseph W. Brosius extended the 
official welcome, and pointed out that the asso- 
ciation and the convention were conducted for 
one purpose: “To help you in conducting a 
profitable business. There is no other possible 
excuse for its existence.” 

In his address, Secretary J. Frederick Mar- 
tin’s keynote was: “The time has come when 


every retailer must realize the true value of 
association work. With proper support and co- 
operation from the dealer, our association be- 
comes a great force in maintaining and improv- 
ing the American standard of living.” 


W. D. Fuller, president of the Curtis Pub- 
lishing Co., talked on public affairs, and urged 
a movement to eliminate excessivé State taxa- 
tion on business. 

Thomas S. Holden, vice president of F. W. 
Dodge Corp., revealed the predicted increases 
in building during 1939. 

Harold P. Janisch, director of the Service- 
men’s Protective Association, talked on “The 
Middleman” and disclosed: “There is an eco- 
nomic force which is with us to stay for a 
while. This force is driving prudent buyers 
to price purchasing, and will continue to drive 
them in that direction unless we can show them 
that the price they thus pay does not always 
bring them what they think they are pur- 
chasing.” 

Thursday’s program includes election of offi- 
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cers discussions of NLRA problems by Frank 
Carnahan “Building Codes and the Retail 
Lumberman,” by Charles F. Flanagan, chief, 
Philadelphia Building Inspection Bureau; “Can 
Lumber Do the Job?” by A. S. Boisfontaine, 
Southern Pine Association; “Home Buyers 
Challenge Lumber Industry,” by Hal B. Alston, 
Durable Woods Institute, New York City. The 
annual banquet and entertainment will be held 
in the evening. 

Friday highlights are a past presidents’ 
luncheon; “Your Job,” an address by Theodore 
R. McKeldon, partner Meylan & McKeldon, 
Baltimore; “Air Conditioning and the Lumber- 
man,” by Elliot Harrington, vice president 
General Electric Co.; an address on glass and 
lumber, “Two Great Industries Join Hands,” 
by Carl Matson, director public relations, 
Libbey-Owens-Ford Glass Co.; “Open Dealer 
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Forum on Dealer Problems,” led by Elias 
Nuttle, director, M.A.L.A., Denton, Md. 

A big display has been arranged, and it is 
made up almost 50 percent of lumber exhibits, 
the remainder of the exhibits consisting of 
plans and equipment for both large and small 
buildings. Every architect and builder in the 
territory has been invited. 

Sixty-five exhibitors held a jamboree 
Wednesday night on ‘the Bellevue roof, in the 
form of a “Gay Nineties” party, with music 
and entertainment. 

For the ladies a special program has been 
arranged, highlighted by a luncheon at the 
Bellevue-Stratford and a style show by Nan 
Duskin, nationally known in her field. A bridge 
tea, with favors for every participant and 
prizes for the winners, is planned for Friday 
afternoon. 


Optimistic Indiana Dealers Plan 
To Streamline Methods 


Note: A report of the remaining sessions 
of this Convention will appear in next issue 
of the American Lumberman.—Editor. 





[Special telegram to AMERICAN LUMBERMAN] 

INDIANAPOLIS, IND., Jan. 11.— Streamlined 
selling methods, greater stress on installment 
plans, and on housing for the $2,500 to $5,000 
market —are features of the fifty-fifth annual 
convention of the Indiana Lumber & Builders’ 
Supply Association, being held here. 

Business prospects are the best in years, ac- 
cording to dealers’ 
statements. R. Earl 
Peters, State FHA di- 
rector, forecast $2,000,- 
000 worth of business 
for the State in the 
first quarter, compared 





HARRY E. ALLEN, 
Greencastle; 
Retiring President 





with $800,000 for the 
same period last year. 

J. Frank Smith, a 
member of the Indiana 
legislature and operator 
of a lumber yard at 
Battle Ground, near 
Lafayette, was elected 
president for the com- 
ing year. 

Don Campbell, Lebanon, Ky., president of 
the National Retail Lumber Dealers’ Associa- 
tion, scored the U. S. Housing Authority as a 
failure, in an address at the Wednesday morn- 
ing session. 

Addressing a breakfast meeting of the lum- 
ber and building supply men, Mr. Campbell 
sharply criticised the United States Housing 
Authority for its failure to listen to “practical 
builders.” | 

“Building homes is a practical problem, and 
it cannot be solved by those who are not famil- 
iar with its every phase,” he said. “The 
United States Housing Authority has been 
tried and found wanting. It has resulted only 
in giving housing facilities at a great deal less 
than cost to a group of families who are able 
to pay their way in the normal rental market. 
We still have to solve the problem of provid- 
ing housing for those who cannot pay rent of 
more than $4 a room per month.” 

An interested listener at the session was 
R. Earl Peters, State FHA director, who spoke 
briefly following Mr. Campbell’s address. 
Stressing the fact that the FHA is a separate 
agency from the USHA, Mr. Peters asserted: 

“The FHA has nothing to give away. It 





does not make grants, but operates under the 
profit system. It urges the construction of 
homes which can be sold for $5,000 or less and 
wishes to encourage the builder to pursue the 
profit motive.” 

The Campbell and Peters addresses were high 
points in the early stages of the convention. 

Indiana lumber and building supply men are 
making a distinct contribution to social and 
human welfare, through operation of their busi- 
ness, Governor M. Clifford Townsend asserted 
at the opening session. Large percentage of 
home ownership in this country, the Governor 
asserted, is a stabilizing factor in our sociaf 
system. 

The Governor was escorted to the platform 
by J. Frank Smith, who, although he did not 
know it at the time, had been elected president 
of the association only a few minutes before. 

“Whenever I hear of people who feel this 
country is going downhill and that there is too 
much liberal sentiment, I remember that this 
country stands high in one particular thing, a 
large percentage of the people living in it own 
their own homes,” said the Governor. “This 
is one of the greatest single stabilizing influ- 
ences, outside of education and religion, to be 
found in our social system today. 

“You are engaged in furnishing material for 
the building of homes, materials that serve hu- 
manity better—and that is a contribution to the 
process of government which makes this great 
country possible. 

“Your efforts in this convention will go to- 
ward giving our people a greater degree of 
the good things of life.” 

Early opinion at the convention was that bet- 
ter business is indicated for the year. Signifi- 
cant was the following comment: 

W. F. Schmitt, northern Indiana representa- 
tive for the Adams-Rogers Co.: “I look for 
considerably better business due to the pickup 
of the steel and auto industries. There are 
more inquiries in my territory and more plans 
are being made than for many months past.” 

Robert Giddens and A. A. Beck of the In- 
dianapolis Paint & Color Co. united in the 
statement: “Indications are very good.” 


Calendar Is Printed on 
Company's Product 


Practicing what it preaches—the use of 
Ochoco soft pine—the Alexander-Yawkey Lum- 
ber Co., Prineville, Ore., had calendars for dis- 
tribution made upon one-eighth inch pieces of 
soft pine, five and one-half inches wide and 
nine and one-half inches in depth. The calen- 
dar and a view of the plant are printed in green 
and the name of the company and its products 
appear in red. It is one of the most attractive 
calendars received by the AMERICAN LUMBER- 
MAN. 
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Swing-Over Door 
Hardware 


Standard set fits any garage opening 
up to 8’x8’. Retails at $15.00 for con- 
sumer and $13.50 for contractor with nice 
profit for distributor. 

Sand in weight box provides perfect 
counterbalance, insuring smooth opera- 
tion equivalent to sets in highest price 
field. Repeat business is tremendous. 

Write for descriptive literature giving 
full information. 


Dependable Products Since 1888 


COBURN TROLLEY TRACK CO. 


66 CANAL STREET, HOLYOKE, MASS. 











Richard Shipping Corp. 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collection of invoices. 


Special department handling export lumber shipments 











"SA fou 
Skennox 


9th and WASHINGTON 


50% OF ALL ROOMS 83.50 OR LESS, SINGLE 
$5.00 OR LESS, DOUBLE 
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Associations’ Plans and Activities 


Meetings to Be Held 


Jan. 17—Roofer Manufacturers’ Association, Colum- 
bus, Ga. Annual, 


Jan. 17-19—Northwestern Lumbermen’s Associa- 
tion, Auditorium, Minneapolis, Minn. Annual. 


Jan. 17-20—Union Association of Lumber and Sash 
and Door Salesmen, Deshler-Wallick Hotel, 
Columbus, Ohio. Annual, 


Jan, 17-20—Ohio Association of Retail Lumber 
y toot Deshler-Wallick Hotel, Columbus. 
Annual. 


Jan. 19—New England Lumbermen’s Association, 
Hotel Carpenter, Manchester, N. H. Annual. 


Jan. 19-20—National Wooden Box Association (Pa- 
cific Division), Clift Hotel, San Francisco, Calif 
Tri-annual, 


Jan. 20—Florida Lumber & Millwork Association, 
San Juan Hotel, Orlando, Fla. Quarterly. 


Jan. 20—Indiana Hardwood Lumbermen’s Associa- 
tion, Severin Hotel, Indianapolis, Ind. Annual. 


Jan. 23-25—Mountain States Lumber Dealers’ Asso- 
ciation, Shirley-Savoy Hotel, Denver, Colo. 
Annual. 


Jan, 24—Intercoastal Lumber Distributors’ Associa- 
tion, New York City. Annual. 


Jan. 24-26—Northeastern Retail Lumbermen’s As- 
sociation, Hote] Pennsylvania, New York City. 
Annual. 


Jan. 24-26—Kentucky Lumber & Supply Associa- 
tion, Brown Hotel, Louisville. Annual. 
Jan. 25—Northeastern Lumber Manufacturers Asso- 


ciation (Inc.), Hotel Commodore, New York. 
Annual, 


Jan. 25-27—Southwestern Lumbermen’s Association, 
Auditorium, Oklahoma City, Okla. Annual, 


Jan. 27—West Coast Lumbermen’s 
Winthrop Hotel, Tacoma, Wash. 


Jan. 27-28—National Public Housing Conference, 
Hotel Commodore, New York. Annual. 


Jan. 31-Feb. 3—Michigan Association of Retail 
Lumber Dealers, Pantlind Hotel and Municipal 
Auditorium, Grand Rapids. Annual. 


Feb. 1-2—Michigan Association of the Traveling 
Lumber and Sash and Door Salesmen, Pantlind 
Hotel, Grand Rapids, Mich. Annual. 


Feb. 1-3—Iowa Association of Lumber & Building 
Material Dealers, Auditorium, Des Moines, Iowa. 
Annual convention and merchandising clinic. 


Feb. 7-8—Canadian Lumbermen’s Association, 
Mount Royal Hotel, Montreal, Canada. Annual. 


Feb. 7-9—TIllinois Lumber & Material Dealers’ 
Association, Stevens Hotel, Chicago. Annual. 


Feb. 8-9—Mississippi Retail Lumber Dealers Asso- 
ciation (Inc.), Robert E. Lee Hotel, Jackson, 
Miss. Annual. 

Feb. 8-10—Lumber Dealers’ Asociation of Western 
Pennsylvania, William Penn Hotel, Pittsburgh. 
Annual. 

Feb. 10—Tennessee Lumber, Millwork & Supply 
Dealers’ Association, Nashville. Annual. 
Feb. 14-16—Wisconsin Retail Lumbermen’s Asso- 
ciation, Milwaukee Auditorium, Milwaukee. 

Annual, 


Feb. 16-17—Southern Safety Conference, Robert E. 
Lee Hotel, Jackson, Miss. Annual. 


Feb. 16-17—vVirginia Building Material Association, 
John Marshall Hotel, Richmond, Va. Annual. 


Association, 
Annual. 


Feb. 16-18—Ontario Retail Lumber Dealers’ Asso- 
ciation, Royal York Hotel, Toronto. Agnual. 


Feb. 20-21—North Dakota Retail Lumbermen’s 
Association, Fargo, N. D. Annual. 


Feb. 22-24—Nebraska Lumber Merchants’ Associa- 
tion, Municipal Auditorium, Omaha. Annual. 


Feb, 23-24—Southeastern Iowa Retail Lurnbermen’s 
Association, Burlington Hotel, Burlington, 
Iowa. Annual, 


Feb. 23-25—Western Retail Lumbermen’s Associa- 
tion, Multnomah Hotel, Portland, Ore. Annual. 


Feb. 24—Western Pine Association, Palace Hotel, 
San Francisco, Calif. Annual. 


March 3-4—Southwestern Iowa Retail Lumbermens’ 
Association, Chieftain Hotel, Council Bluffs, 
Iowa. Annual, 


March 9-10—(tentative)—Southern Hardwood Pro- 
ducers (Inc.), Hotel Roosevelt, New Orleans. 
Annual, 

March 17—Florida Lumber & Millwork Associa- 
tion, Orlando. Annual. 


March 26-31—National Lumber Exporters’ Associa- 
tion, Memphis, Tenn. Annual convertion will 
be a cruise to Cuba on S. S. Rotterdam. 


April 10-13—-Lumbermen’s Association of Texas, 
Beaumont, Tex. Annual. 


May 25-26—National Association of Commission 
Lumber Salesmen, Hotel Peabody, Memphis, 
Tenn. Annual meeting and National Forest 
Products Sales Congress. 


June 6-7—National-American Wholesale Lumber 
Association, Westchester Country Club, Rye, 
N. Y. Annual, 


June 14-16—South Dakota Retail 
Association, Rapid City, S. D. 


Lumbermen’s 
Annual. 





Florida Retailers to Hold 
Quarterly Meeting Jan. 20 


OrLANDO, FLA., Jan. 9.—Date for holding the 
quarterly meeting of the Florida Lumber & 
Millwork Association has been set for Jan. 20. 
So much interest developed at the semi-annual 
convention in the fall that President Asher 
Cullp and the directors decided to come together 
again after the holidays. No set program is 
fixed and no speakers have been named. Re- 
ports, suggestions and discussions will take up 
the time. Meeting place will be the San Juan 
Hotel. Acting Secretary, Mrs. Marie M. Ben- 
nett, also announces a Tested Selling Methods 
campaign. 


Western Pine Annual Will Be 
Held Feb. 24 


PorTLAND, OreE., Jan. 7—The annual meeting 
of the Western Pine Association will be held at 
the Palace Hotel, San Francisco, on Feb. 24, 
preceded by several committee meetings on Feb. 
22 and 23, according to advices from W. E. 
Griffee, assistant secretary-manager. 








lowa Association Has Fine Program 
for Annual "'Clinic,"’ Feb. 1-3 


Des Mornes, Iowa, Jan. 11.—Approximately 
2500 lumbermen and building material dealers 
will attend the 6th annual Clinic of the Iowa 
Association of Lumber and Building Material 
Dealers to be held Feb. 1, 2, 3 in Des Moines, 
according to W. H. Badeaux, secretary of the 
Association. Business sessions will be held in 
the main ballroom of the Savery Hotel. 

Thursday will be Business Management Day. 
O. C. Lance, secretary of the Northwestern 
Lumbermen’s Association, will speak on “Here’s 
a Plan That Works.” Ray Saberson, sales 
manager of the Wood Conversion Co., St. Paul, 
Minn., will talk on “Installment Selling.” Pro- 
fessor Henry Giese, head of the research de- 
partment of agricultural engineering, Iowa 
State College, will tell the dealers about many 
“Recent Developments in Farm Building Con- 
struction.” 

Friday has been named Farm Building Day. 
C. H. Van Vlack, a representative of the ex- 
tension department of the Iowa State College, 
will present to the dealers “The Use, Comforts, 


and Economy of Insulation in Farm Buildings.” 
A demonstration and playlet entitled “Dealer 
and Consumer Advantages Available Through 
Farm Building Equipment” will be staged by 
the Louden Machinery Co., of Fairfield, lowa. 
Entertainment has been planned for everyone 
who attends. Wednesday night the Hoo-Hoo 
Club will hold its first annual Concatenation. 
For Thursday evening an old-time barn dance 
has been scheduled, in the ballroom of the Fort 
Des Moines Hotel. Friday evening the annual 
banquet, show and dance will be held. 





Wisconsin Dealers Prepare For a 
Big Time at Coming Annual 


MILWAUKEE, WIs., Jan. 11.—On the pro- 
gram of the 49th annual convention of the 
Wisconsin Retail Lumbermen’s Association 
much time will be devoted to the sales training 
program and “Tested Selling Methods” of the 
Merchandising Institute of the National asso- 
ciation. The Wisconsin and Upper Michigan 
lumber and building material dealers will meet 
in Milwaukee on Feb. 14-16. This timely sub- 
ject of selling will be presented first-hand by 
Hawley W. Wilbur, West Allis, Wis., presi- 
dent of the Institute; Paul E. Kendall, edu- 
cational director, and A. S. Putney, Jr., Chi- 
cago representative of the Curtis Publishing 
Co. With the prospect of the home building 
industry for 1939 considered the brightest in 
nearly a decade, the sales training program for 
dealers is considered of utmost importance and 
salesmanship will be the main theme of the 
coming Wisconsin convention, according to Don 
Montgomery, secretary. The 1939 small homes 
demonstration program and practical talks by 
successful merchandisers of homes and re- 
modeling will fit into the general theme. 

Elaborate plans are already under way for 
the entertainment program for the evenings of 
the convention. Ben F. Springer, chairman, is 
again in charge of the annual Hoo-Hoo stag 
party, which is to be followed by the informal 
dancing party Tuesday evening, with floor show 
and dinner dance Wednesday night. Retail 
lumber dealers and their employees are eligible 
exclusively on five-men bowling teams that will 
compete for the Association’s silver loving cup 
in the annual bowling tournament to be held 
at the Elks’ Club on the morning of Feb. 14. 
A daily program for ladies attending the con- 
vention is being arranged by the women’s 
auxiliary. 


All Set for Big Northwestern 
Annual Next Week 


MINNEAPOLIS, MINN., Jan. 11.—Between 
5,000 and 6,000 lumber dealers will begin con- 
verging on Minneapolis early next week for 
the forty-ninth annual convention of the North- 
western Lumbermen’s Association, to be held 
in the Auditorium here, Jan. 17, 18 and 19. 

Last year’s attendance slightly topped the 
5,000 mark, and the 1939 figure is expected to 
equal or surpass that record. One hundred 
sixty-four exhibitors have reserved 184 exhibit 
spaces in the basement of the Auditorium to 
display their products. 

The Wednesday morning program will be 
in the nature of a “dramatized merchandising 
session,” plays being presented to show the 
essentials of planning, selling and financing an 
FHA home, and some of the lumber dealers’ 
more perplexing sales problems. During the 
morning Hawley W. Wilbur, president of Mer- 
chandising Institute, Inc., will be introduced. 

Among the entertainment features will be a 
Hoo-Hoo concatenation and stag banquet Tues- 
day evening, ladies’ bridge party Wednesday 
afternoon, and “Frolic of the Forty-Niners” 
Wednesday evening. 





Southern Pine Loggers to Hold Two 
Days' Meeting 

SHAMROCK, FLA., Jan. 9.—The Southern 
Pine Loggers of the Southeast will hold a two 
days’ meeting in Shamrock, Jan. 19-20. While 
here the loggers will be the guests of the Put- 
nam Lumber Co. on a tour of its woods opera- 
tion. 





Annual Meeting of West Coast 
Lumbermen's Association Jan. 27 


SEATTLE, WASH., Jan. 7—The annual stock- 
holders’ meeting of the West Coast Lumber- 
men’s Association will be held in Tacoma Jan. 
27, preceded by a meeting of sales managers on 
the 26th. Both meetings will be held in the 
Winthrop Hotel. 

The sales managers will, at their meeting, dis- 
cuss the proposed sales contract form, this being 
an outcome of the sales distribution committee 
meeting held in Chicago Dec. 12. 

A program for the stockholders’ meeting has 
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not been announced, but it doubtless will take 
the form of a general meeting, conducted as an 
open forum, with discussions. 


Sash and Door Salesmen Hold 
48th Annual Convention 


MINNEAPOLIS, MINN., Jan. 11.—H. F. Part- 
ridge was elected president of the Mississippi 
Valley Lumber & Sash & Door Salesmen’s As- 
sociation at the forty-eighth annual meeting of 
the organization, held here on Dec. 31, at the 
Radisson hotel. W. M. Wattson was elected 
vice-president, T. M. Partridge, treasurer, and 
J. F. Hayden was re-elected secretary. John 
L. Westrum and J. B. Millard were elected to 
the executive committee. 

Retiring President L. O. Taylor presided at 
the meeting. 

President Taylor appointed the following 
committee to co-operate with a similar commit- 
tee of the Twin Cities Hoo-Hoo club in ar- 
ranging for an annual banquet during the North- 
western Lumbermen’s Association convention 
here, Jan. 17-19: W. M. Wattson, chairman; 
John Dimeling, Jr., R. A. Gore, O. O. Bye and 
F. D. Scott. 








Industry Problems Considered by 
Spokane Group 

SPOKANE, WASH., Jan. 7.—An arresting chal- 
lenge to the people of Spokane to realize its 
strategic importance as the centre of a vast 
lumber empire, and to get behind its lumber- 
men, was voiced by Tom C. Spaulding, dean 
of the School of Forestry, University of Mon- 
tana, Missoula, at the regular Tuesday member- 
ship luncheon of the Spokane Chamber of Com- 
merce, Dec. 27. Within a radius of between 
400 and 500 miles of Spokane lies 55 percent 
of the nation’s marketable timber, he said and 
also that lumber and allied industries provide 
63 percent of the tonnage for the Northwest 
railroads, and consume 64 percent of the power 
produced in the four Northwest States. On 
Friday, Dean Spaulding spoke to an overflow 
audience of the Hoo-Hoo club, pointing out the 
necessity that lumbermen educate the public as 
to the problems of the industry. 

Immediately following the Hoo-Hoo meeting, 
the Western Conference for the Control of 
White Pine Blister Rust, convened, and officers, 
previously mentioned, were elected. 

Letters were written today by H. R. Dixon, 
president of the Spokane Hoo-Hoo Club, to the 
representatives and senators of Oregon, Wash- 
ington, Idaho and Montana, protesting the pro- 
posed marketing of the $8,900,000 surplus citrus 
crop of California in cotton containers by the 
Surplus Commodities Corp. 





Baltimore Exchange Appoints 
Committees 


BALTIMORE, Mp., Jan. 11—The monthly 
meeting of the managing committee of the 
Lumber Exchange of this city, held last Mon- 
day in the Merchants’ Club, like other gather- 
ings of the sort for some time past, was graced 
by the presence of some of the other members, 
a general invitation having been extended to 
them. It was announced that the Baltimore 
& Washington Lumber Sales Club had con- 
tributed $10 as an addition to the fund for 
the awarding of prizes to students who pass 
the best examination at the close of the series 
of instructive lectures delivered by Phillips A. 
Hayward, chief of the Forest Products Division 
of the Department of Commerce. C. Jackson 
Waters, of George E. Waters & Co., Inc., the 
president of the exchange, announced the com- 
position of the various standing committees, 
upon whom much of the work of the exchange 
will devolve during the year. These commit- 
tees are made up as follows: 

Arbitration and Grievance—QL. Alan Dill, 
James Lumber Co., chairman: W. J. Appel, W. 
J. Appel Lumber Co.; Henry D. Dreyer, Jr., 
H. D. Dreyer & Co. (Inc.); W. Hunter Ea- 


wards, B. W. Edwards & Sons; John M. Nel- 
son, Jr., J. M. Nelson Corp. 


Legislation and Transportation—John M. 
Nelson, Jr., chairman; D. Carlysle MacLea, 
MacLea Lumber Co.; L. Alan Dill, Daniel L. 
Senft, Canton Lumber Co., and Albert H. 
League, League Lumber Co. 

Inspection—W. Hunter Edwards, chairman; 
F. Bowie Smith, Henry D. Dreyer, Jr., W. J. 
Appel, and Ernest H., Asendorf, Duker-Asen- 
dorf Box Co. 

Membership—Daniel L. Senft, chairman; D. 
Carlysle MacLea and Charles T. Howard, 
Colonna-Howard Lumber Co. 


House—Charles T. Howard, chairman; F. 


Bowie Smith, and Charles C. G. Sack, Jr., 
George Sack & Sons. 


As the Lumber Exchange national councillor 
to the Chamber of Commerce of the United 
States—which post his father, the late Lewis 
Dill, held for years—L. Alan Dill was chosen. 

Mr. Hayward’s lecture course was _inter- 
rupted by an indisposition and also by an obli- 
gatory absence from Washington, but he will 
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deliver the second lecture on Jan. 24, with “The 
Properties of Wood” as the subject. Interest 
in the course is unabated. 





Wholesalers Hold Annual Meeting 
and Elect Officers 


Toronto, ONTARIO, Jan. 9.—The Wholesale 
Lumber Dealers’ Association held its annual 
meeting today, in the Albany Club, Toronto. W. 
C. Carter, Toronto, was elected president; L. 
M. Stark, Toronto, vice president. Membership 
to date this year was reported 35, compared 
with 31 at same time last year. Financial re- 
port showed a good balance. 

L. D. Barclay, chairman of the entertainment 
committee, in connection with the annual lum- 
bermen’s Christmas party, held on Dec. 16, re- 
ported that a substantial sum had been donated 
from proceeds to various charitable organiza- 
tions. 
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REG.U.S. PAT.OFF. 


LIGNASAN 


REG. U. S. PAT. OFF 


FTER ten years of extensive research Du Pont chem- 
ists offer New Improved “Lignasan” for better 
control of sap stain in pine and hardwoods. 


New Improved “Lignasan” shows a higher degree 
of stain control, due to its greater persistence of effec- 
tiveness—so important for extending protection during 
the periods of warm humid weather. 


This new “Lignasan” is economical. One pound 
makes fifty gallons of solution. It is also easy to use 


because it mixes quickly with water. 


Since the first introduction of “Lignasan” eight 
years ago, this new product is the first to offer greater 
advantages to the sawmill operator. Actual field tests 
have repeatedly proven its superiority. With New 
Improved “Lignasan” Du Pont continues its leadership 
in the anti-satin chemical field. 


Order your supply of New Improved “Lignasan” today! 
Prices and further information will be sent without obligation. 


E.1. DU PONT DE NEMOURS & COMPANY, INC. 


GRASSELLI 


CHEMICALS DEPARTMENT 
WILMINGTON 


DELAWARE 
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NATIONAL PRODUCTION, SHIPMENTS and ORDERS 


Wasuincron, D. C., Jan. 9.—Following is the National Lumber Manufacturers’ Association’s report for two weeks ended Dec. 31, for fifty-two 
weeks ended that date, covering mills whose statistics for both 1938 and 1937 are available, and percentage comparison with statistics of identical 


mills for the corresponding period of 1937: 


























Av. No. Production Percent Shipments Percent Orders Percent 
TWO WEEKS: Mills 1938 of 1937 1938 of 1937 1938 of 1937 
Softwoods: 
EL ind oc mubkcceed dewenk nema meee 113 56,067,000 142 50,488,000 128 46,419,000 115 
Enea cen eeee eee neebiuee ec eedeess 143 145,494,000 160 168,005,000 146 158,004,000 123 
ee bien wet eee nee teen eee weeks 115 66,618,000 163 103,248,000 145 95,247,000 109 
iE. .. cseceeideeeesesteneeee 13 9,937,000 115 7,982,000 117 10,165,000 146 
Southern ce el ae aaa eee 10 5,073,000 113 4,149,000 131 4,343,000 141 
Ne Ns id cee hineeeeenewesnenes 10 310,000 254 2,287,000 134 2,379,000 136 
CS RE ee ee ee 15 - 2,213,000 so 1,817,000 167 1,824,000 141 
cot ebeaeereeeeactereecvion 419 285,712,000 152 337,976,000 142 318,381,000 118 
Hardwoods: 
Southern Hardwoods ........ ......--ee0ee: 766 8,912,000 142 10,084,000 151 10,116,000 188 
Tere eee 15 3,558,000 57 1,978,000 141 2,140,000 131 
Total Hardwoods ............+++- coeeccoes 81 2,470,000 100 12,062,000 150 12,256,000 175 
i other eae er cere e ened ROkm Oe 485 298,182,000 149 350,038,000 142 330,637,000 120 
cil be tiene éaeedke'e keeed eres geoewe 65 13,216,000 166 11,705,000 145 10,273,000 136 
Ee Sees No report 
FIFTY-TWO WEEKS 
Softwoods: 
nt ceekenohenaehetewene «eewws 132 1,609,032,000 So 1,694,712,000 9s 1,698,715,000 102 
ncn ena e oasis ere eRe eeeoew weer 143 4,082,058,000 S81 4,257,647,000 82 4,306,944,000 91 
nates wg Ke eens eee wene woe whee 119 2,826,523,000 81 3,071,740,000 90 3,159,218,000 97 
GREBCOCMIR MOG WOOE 2... ccc cccccccccccccccce 13 333,181,000 72 337,443,000 76 340,475,000 85 
BEND CUNOED ccc ccc ccc cc cccceccecceee ‘ 9 128,071,000 83 115,742,000 83 102,032,000 2 
es oa win as @ wee ee aw eee wees 10 91,942,000 59 96,290,000 74 93,311,000 77 
ree 18 81,160,000 64 68,805,000 74 74,107,000 87 
eS a lh i te hie is Sh lace. WnaCacerens 444 9,151,967,000 81 9,642,379,000 9,774,802,000 94 
Hardwoods: 
Fe er ee +79 262,781,000 * 283,088,000 ” 288,262,000 * 
Northern Hardwoods ......................-- 18 110,974,000 67 74,749,000 60 75,498,000 71 
ES seb cb ae baKsa 4 0s ese0 eee ee 97 373,755,000 * 357,837,000 . 363,760,000 * 
04040. 56 046 o ese abeese-aswe 523 9,525,722,000 * 10,000,216,000 hal 10,138,562,000 ind 
ac Se a <a 65 368,940,000 104 357,490,000 105 390,660,000 135 
en seseekensdceebneeew a eee eee 14 44,551,000 71 46,342,000 a7 47,195,000 94 


*No report for last year. 


tUnits of production. 


**51 weeks. 





West Coast Review 


{Special radiogram to AMERICAN LUMBERMAN] 


SEATTLE, WASH., Jan. 11.—The 143 West 
Coast Lumbermen’s Association mills, giving 
production, shipments and orders during the 
two weeks ended Jan. 7, reported: 
Production 128,545,000 
Shipments 142,288,000 10.69% over production 
Orders 147,437,000 14.70% over production 

A group of 143 mills, whose production re- 
ports for 1939 to date are complete, reported 
as follows: 

Avesgee weekly cut for one week: 


Seluswses dumenedeeeweden eens 59,830,000 

on Rr rT ero Ge 72,491,000 
Average cut for two weeks ended 

Des. © gewetedteecesesceneetededs 64,273,000 


A group of 143 mills, whose production for 
the two weeks ended Jan. 7 was 128,545,000 
feet, reported distribution as follows: 





Unfilled 

Shipments Orders Orders 
eee 61,251,000 64,842,000 121,385,000 

Domestic 

cargo.... 55,983,000 57,333,000 145,497,000 
Export .... 10,124,000 10,332,000 50,382,000 
Local ..... 14,930,000 sk | era 
142,288,000 147,437,000 317,264,000 


A group of 143 identical mills, whose reports 
of production, shipments and orders are com- 
plete for 1938 and 1939 to date, reported as 


follows: Aver. for 2 
wks.ended Aver. for 1 week ended 
Jan. 7, Jan. 7, Jan. 8, 
1939 1939 1938 
Production 64,273,000 72,491,000 59,830,000 
Shipments 71,144,000 62,933,000 593,127,000 
Orders 73,719,000 69,202,000 66,459,000 





Southern Pine Statistics 


[Special telegram to AMERICAN LUMBERMAN] 
New Orteans, La., Jan. 11.—Following is 
a summary of reports from southern pine mills 
for two weeks ended Jan. 7: 
Average weekly number of mills, 112 


Units,? 101 Total for 
Two Weeks 
Three-year average production*... 62,232,000 
MGTOUGE DHOGUCIION 6c ccccesiescicese 54,116,000 
Ea ee 46,882,000 
SD. bas bkece meee aesens 45,444,000 


Number of mills, 122; Units,7 103 
On Jan. 7, 1938 
CTE TORO ee 59,507,000 
Co eee ee 443,104,000 
*October, 1934, to October, 1937. 
tTUnit is 308,000 feet of “3-year average’’ 
production. 





Relation of Unfilled Orders to Stocks 


Wasuincton, D. C., Jan. 9.—Following is statement for eight groups of identical mills and 
two groups of hardwood flooring plants of unfilled orders and gross stock footage on Dec. 31. 








No. of Unfilled Orders Gross Stocks 

Softwoods— Mills 1938 1937 938 1937 
I ee 96 57,570,000 57,832,000 449,979,000 483,243,000 
I eG ow ou cued dace aie eee 143 308,063,000 274,885,000 912,208,000 1,023,128,000 
Western ES ees eee 111 208,423,000 123,700,000 1,580,792,000 1,715,714,000 
California er ee 3 28,958,000 22,729,000 305,762,000 308,342,000 
Southern Cypress ............... 10 6,070,000 4,773,000 206,182,000 182,430,000 
oo 10 5,832,000 4,366,000 152,738,000 162,236,000 
Northern Hemlock* ............. 9 6,516,000 6,411,000 80,143,000 77,079,000 

Total Softwoods ............ 392 621,432,000 494,696,000 3,687,804,000 3,952,172,000 
Southern Hardwoods ........... t68 35,216,000 27,365,000 229,415,000 223,245,000 
Northern Hardwoods* ........... 13 8,258,000 7,164,000 104,026,000 80,908,000 

Total Hardwoods ............ 81 43,474,000 34,529,000 333,441,000 304,153,000 

Pe ae 464 664,906,000 529,225,000 4,021,245,000 4,256,325,000 
Flooring— 
EE re 75 55,870,000 26,485,000 96,657,000 86,508,000 
Maple, Beech & Birch Fig....... 

*Unfilled orders reported by 9 and 13 mills respectively; stocks by 14 mills. tUnits. 


Western Pine Summary 


PorTLAND, OreE., Jan. 7—The Western Pine 
Association reports as follows on operation of 
identical Inland Empire and California mills 
during the two weeks ended Dec. 31: 


Report of an average of 115 mills: 


Total for 2 Weeks Ended 
Dec. 31, 1938 Dec. 31, 1937 


Production ...... 66,618,000 40,971,000 
Shipments ....... 103,248,000 71,227,000 
Orders received... 95,247,000 87,315,000 


Report of an average of 119 mills: 


Dec. 31, 1938 Dec. 31, 1937 
Unfilled orders... 229,798,000 123,091,000 
Gross stocks ....1,653,322,000 1,791,490,000 


Report of 111 identical mills: 


c———T otal for Year———__, 
1938 1 


937 


Production ....... 2,698,977,000 3,285,775,000 
Shipments ....... 2,937,395,000 3,273,013,000 
Orders ....-ccccee 3,016,908,000 3,090,343,000 





Lumbermen Win Preliminary 
Fight for Wood Towers 


PortLANnpb, Ore., Jan. 7.—The Port of Port- 
land commission some time ago obtained a 
PWA grant to build new towers for its 15,000- 
ton drydock. The only plans drawn and sub- 
mitted in the application called for steel con- 
struction. Lumbermen protested vigorously, and 
presented arguments to the commission for 
treated wood construction, but it was pointed out 
that the PWA grant of 45 percent of the cost 
hinged on steel structures. The lumbermen 
persisted, showing that treated wood towers 
would cost from $10,000 to $50,000 less. Under 
continued verbal barrage from the lumbermen, 
the commissioners reconsidered their action, 
voted for wooden towers and speedily asked the 
PWA to amend the grant, on a reduced cost 
basis, to fit their action. Should the PWA 
amend the grant as asked, lumber will have won 
the final battle, as well as the skirmish. Cost 
will be about $250,000. 
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Redwood Blocks Now Part of Boardwalk 


ATLantic City, N. J., Jan. 9.—Roller chair, 
as well as pedestrian traffic, is now traveling 
for 150 feet over California redwood blocks on 
a part of the famous Boardwalk here. This 
section of the walk is a sample installation of 
redwood blocks on end. For some time, red- 
wood has been used for the sub-structure of 





the Boardwalk and recently some of the red- 


wood manufacturers, through the California 
Redwood Association, furnished blocks for the 
decking without cost to the city. 

According to F. R. Adams, vice-president 
and sales manager of the Pacific Lumber Co. 


of Illinois, Chicago, the blocks hold up be- 
yond all expectation and it is believed that 
they will triple the life of the Boardwalk. Red- 
wood blocks on end possess considerable com- 
pression strength and will withstand the abra- 
sions from foot and vehicle traffic admirably. 
Installations of blocks in this manner on bridges 
have given 25 to 30 
years of satisfactory 
service. 

. Accompanying is a 
photograph showing the 
method used in laying 
the sample installation. 
This was accomplished 








Laying redwood blocks on 
end to form a part of the 
| Boardwalk at Atlantic 
City. The blocks are being 
placed in mastics on a 
sub-floor. It is reported 
that the blocks have been 
submitted to heavy traffic 
and are rendering excel- 
lent service 





by laying a sub-floor of 
pieces 2 x 6 inches, and 
wider, between the gird- 
ers and fastening the 
blocks to the sub-floor 
with mastics and as- 
phalts of various brands. 
Time studies will be 

lmade of the perform- 
ances of each to determine which is the most 
durable and satisfactory for this particular type 
of construction. The installation was made in 
front of the Traymore Hotel, just off Illinois 
St., where there is a maximum amount of 
traffic. 








NEWS AND 
VIEWS OF 





50 YEARS AGO 


From the AMERICAN LUMBERMAN 








Southern mill concerns with 
large pine holdings cannot ob- 
tain funds for making improve- 
ments and conducting their 
lumber business on the basis 
of land security. In Michigan 
and Wisconsin such security 
would command all the money 
required. * * * Certainly the 
white pine owners do not want 
a too rapid advance in the 
South. Still, if southern manu- 
facturers could have capital- 
ized wholesale markets where 
stock could be unloaded, it 
would greatly relieve the situa- 
tion. * * * But the time is not 
far distant when there will be 
southern capital seeking in- 
vestment in pine land and lum- 
ber interests. 

(This brought forth a pro- 
test from a southern reader 
who wrote in part as follows:) 
There is not an acre of yellow 
pine timber land in all this 
broad Southland, which today 
may be bought for the small 
and insignificant sum of $2 to 
$4 per acre, that will not 
within less than five years re- 
turn a profit to the purchaser 





of from 100 to 500 percent. 
* * * Genius every day creates 
a new demand for wood. New 
countries are being developed, 
towns and cities laid out and 
vast manufacturing enterprises 
begun. These all require lum- 
ber and timber. The slow proc- 
ess of decay goes on with the 
railway cars, bridges and cross 
ties. These must be replaced. 
Who is to supply with lumber 
these enumerated and other 
unenumerated demands? The 
answer is, the South. 


* * * 


A Christmas gift that occu- 
pies a conspicuous place in the 
editorial office of this journal is 
from the firm of Lutcher & 
Moore, of Orange, Texas. The 
gift is an artistically arranged 
set of ten photographs illus- 
trative of southern logging 
camps and log transportation, 
etc. The photographs are ar- 
ranged to show the progressive 
stages of logging from the first 
attack on the monarchs of the 
forest to the reception and pil- 
ing of the dressed lumber. The 


subjects treated are: “Main 
Logging Camp at Noon,” “Ad- 
vance Camp of Choppers,” 
“Skidding Teams at Work,” 
“Skidding Select Timber Re- 
served for Special Bills,’ two 
views of logging crews; 
“Loaded Train Leaving Woods 
for Landing,” “Landing on 
Sabine River,” “Niblett’s Bluff, 
La.” “River View of Boom and 
Mills,” “View of Mills and Sec- 
tion of Yard.” The views come 
handsomely framed in yellow 
pine of Such grain as would 
ornament the finest of cabinet 
work, and the selection of sub- 
jects is a most intelligent one. 
The views constitute a pictorial 
education on the subject of 
lumbering in the South, and the 
whole collection is a credit to 
the lumber concern. 
* * * 

An event of social impor- 
tance occurred at Orange, Tex., 
Thanksgiving evening, being 
the marriage of Dr. E. W. 
Brown to Miss Carrie Lutcher, 
daughter of H. J. Lutcher, of 
Lutcher & Moore, of that city. 
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SABINE 


Shortleaf 


UNBEATABLE 
VALUE 


Sabine Service pleases dealers and 
Sabine Shortleaf satisfies customers. 
This superfine lumber has helped 
many a dealer to build business and 
make good profits. It will pay YOU 





to get acquainted with the Sabine 
line. In the Sabine mills there is 
the most scrupulous care in season- 
ing and milling, to insure top qual- 
ity production. Our line includes 


ALL STAPLE ITEMS 
Y. P. End-Matched Flooring 
Oak Flooring, Lath, Etc. 


You can profit by our Mixed Car 
Service. Consult our nearest repre- 
sentative or mail us your inquiries 
and orders. 


Sabine Lumber Co. 


SALES OFFICE: 
. Arcade Bidg., ST.LOUIS, MO. 


MILLS: 
Zwolle, La. 
Trinity, Texas 
New Willard, Texas 

















CHAPMAN & DEWEY 
LUMBER COMPANY 


* Memphis, Tenn. * 


Manufacturers of high grade 


OAK FLOORING 


AND 


HARDWOOD LUMBER 


from famous St. Francis Basin 


Wire for quotations. 





Yard Stock Specialist 
SOUTHERN 


Bn HI TSS ME 
HARDWOODS 


BAND-SAWED 


Prompt attention to inquiries 
and orders. Write today. 












TEXARKANA, ARK.-TEX. 
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We do not make the Most 
Oak Flooring, but we Do 
make the BEST 





OAK FLOORING 


--CAREFULLY SELECTED LUMBER-- 
--PROPERLY KILN DRIED -- 
--PRECISION MACHINED -- 


INSURES BEAUTY, FINISH AND 
UTILITY 


W. R. WRAPE STAVE COMPANY 


Post Office Box 182 
LITTLE ROCK, ARKANSAS 


Band Sawn -- 
Own Manufacture -- 


HARDWOODS «ein, Torsts 
CYPRESS -- 
VELLOW as5s- 


SOFT SHORT 
LEAF K-D FINISH, DIMEN- 
Yard Items Treated -- 
¢ MIXED CARS ¢ 


IN 34514459 











MISS. 








We take this means of announcing to 
the trade that we are now cutting a con- 
siderable quantity of exceptionally nice 
Yellow Pine, and will be in a position 
to serve the trade in straight or mixed 
cars in both Hardwoods and Pine. 


We particularly solicit inquiries for B 
and better kiln-dried Finish and No. 3 
and better Dimension and Boards 4” to 
12”, and especially small dense timbers 
without heart specifications. We can cut 
lengths up to 24’. 


Eastman- Gardiner 











HARDWOOD CO. 


LAUREL, MISSISSIPPI 





SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


FIR 


TIMBERS, YARD STOCK, FACTORY CLEARS 
SPRUCE, HEMLOCK, CEDAR, PINE 
27th YEAR 











Amemecanfiumberman 


January 14, 1939 


Furniture Industry to Hum as 


Result of Show Orders 


Manufacturers of furniture throughout the 
United States have the soundest reason of the 
past decade to feel optimistic, for all-time 
attendance records of buyers are being shat- 
tered at the Chicago winter shows in the 
American Furniture Mart and the Merchandise 
Mart. Registration the first two days, Jan. 9 
and 10, at the American Furniture Mart was 
5,119 in contrast to 3,207 a year ago, and 3,556 
compared to 2,514 in January, 1938, at the 
Merchandise Mart. The best feature about the 
record-breaking crowd, however, is that it 
started right off the first day with heavy orders, 
whereas active buying usually has not begun 
until after retailers have looked around for two 
or three days. Thus, with big attendance, good 
orders, and undelayed buying, there is every 
reason for lumber manufacturers who sell to 
furniture makers to be greatly encouraged over 
the business outlook. 

It was reported by the Merchandise Mart 
that buying this market has been 40 percent 





Swiss peasant, with the 
charm of its colored 
medallions and tiny scal- 
lops, joins the trend of 
designs toward peasant 
type furnishings. Provincial 
finished oak was used for 
this interesting grouping, 
which is accented by yel- 
low and green painted 
trim and gay chair seats 





Rainelle, W. Va., and Aiken Lumber Co. at 
Marlinton, W. Va., according to Mr. Lincoln. 
It is anticipated that a great deal of cherry 
will be needed to fill orders being taken at the 
show, and, also, because additional lines of 
furniture of the wood will constantly be made 
as old pieces of interest are found for adapta- 
tion to present day use. Many of the 150- 
year-old original pieces being copied were ex- 
hibited with their modern counterparts, and 
bore such interesting legends as was on the 
hunting board: “Coloniel breakfasts were 
served on it to guests standing since their hunt- 
ing boots and tight breeches made sitting un- 
comfortable.” The new cherry dining room 
suites may include the piece, which rather re- 
sembles a high buffet. 

A bedroom set of Appalachian poplar in 
Swedish peasant design also got considerable 
attention in the exhibit during its debut. The 
solid hard rock maple used in the company’s 
production is cut in the Appalachian mountains, 





Courtesy American Furniture Mart 


ahead of a year ago and from 12 to 15 percent 
above the summer show in July. Such accel- 
erated ordering is due, it is claimed, to low 
inventories at retail furniture stores, and the 
important fact that their owners have more 
liquid assets. 


New Cherry Line Attracts 


The progress made by manufacturers through 
the skillful use of finishes during 1938 is appar- 
ently to be rewarded this year as buyers are 
displaying appreciation of woods and their treat- 
ment. The traffic at the American Furniture 
Mart in the exhibit of the Virginia-Lincoln 
Furniture Corp., Marion, Va. is especially 
thick, since this manufacturer of the famous 
“Virginia House Maple” line introduces bed- 
room and dining room suites of cherry. J. D. 
Lincoln, general manager of the factory, told 
the AMERICAN LUMBERMAN that his company 
expects at least 30 percent of its production 
to be cherry furniture after the winter show. 

Colonial cabinet makers selected cherry for 
its rich coloring and beauty, and made furniture 
of it for the homes of “first families.” The 
Virginia-Lincoln concern has acquired a rare 
collection of Colonial cherry over 150 years old 
from which Glen Baylor, stylist, is adapting 
suites for modern homes. The furniture is 
made of solid Virginia wild cherry which grows 
at an altitude of 4,000 feet and over in the 
Appalachians. The lumber is being bought 
mainlv from the West Virginia Pulp & Paper 
Co., Cass W. Va.; Meadow River Lumber Co., 


and bought from manufacturers in that district. 
Mr. Lincoln said that the company had 8,000,- 
000 of maple bought now, and is still buying. 


Yellow Birch Suites for All Rooms 


The Heywood-Wakefield Co., Gardner, Mass., 
continued to major with furniture of northern 
yellow birch cut in the Adirondacks of north- 
ern New Hampshire. The company is now 
making furniture for every room in a house, 
and is giving the solid birch a wide variety of 
finishes such as wheat, amber, mahogany, and 
bleached. Much of the stock is purchased from 
the Plunkett-Webster Lumber Co. (Inc.), New 
Rochelle, N. Y., E. L. Lewis, assistant sales 
manager, stated. Some ash is used by the com- 
pany where wood that bends is needed, and 
oak is purchased for manufacturing office chairs. 

Four suites of dining room and bedroom 
furniture in beech were introduced to buyers 
by the Drexel (N. C.) Furniture Co., which 
showed one of the longest lines it ever produced 
in complete room settings. The southern beech 
comes from South Carolina, Georgia and Mis- 
sissippi. 

New Building to Aid Industry 

Making the statement that “Mrs. America is 
going to buy more furniture in 1939 than in 
1398,” Houlder Hudgins, furniture merchandise 
manager of Montgomery Ward & Co., devoted 
much of his speech before the American Furni- 
ture Mart Press Club in stressing the impor- 
tance of new residential building to the furni- 
ture industry. He predicted an increase of at 
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least 10 percent in retail furniture sales and, ” H i 
if a building boom develops, an improvement Re opens Another Mill 
of perhaps 25 percent. Mr. Hudgins remarked: RayMonp, WaAsH., Jan. 7.—The Willapa ' 
“It appears that we are on the threshold of Harbor Lumber Mills extended its operations LONG I IMBERS M 
a building boom, long prayed for by the furni- here Tuesday by reopening Mill W, following 
ture industry, and, if this is true, this subject a four-month shutdown. Reopening of this plant 
contains more possibilities for furniture and re- increased the number of men the company now Our Main 
lated products than any other element.” has working to about 500, according to Mana~- [ymber 
The speaker said that the lowest estimate of ger J. W. Lewis. The company’s logging op- Business 
at any agency studying the building outlook for erations have been resumed wherever weather 
In. 1939 is that 457,000 units will be erected as conditions have permitted. In those camps Our Real 
: 7 compared to 318,000 the past year. He expects where storm conditions have made it inadvis- Lumber 
ye the construction activity to continue for nine able to resume work, crews are in readiness to : : 
of years, if it starts during the current year. cehava to Ge weeds a: hes wo eer os 06 
de Considerable interest has been evidenced as permit. Mill operations are being curtailed 
ta- to what change was likely in furniture prices, meanwhile, pending accumulation of an ade- 
50- and according to Mr. Hudgins an increase of quate log supply G 
»X- around two percent is probable. While some . nt 
ind of this increase may be laid to the wage-hour é 2 O° { 
the act, many manufacturers assured the writer ONE DOLLAR now pays for carrying a railroad ers" 
ere that this legislation would not affect their prod- passenger 54 miles compared with 32 miles in Pe nv 
nt- ucts’ price levels. 1921, Tv 
in- 
>m 
» | CHICAGO MOVEMENT—1938 
RO ie Re 
in OSTRANDER 
ble 
“he ; , RAILWAY & TIMBER CO. 
a Lumber receipts at Chicago in 1938 were only of the 1937; while the net movement into local 
4 “4 72 percent of the 1937 total; outward shipments stocks or Consumngtion wes only 18 — of OSTRANDER, WASH. 

, were 67.5 percent of the 1937; and net move- last year’s. ost railroads reported a lower sal ‘ . 
ment into stocks or local consumption was 74 inward movement, but the Rock Island showed The Original Long Timber Mill 
percent of the preceding year’s. All carriers a notable, and the Eastern-Southeastern Lines 
reported a lower inward movement, with the a smaller, increase. pom every —_ ve soi 
exception of the Illinois Waterways, total for a gain in the outward movement; the outstand- 
which was nearly three times the 1937, but not ing one was made by the Milwaukee, and the IM iM (Tims 
as large as the 1936 and 1935 totals. Prac- North — a. Santa Fe, a 350 O 
tically all carriers reported lower outward ship- Central and Burlington all reported g in- Feet Every Da 
ments, the greatest decline being in the move- creases; while a heavy loss was shown by East- ’ oo ry Ye 
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New Englander Wholesalers, 
Intercoastal Distributors Meet 


30sToN, Mass., Jan. 11——The annual meet- 
ing of the New England Wholesale Lumber 
Association was held today at the University 
Club, with a business session at 3 o’clock, fol- 
lowed by a dinner in the evening, which was 
attended by seventy members and guests. Earl- 
ier in the day, the New England section of the 


Intercoastal Lumber Distributors Association 
gathered in one of the club parlors for its an- 
nual meeting, which was presided over by 


Chairman Farnum W. Smith, of the Blanchard 
Lumber Co., when directors were chosen to 
represent New England through 1939 in the 
parent body at New York. Later in the after- 
noon this Intercoastal group—all affiliated 
with the New England Wholesale association— 
attended the annual of the latter, with President 
Felix L. LaMar, of the Holbrook Lumber Co., 
Springfield, in the chair. In opening this meet- 
ing, Mr. LaMar outlined the trade trends of 
the past year, and said he felt sure that defi- 





ROBERT C. PEPPER 
Springfield, Mass.; 
Director; Speaker 


FARNUM W. SMITH, 
Boston, Mass., 
Intercoastal Chairman 


nitely more lumber would be consumed through 
1939 than in any recent year, for all commer- 
cial and industrial indices had expanded stead- 
ily in recent months. 

The report of Secretary-Treasurer F. J. 
Caulkins showed a substantial increase in the 
bank balance over last year. One death and 
two withdrawals from business had caused a 
slight drop in the membership roll, which in- 
cludes practically all important wholesale units 
in the territory. 


Officers for 1939 were chosen as follows: 


President—Horace A. Bailey, Bailey & De- 
lano Lumber Co., Boston. 


Vice president—Robert B. Cowles, 
Ruggles Lumber Co., Springfield. 


Secretary - Treasurer—Frederick J. Caulk- 
ins, Medford. 


Directors—The above with Farnham W. 
Smith, Blanchard Lumber Co., Boston; Luther 
W. Piper, Perry Whitney Lumber Co., Boston; 
H. Wentworth Shepard, Shepard & Morse 
Lumber Co., Boston; Harry E. Pearsall, 
Guernsey-Westbrook Co., Hartford, Conn.; 
Mortimer Pratt, Jr. Davenport- Peters Co., 
Boston; Frank L. Turgeon, Turgeon Bros., 
Lewiston, Me.; Owen Johnson, Johnson Lum- 
ber Co., Manchester, N. H., Robert C. Pepper, 
Rice & Lockwood Lumber Co., Springfield. 


Councillor to Chamber of Commerce of 
United States—Harry W. McDonough, Collins- 
McDonough Co., Boston. 


Tells of Joint Effort for Better Trade 
Practices 


Carlos 


Sid L. Darling, of New York, secretary-man- 
ager of National-American Wholesale Lumber 
Association, presented to the members in fine 
detail the work of the joint committee of manu- 
facturers, wholesalers and retailers in seeking 
to set up standards of ethical practice that all 
might profitably follow in moving lumber along 
from mill to consumer. Fifteen representatives 
of the three branches of the industry have or- 
ganized the National Lumber Trade Conference 
and this group of outstanding leaders held its 
first meeting for organization at the Congress 
Hotel in Chicago, on Dec. 12. Haphazard 
merchandising practices which followed the 
breakdown of N. R. A. and the Lumber Code, 
must be halted, and a new industrial set-up 
created to which all can adhere, to their ad- 
vantage. The conference has evolved many 
proposals that will be studied and further re- 
fined for consideration at its next session to be 
convened at the call of the chairman, George 
W. Dulany Jr. Already several of these pro- 
posals are in. the hands of officers and directors 
of national and regional associations for con- 
sideration, and by many it is felt that a definite 
movement that promises real merchandising 
reforms in the lumber industry has been 
launched. 


Retiring President LaMar served as _ toast- 
master at the dinner in the evening, which was 
attended by seventy members and guests. The 
speakers included George W. Schryver, of 
Taconic Lumber Co., of Williamstown, recently 
chosen chairman of the Republican State Com- 
mittee. Earl W. Tinker, assistant chief of 
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HORACE A. BAILEY, 
Boston, Mass.; 
Elected President 


FELIX L. LaMAR, 
Springfield, Mass.; 
Retiring President 


U. S. Forest Service in charge of log salvage 
and forest fire prevention program in New 
England, who was to have outlined the Federal 
program, was obliged to cancel his engage- 
ment but was officially represented by G. D. 
Cook. Other speakers included Robert C. 
Pepper, of Springfield, first vice president of 
National - American Wholesale Lumber As- 
sociation, who brought the greetings of Presi- 
dent Coulbourn, of Philadelphia; also Secretary 
Darling, of that association, who had spoken at 
length at the business session in the afternoon. 
Mr. Schryver eschewed politics for this occa- 
sion, though he found interest in the fact that 
the chairman of his State committee was a 
lumberman, while the vice chairman and the 
executive secretary were each the wives of 
prominent retail lumbermen in Taunton and 
Northampton. 

The new president of the association, Horace 
A. Bailey, was literally born into the lumber 
business at Rumford, Me., for his father had 
lumbered in that region at the mouth of the 
Piscataquis River. He began lumbering on his 
own account in 1904, and three years later 
came to Boston to join the selling staff of 
Shepard & Morse Lumber Co., in which sery- 
ice he remained twenty years. In 1927 he 
joined with his cousin, Roland H. Delano, of 
the Shepard & Morse office in New York, in 
forming the Bailey & Delano Lumber Co., with 
office in Atlantic Bank Building, Milk Street, 
Boston. Mr. Delano continued his activities in 
New York, where he is known to his intimates 
as “Skippy.” Mr. Bailey makes his home in 
Reading, Mass., and twice each year journeys 
to the wilds of Maine, north of Bangor, where 
he has just built a new 16x30 log cabin, for 
his fishing party in the spring and for big game 
hunting in the late fall. He is a 32nd degree 
Mason. 
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PAMUDD PRODUCTS 


LOS ANGELES—California 
ST. PAUL—Minnesota 
KANSAS CITY—Kansas 
CHICAGO—Illinois 
BROOKLYN—New York 
NEWARK—New Jersey 










Straight or Mixed. 
Carload Shipments 


DOORS -- PLYWOOD 
FRAMES--MOULDINGS 
SASH and GLASS 
WALL BOARDS 
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Fast Courteous Service by Truck and Train 


PACIFIC MUTUAL DOOR CO. 


ACOMA, WASHINGTON 
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THE LUMBERMAN POET 








The Old Tree 


There was a tree that stood beside 
A little house, and helped to hide 
It from the weather ; 
And there the village and the tree, 
A garden and a family 
Grew up together. 


Well, as they will, the children strayed, 

But through the years the old tree stayed 
Beside the portal; 

And every spring the robins came 

And found the old tree still the same— 
But not a mortal. 


-Then far away one day a son 

Grew weary of the wealth he won; 
One day a daughter 

Stood by a window far away 

And saw the tree, still green, yet gray, 
Across the water. 


And then one day they both came home, 
The daughter from across the foam, 
The son from travel. 
There was an auto in the street, 
The footsteps of familiar feet 
Upon the gravel. 


A father heard them at the door, 

A mother heard them e’en before, 
Their own returning ; 

And that same night the old tree fell; 

Its wait was over, all things well, 
And done its yearning. 


Many requests for reprints of Douglas Mal- 
loch’s poems are received and sometimes are 
hard to identify. One of these recently asked 
for the poem “An Old Tree Fell Last Night,” 
and another for “the poem he wrote on the 
return of his daughter from abroad.” We fail 
to find any that exactly fits either description 
and after lengthy search have decided that the 
above is probably the one meant by both, 
though so differently expressed. At any rate 
this is one of those rare, sweet, simple poems 
that are considered among the Lumberman 
Poet’s best, and we know it will be re-read 
with pleasure. The rhythm of this poem is 
particularly charming. 





Poet's Epigrams 


“Often you can have your way by 
adopting the other fellow’s.” 


“There are two things you can’t hurry ; 
a crosscut saw and a woman.” 


Tribute to Veteran Lumberman 


Among the guests at the recent luncheon 
given J. P. McGoldrick, veteran Spokane 
lumberman, by a group of business associates 
on the occasion of his 79th birthday, was B. H. 
(Ben) Hornby, of Dover, Idaho, one of the 
old-time lumber opera- 
tors of the Inland Em- 
pire. Mr. and Mrs. 
Hornby have been in 
the habit of giving a 
Christmas Eve party to 
the children of their 
town for the past 





J. P. McGOLDRICK 
Spokane, Wash. 





twenty years or more, 
but because of ill health 
they have had to give 
it up for the last few 
years. The McGoldrick 
birthday party is an- 
other of those happy 
little gatherings which 
Mr. Hornby has been 
instrumental in arrang- 
ing and his old friends were delighted to get 
into touch with him again. At the luncheon the 
following poetical tribute, composed jointly by 
Mr. and Mrs. Hornby, was presented to Mr. 
McGoldrick : 

DEDICATED TO J. P. McGotpricx, On His 79th 

BirTHDAY, DECEMBER 17, 1938 


Another year has rolled around, 
Again we greet a man renowned 

From New York State to Puget Sound, 
For honesty“and business sense, 
Success has been his recompense. 

He’s lived to see his business grown, 
So everywhere his name is known, 

As one who deals both fair and square, 
And is respected everywhere. 





Tho’ he has known vicissitude, 

He never changed his. attitude 
Toward all his fellow men, 

That has endeared himself to them. 
This company has met today, 

To celebrate his natal day. 

Let us offer up a toast, 

To him whose friendship we can boast. 
Drink heartily and deep to him, 

The man we honor, Good Old Jim! 


—Composed by Mr. and Mrs. B. H. Hornby. 





Want Surplus Oranges Shipped 
in Wood Boxes 


San Francisco, Cauir., Jan. 7.—Shipment 
of proposed purchases of California oranges in 
cotton bags manufactured from Government- 
owned cotton, by the Federal Surplus Commodi- 
ties Corp., is being strongly protested by the 
State’s wooden box interests and the railroads. 

It is reported that approximately $8 million 
worth of California oranges will be purchased. 
If bags are used, manufacturers of wooden 
boxes serving California shippers will lose the 
sale of between six and seven million citrus 
boxes, thus involving the loss of about 40,000 
man-days of employment in the wooden box 
industry. 

_ The National Wooden Box Association and 
its Pacific Division are making every effort to 
have the Federal Surplus Commodities Corp. 
change its order so that shipments of California 
oranges will be made in the standard wooden 


box. The railroads that will transport these 
purchases are opposed to the use of bags, and 
are doing everything they can to have the order 
changed. 





Is Your Percentage Due to Be 
Better in 19397 


We hope so—as far as profit is concerned— 
but as far as the Question and Answer Depart- 
ment is concerned, we aren’t going to make 
them any easier. Here goes for the first of 
the year: 1. What large city in the U. S. 
is completely surrounded by another city? 
2. Where is America’s most elaborate high 
school? 3. Two trains each 88 yards long, 
traveling 30 miles per hour, pass each other 
in what length of time? 4. Is the highest horse 
jump on record over or under 8 ft.? You 
will find the correct answers on one of the 
classified pages. No fair looking until you have 
given up guessing and trying to figure each 
one out. 


a 
4 
b 
% 





Lumber Marked “20” 
is 0. K. in Every Way. 
It is from the Mills of 





Careful lumber buyers all over the country continue 


to show preference for Booth-Kelly Lumber. It is 
because this lumber is always all right and always 
gives satisfaction. It bears the mark of "20," the 
‘Booth-Kelly pledge of superior quality and careful 
precision manufacture; also it bears the marks of 
the West Coast Lumbermens Assn. and the National 
Lumber Mfrs. Assn., guarantees of proper grading. 
Our Mixed Car Service helps you maintain well- 
rounded assortments with minimum investment. 
BIG VALUE is what you give your customers when 
you supply them with Booth-Kelly Certified Lumber. 


DOUGLAS FIR 


Dimension Flooring Ceiling 
Drop Siding Finish Stepping 
Mouldings Casing Base, ete. 


We are headquarters for Association Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 


oottiAtell 


“LUMBER CO 
EUGENE ORE 


TWO MILLS—SPRINGFIELD & WENDLING, ORE. 
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New Englander Wholesalers, 
Intercoastal Distributors Meet 


30sToN, Mass., Jan. 11.—The annual meet- 
ing of the New England Wholesale Lumber 
Association was held today at the University 
Club, with a business session at 3 o'clock, fol- 
lowed by a dinner in the evening, which was 
attended by seventy members and guests. Earl- 
ier in the day, the New England section of the 
Intercoastal Lumber Distributors Association 
gathered in one of the club parlors for its an- 
nual meeting, which was presided over by 
Chairman Farnum W. Smith, of the Blanchard 
Lumber Co., when directors were chosen to 
represent New England through 1939 in the 
parent body at New York. Later in the after- 
noon this Intercoastal group—all affiliated 
with the New England Wholesale association— 
attended the annual of the latter, with President 
Felix L. LaMar, of the Holbrook Lumber Co., 
Springfield, in the chair. In opening this meet- 
ing, Mr. LaMar outlined the trade trends of 
the past year, and said he felt sure that defi- 





ROBERT C. PEPPER 
Springfield, Mass.; 
Director; Speaker 


FARNUM W. SMITH, 
Boston, Mass., 
Intercoastal Chairman 


nitely more lumber would be consumed through 
1939 than in any recent year, for all commer- 
cial and industrial indices had expanded stead- 
ily in recent months. 

The report of Secretary-Treasurer F. J. 
Caulkins showed a substantial increase in the 
bank balance over last year. One death and 
two withdrawals from business had caused a 
slight drop in the membership roll, which in- 
cludes practically all important wholesale units 
in the territory. 


Officers for 1939 were chosen as follows: 


President—Horace A. Bailey, Bailey & De- 
lano Lumber Co., Boston. 


Vice president—Robert B. Cowles, 
Ruggles Lumber Co., Springfield. 


Secretary - Treasurer—Frederick J. Caulk- 
ins, Medford. 


Directors—The above with Farnham W. 
Smith, Blanchard Lumber Co., Boston; Luther 
W. Piper, Perry Whitney Lumber Co., Boston; 
H. Wentworth Shepard, Shepard & Morse 
Lumber Co., Boston; Harry E. Pearsall, 
Guernsey-Westbrook Co., Hartford, Conn.; 
Mortimer Pratt, Jr. Davenport- Peters Co., 
Boston; Frank L. Turgeon, Turgeon Bros., 
Lewiston, Me.; Owen Johnson, Johnson Lum- 
ber Co., Manchester, N. H., Robert C. Pepper, 
Rice & Lockwood Lumber Co., Springfield. 


Councillor to Chamber of Commerce of 
United States—Harry W. McDonough, Collins- 
McDonough Co., Boston. 


Tells of Joint Effort for Better Trade 
Practices 


Carlos 


Sid L. Darling, of New York, secretary-man- 
ager of National-American Wholesale Lumber 
Association, presented to the members in fine 
detail the work of the joint committee of manu- 
facturers, wholesalers and retailers in seeking 
to set up standards of ethical practice that all 
might profitably follow in moving lumber along 
from mill to consumer. Fifteen representatives 
of the three branches of the industry have or- 
ganized the National Lumber Trade Conference 
and this group of outstanding leaders held its 
first meeting for organization at the Congress 
Hotel in Chicago, on Dec. 12. Haphazard 
merchandising practices which followed - the 
breakdown of N. R. A. and the Lumber Code, 
must be halted, and a new industrial set-up 
created to which all can adhere, to their ad- 
vantage. The conference has evolved many 
proposals that will be studied and further re- 
fined for consideration at its next session to be 
convened at the call of the chairman, George 
W. Dulany Jr. Already several of these pro- 
posals are in the hands of officers and directors 
of national and regional associations for con- 
sideration, and by many it is felt that a definite 
movement that promises real merchandising 
reforms in the lumber industry has been 
launched. 


Retiring President LaMar served as _toast- 
master at the dinner in the evening, which was 
attended by seventy members and guests. The 
speakers included George W. Schryver, of 
Taconic Lumber Co., of Williamstown, recently 
chosen chairman of the Republican State Com- 
mittee. Earl W. Tinker, assistant chief of 
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Elected President 
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Springfield, Mass.; 
Retiring President 


U. S. Forest Service in charge of log salvage 
and forest fire prevention program in New 
England, who was to have outlined the Federal 
program, was obliged to cancel his engage- 
ment but was officially represented by G. D. 
Cook. Other speakers included Robert C. 
Pepper, of Springfield, first vice president of 
National - American Wholesale Lumber As- 
sociation, who brought the greetings of Presi- 
dent Coulbourn, of Philadelphia; also Secretary 
Darling, of that association, who had spoken at 
length at the business session in the afternoon. 
Mr. Schryver eschewed politics for this occa- 
sion, though he found interest in the fact that 
the chairman of his State committee was a 
lumberman, while the vice chairman and the 
executive secretary were each the wives of 
prominent retail lumbermen in Taunton and 
Northampton. 

The new president of the association, Horace 
A. Bailey, was literally born into the lumber 
business at Rumford, Me., for his father had 
lumbered in that region at the mouth of the 
Piscataquis River. He began lumbering on his 
own account in 1904, and three years later 
came to Boston to join the selling staff of 
Shepard & Morse Lumber Co., in which serv- 
ice he remained twenty years. In 1927 he 
joined with his cousin, Roland H. Delano, of 
the Shepard & Morse office in New York, in 
forming the Bailey & Delano Lumber Co., with 
office in Atlantic Bank Building, Milk Street, 
Boston. Mr. Delano continued his activities in 
New York, where he is known to his intimates 
as “Skippy.” Mr. Bailey makes his home in 
Reading, Mass., and twice each year journeys 
to the wilds of Maine, north of Bangor, where 
he has just built a new 16x30 log cabin, for 
his fishing party in the spring and for big game 
hunting in the late fall. He is a 32nd degree 
Mason. 
















NATIONAL DISTRIBUTION 


PAMUDD PRODUCTS 


LOS ANGELES—California 
ST. PAUL—Minnesota 
KANSAS CITY—Kansas 
CHICAGO—lIllinois 
BROOKLYN—New York 
NEWARK—New Jersey 






Straight or Mixed. 
Carload Shipments 


DOORS-- PLYWOOD 
JANE FRAMES~-MOULDINGS 

Mbeerytgg SASH and GLASS 

0 THE WALL BOARDS 
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Fast Courteous Service by Truck and Train 


PACIFIC MUTUAL DOOR CO. 


ACOMA, WASHINGTON 
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THE LUMBERMAN POET 








The Old Tree 


There was a tree that stood beside 
A little house, and helped to hide 
It from the weather; 
And there the village and the tree, 
A garden and a family 
Grew up together. 


Well, as they will, the children strayed, 

But through the years the old tree stayed 
Beside the portal; 

And every spring the robins came 

And found the old tree still the same— 
But not a mortal. 


-Then far away one day a son 

Grew weary of the wealth he won; 
One day a daughter 

Stood by a window far away 

And saw the tree, still green, yet gray, 
Across the water. 


And then one day they both came home, 
The daughter from across the foam, 
The son from travel. 
There was an auto in the street, 
The footsteps of familiar feet 
Upon the gravel. 


A father heard them at the door, 

A mother heard them e’en before, 
Their own returning; 

And that same night the old tree fell; 

Its wait was over, all things well, 
And done its yearning. 


Many requests for reprints of Douglas Mal- 
loch’s poems are received and sometimes are 
hard to identify. One of these recently asked 
for the poem “An Old Tree Fell Last Night,” 
and another for “the poem he wrote on the 
return of his daughter from abroad.” We fail 
to find any that exactly fits either description 
and after lengthy search have decided that the 
above is probably the one meant by both, 
though so differently expressed. At any rate 
this is one of those rare, sweet, simple poems 
that are considered among the Lumberman 
Poet’s best, and we know it will be re-read 
with pleasure. The rhythm of this poem is 
particularly charming. 





Poet's Epigrams 


“Often you can have your way by 
adopting the other fellow’s.” 


“There are two things you can’t hurry; 
a crosscut saw and a woman.” 


Tribute to Veteran Lumberman 


Among the guests at the recent luncheon 
given J. P. McGoldrick, veteran Spokane 
lumberman, by a group of business associates 
on the occasion of his 79th birthday, was B. H. 
(Ben) Hornby, of Dover, Idaho, one of the 
old-time lumber opera- 
tors of the Inland Em- 
pire. Mr. and Mrs. 
Hornby have been in 
the habit of giving a 
Christmas Eve party to 
the children of their 
town for the past 





J. P. McGOLDRICK 
Spokane, Wash. 





twenty years or more, 
but because of ill health 
they have had to give 
it up for the last few 
years. The McGoldrick 
birthday party is an- 
other of those happy 
little gatherings which 
Mr. Hornby has been 
instrumental in arrang- 
ing and his old friends were delighted to get 
into touch with him again. At the luncheon the 
following poetical tribute, composed jointly by 





Mr. and Mrs. Hornby, was presented to Mr. ~ 


McGoldrick : 
DepIcATED TO J. P. McGotpricx, On His 79th 
BrrTHDAY, DECEMBER 17, 1938 


Another year has rolled around, 
Again we greet a man renowned 

From New York State to Puget Sound, 
For honesty“and business sense, 
Success has been his recompense. 

He’s lived to see his business grown, 
So everywhere his name is known, 

As one who deals both fair and square, 
And is respected everywhere. 


Tho’ he has known vicissitude, 

He never changed his. attitude 
Toward all his fellow men, 

That has endeared himself to them. 
This company has met today, 

To celebrate his natal day. 

Let us offer up a toast, 

To him whose friendship we can boast. 
Drink heartily and deep to him, 

The man we honor, Good Old Jim! 


—Composed by Mr. and Mrs. B. H. Hornby. 





Want Surplus Oranges Shipped 
in Wood Boxes 


San Francisco, Cauir., Jan. 7.—Shipment 
of proposed purchases of California oranges in 
cotton bags manufactured from Government- 
owned cotton, by the Federal Surplus Commodi- 
ties Corp., is being strongly protested by the 
State’s wooden box interests and the railroads. 


It is reported that approximately $8 million 
worth of California oranges will be purchased. 
If bags are used, manufacturers of wooden 
boxes serving California shippers will lose the 
sale of between six and seven million citrus 
boxes, thus involving the loss of about 40,000 
man-days of employment in the wooden box 
industry. 

_ The National Wooden Box Association and 
its Pacific Division are making every effort to 
have the Federal Surplus Commodities Corp. 
change its order so that shipments of California 
oranges will be made in the standard wooden 


box. The railroads that will transport these 
purchases are opposed to the use of bags, and 
are doing everything they can to have the order 
changed. 





Is Your Percentage Due to Be 
Better in 19397 


We hope so—as far as profit is concerned— 
but as far as the Question and Answer Depart- 
ment is concerned, we aren’t going to make 
them any easier. Here goes for the first of 
the year: 1. What large city in the U. S. 
is completely surrounded by another city? 
2. Where is America’s most elaborate high 
school? 3. Two trains each 88 yards long, 
traveling 30 miles per hour; pass each other 
in what length of time? 4. Is the highest horse 
jump on record over or under 8 ft.? You 
will find the correct answers on one of the 
classified pages. No fair looking until you have 
given up guessing and trying to figure each 
one out. 









Lumber Marked “20” 
is 0. K. in Every Way. 
It is from the Mills of 





Careful lumber buyers all over the country continue 
to show preference for Booth-Kelly Lumber. {+ is 
because this lumber is always all right and always 
gives satisfaction. It bears the mark of "20," the 


‘Booth-Kelly pledge of superior quality and careful 


precision manufacture; also it bears the marks of 
the West Coast Lumbermens Assn. and the National 
Lumber Mfrs. Assn., guarantees of proper grading. 
Our Mixed Car Service helps you maintain well- 
rounded assortments with minimum investment. 
BIG VALUE is what you give your customers when 
you supply them with Booth-Kelly Certified Lumber. 


DOUGLAS FIR 


Dimension Flooring Ceiling 
Drop Siding Finish Stepping 
Mouldings Casing Base, ete. 


We are headquarters for Association Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 


otletoll 


TWO MILLS—SPRINGFIELD & WENDLING, ORE. 
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Make a Sale --- 
Where No Sale Before 


You can't sell lumber to a plaster or tile 
contractor—nor tile and plaster to a prospect 
who dislikes wet-wall muss and fuss. But for 
remodelling and new model homes you can 
sell modern, up-to-the-vogue, dry-wall, per- 
manent-finish, gleaming, colorful 


GIBBS BOARDTILE 


This wood prod- 
uct wall and 
finish is worked 
"| like lumber, 
economically 
applied by any 
carpenter with a 
saw, plane and 
hammer. 





You'll profit by 
offering Gibbs 
Boardtile. Eigh- 
teen plain col- 
ors and tile, 
marble and 
wood - grain ef- 
fects. Use with 
or without the 
new extruded metal mouldings so perfect 
for modernistic designing that calls for nar- 
row, solid decorative lines. Use our planning 
department for estimates, layouts, sugges- 
tions. Write for color chart. 


GIBBS BOARDTILE CORPORATION 


636 N. Aberdeen Street, CHICAGO 











FLOORIN G 


Our new flooring plant is equipped 
with the most improved type machines. 
You'll appreciate the better manufacture 
and superior quality of WELLS Flooring. 
Try a car now at low prices. 


SIWWELLS 


LUMBER COMPANY 








HOTEL BENSON 


PORTLAND 
OREGON'S 


Distinctive Hotel 


Centrally lo- 
cated. Aijr condi- 
tioned dining 
rooms. Unexcelled 
cuisine. 


All rooms with 
bath. Reasonable 
rates. 


R. K. KELLER 
and W. E. BOYD, 


Managing Directors 


ROSS FINNEGAN, 
Manager 
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Offers Free Plans for Farm Buildings 


Koxomo, Inp., Jan. 9.—The Continental 
Steel Corp., with general offices here, pro- 
ducer of eighty-three steel products for the 
farm and home, has just announced a modern, 
economical farm buildings plan service as a 
free business builder for its dealers who serve 
farmers. 

A broadside announcing the plan book, pre- 
pared by a leading architect of farm structures, 
will be sent to farmers in every 
locality where there is a Contin- 
ental dealer. Each dealer has the 
privilege of making up his own mail- 
ing list. The broadside contains a 
mailing card which the farmer uses 
to order the plan book, “Practical 





The Continental plan book for farm 
buildings—the most complete, modern 
and practical of its type now available 








Plans for Modern Farm Buildings.” 
It offers the farmer complete in- 
formation as to the utility of Con- 
tinental’s products; simple directions 
for applying galvanized steel sheets; 
gives elevations and floor plans for 
seventeen practical farm buildings 
of the type which the farmer can 
build himself; lists general informa- 
tion about farm buildings; and contains a 
mailing card on which the farmer orders the 
plans he wishes to use. 

The card also has space for a notation of 
when the farmer intends to build and if he 
has any old buildings which he intends to re- 
roof or repair. The desired plans and the 
card are sent to the dealers office and the 





farmer has to call for them there. When the 
farmer receives his plans, complete bill of 
materials, etc., the dealer is in a position to 
sell him all of the Continental materials he 
will need, as well as the lumber, cement, nails, 
wire cloth, insulation, hinges, locks, tools, etc. 

This allows the lumber yard to make a 
one-stop economical sale. Sales-minded Con- 
tinental dealers and prospective dealers have 








MODERN 
FARM BUILDINGS 


the opportunity to obtain a sample set of all 
of the plans in advance, figure the cost of each 
bill of materials and talk “turkey” as to the 
cost the minute the farmer calls for his plans. 
The reply cards forwarded to the dealer give 
him advance information of the plans in 
question, bill of materials, and the date the 
building is to be erected. 


News of Export Trade 


European Hardwood Buyers 
Cautious Because of War 


Clouds 


Boston, Mass., Jan. 9.—Fred Gillespie, son 
of his father of the same name, who has long 
been identified with the Boston lumber market, 
returned to the head office of Atlantic Lumber 
Co. two days before Christmas from a three 
months tour of the hardwood consuming cen- 
ters of Great Britain and the Continent, and, 
while he booked some nice orders for Appa- 
lachian and southern hardwoods to be shipped 
from the five large plants of the company, he 
found the English buyers quite cautious in mak- 
ing new commitments, by reason of wars and 
rumors of more wars at all European centers. 
He makes this selling trip to Europe once or 
twice each year, and on this particular occa- 
sion he had few experiences out of the or- 
dinary routine. One of these was a requirement 
that, while in England, part of his travelling 
equipment must be a gas mask. He resented 
this precautionary requirement as needless, but 
complied. 

In all countries on both sides of the English 
Channel he found hardwood stocks well below 
normal. Consumption through 1938 had been 
well below the average of recent years, but 
well informed circles expected a real increase 
through the current year. 

T. H. McHugh, president of Atlantic Lum- 
ber Co., informed the writer that all five plants 
of the company were in operation, and that the 
chief problem of the immediate future was to 
bring market prices for the product into line 
with costs under the new wage-and-hour law. 
He feels that the law has much in its favor, 
for at least 75 percent of the common labor 
in those mill sections has been paid under the 
25 cents per hour minimum. This means a 


higher cost of production and, as f.o.b. mill 
prices for the lumber during the past year had 
not yielded cost to the operators, the problem of 
bringing selling prices into line with these 
higher costs is a real one. He feels sure that 
the larger operators in the South will follow 
the new law to the letter. With war clouds 
still hanging over Europe, buying of hardwoods 
there would be halted should a real clash de- 
velop, and such an outbreak would also affect 
domestic American markets. In a broad way, 
Europeans can worry along without American 
hardwoods. 


4 Million Feet of Big Timbers 
Loaded for Europe 


Tacoma, WasH., Jan. 7.—Nearly an entire 
shipload of big western Washington Douglas 
fir squares and timbers is being loaded for 
delivery at Rotterdam. The timbers occupied 
more than thirty railroad cars when they were 
shipped from the Morton-Mineral district, 
southeast of here. The shipment totals approxi- 
mately 4,000,000 feet. 








Europe's October Exports 


Brusse_s, Betcium, Dec. 23.—Although the 
turnover between European exporters of sawn 
goods and the Western European buyers has 
shown the customary seasonal decline, no reduc- 
tion in prices has been observed; as a matter 
of fact the prices for white wood continued to 
rise, says the Comite Internatioal du Bois in 
its monthly Bulletin. Proposal for reduction 
of quotas to 2,903,000 standards for 1939, 
made at the European Timber Exporters Con- 
vention held in Stockholm last November, 
strongly influenced this strengthening of the 
market. In view of the quota reduction, as well 
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as depletion of stocks in importing countries, the 

outlook for 1939 is considered good. October 

exports of individual countries were as follows: 
Exports of 





Total Sawn Softwood, In- 
Exports cluding Boxboards 
Country in Cubic Cubic 
of Origin— Metrest Metres} Standardst 
Norway ...... 21,592 13,750 2,943 
Sweden ...... 408,999 355,147 76,016 
PINIBRE 22.6660 868,755 550,030 117,729 
Ln ee 938,678 625,763 133,939 
Esthonia 29,7381 21,487 4,599 
Po er 183,237 63,203 13,528 
Lithuania ..... 28,447 12,072 2,584 
eee 244,761 89,048 9,060 
Czechoslovakia. 158,477¢ 28,340* 6,066* 
Austria 
(Germany).. 6,135 434 93 
Yugoslavia 127,609 76,224 16,315 
Rumania ...... 146,115 99,873 21,377 
Total 3,162,536 1,935,371 414,249 
tSeptember. 
*October. 
tCubic meter equals 424 board feet, and 


standard equals 1,980 board feet. 





Europeans Ratify Quotas 


BrusseEts, BeLcium, Dec. 21.—All the mem- 
ber organizations of the European Timber Ex- 
porters’ Convention have now ratified the 1939 
quotas proposed at the Stockholm meeting, re- 
serving the right, as hitherto, to make altera- 
tions if found necessary. Quotas are as follows: 


Standards 
CL et oN 804,000 
MT Dick OPsiedin Osco wet hat 760,000 
SIND, “anes ori-05% Wha S G av awa eae TOE 656,000 
I a tls cs 9, cies Sone -svaicncelehs Sreieiae 250,400 
ae rary iy aan 196,800 
IN, nat ghee att cave esieie ae 134,400 
MII ishcciets. Fare Fak Sas cou etn 101,600 

NI Soe ics bi oncs leper hate daca aaa an 2,903,200 


American fiumberman 
Exports Yellow Birch 


St. Joun, N. B., Jan. 9.—Heavy shipments 
of yellow birch from Maine, as well as New 
Brunswick, are being made from here. The 
first shipment of yellow birch from Aroostook 
County, Maine, about 100,000 feet, will leave 
within the next few days. Upward of 1,000,000 
feet will be shipped from St. John during the 
season. 





Fence Manufacturer Holds 50th 
Sales Convention 


Peoria, Itxt., Jan. 9.—Celebrating its 50th 
Anniversary, the Keystone Steel & Wire Co. 
of Peoria, Ill., gathered its entire sales force 
here during December for one of the most suc- 
cessful sales conventions of its history. The 
keynote of the meeting was the 50th Anniver- 
sary sales and advertising campaign opening 
this month. 

History of the Keystone Steel & Wire Co., 
was traced from the first crude, hand-made 
fence weaving machine invented by Peter Som- 
mer in 1889. Housed in a little frame shed on 
an Illinois farm, it was the first Keystone fac- 
tory. Fifty years of fence making have seen it 
grow to the largest independent steel and wire 
mills in the world. 


Advertising plans for the Spring season were 
presented, showing how the 50th Anniversary 
theme is to be carried out in farm paper, radio, 
direct mail, trade paper and all advertising 
media. Highlight of the three-day session was 
the founders day banquet held when the sales 
force was joined by a large delegation from 
the Keystone plant and offices. 





Looks as 


Conservation- 
ists, often misguided 
although sincere, per- 
ennially raise a hue 
and cry about the cut- 
ting of forests, and 
term the lumberman a 
“devastator.” Some of 
these people have 
spoken of lumbering 
s “timber mining.” It 
seems strange that 
more of these good 
people do not drive 
out into the timber 
districts and see for 
themselves what actu- 
ally is happening. The 
accompanying photo- 


graphs show the vivid 
contrast between min- 
ing and harvesting a 
timber crop. 

This above is a real 





if Gold Miner ls 


‘Devastator: 





valley, washing out all 
of the soil and com- 
pletely ruining it, and 
taking it off the tax 
rolls. for the next 
thousand years. This 
is real devastation. 

The other photo- 
graph shows Califor- 
nia mountain slopes, 
too steep and rocky to 
permit ordinary farm- 
ing, where a lumber 
company is growing a 
new crop of pine tim- 
ber. In this process 
the soil is not dis- 
turbed, and rapidly, 
relatively speaking, 
produces another crop. 

Why is it the con- 
servationist rushes un- 
seeingly past the deso- 
lation of the mining 
operator, to condemn 
the man who is har- 
vesting his crop in 
such a way that future 
generations will in 
turn harvest the sec- 
ond crop? 


mining picture. The 
gold dredge in the 
background has turned 
upside down a beauti- 
ful, fertile California 
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THINK of this: The BEST of our 
high-quality Virgin Long Leaf 
—the CREAM of the log—goes 
into Dimension and Timbers. 
We save out no clears, That is 
the meaning of 


ZIMMERMAN QUALITY 


Here's lumber that's straight, strong, clean 
and bright. Able-bodied lumber, for use 
where loads must be supported and 
strains resisted. The kind of lumber that 
builds trade, holds trade and wins good 
profits. Why not order a shipment today? 
Straight Cars and Mixed Cars. Let us 
hear from you. 


JABENTLEY LUMBER QO. 


ZIMMERMAN. L4. 


AM-MEX SALES COMPANY 


INCORPORATED 


Lumber—Plywood—Tropical Hardwoods 
28 Church Street, Buffalo, N. Y. 
Specializing in 


PLYWOOD of every description 





Idaho— 


Ponderosa— 


California White 
and Sugar Pine 


WHITE PINE 


Also 
Fir Wallboard $723" 2", oducts 


William Schuette Company 
New York 


Office—4! East 42d St. PITTSBURGH, PA. 




















LEMIEUX BROS.,INC. 


FORESTERS — TIMBER ESTIMATORS 
APPRAISERS -—- CIVIL ENGINEERS 
410-11 Maritime Bidg. NEW ORLEANS, LA. 
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Here’s What's New 


Wood Product Dry-Wall Is Modern 


and Economical to Use 


The Gibbs Boardtile Corp., 636 N. Aberdeen 
St. Chicago, has just issued a color chart 
showing the eighteen plain colors and tile, mar- 
ble and wood-grain effects in which Gibbs 
Boardtile is available. This wood product wall 
and finish is worked like lumber and is easily 
applied by a carpenter with a saw, plane and 
hammer. Gleaming and colorful, Boardtile 
offers a permanent, dry-wall and finish which 
can be used with or without the new extruded 
metal moldings adapted to modernistic design- 
ing with its narrow, solid decorative lines. 
The color chart is available without obligation 
from the manufacturer. The Gibbs planning 
department offers a service including layouts, 
suggestions and estimates. 


Products and Sales Helps to Put 
"Life" in Paint Business 


The Boston Varnish Co., 950 Everett Station, 
Boston, Mass., through its Kyanize complete 
line of paints, offers products and sales helps 
designed to put “life” into the dealer’s paint 
business. Features of the company’s products. 
service and dealer co-operation, include modern 
floor display stands, window displays and coun- 
ter cards; paint demonstrations conducted by 
company trained men, etc. Dealers who have 
no Kyanize agent in their area are invited to 
write the company for details of the Kyanize 
exclusive agency plan. Those also interested 
in becoming more fully acquainted with 
Kyanize products should direct their inquiries 
to the company. There is no obligation. 


Truck and Trailer Regulations for All 
States Sent Gratis 


The Four Wheel Drive Auto Co., Clinton- 
ville, Wis., manufacturer of Four Wheel Drive 
Trucks since 1910, recently issued its handbook 
“Truck and Trailer Size and Weight Restric- 
tions for 1939.” The handbook is a ready 
reference of authoritative information on the 
regulations covering the size and weight restric- 
tions in each State in the Union. The company 
has compiled the road list in a similar form 
each year since 1933, and offers the handbook 
without cost to any lumberman who has need 
for it. All requests should be addressed direct 
to the company. 


"No Rust" Primer Saves Metal 


Surfaces 

The American Asphalt Paint Co., 43 E. Ohio 
St., Chicago, has just announced Valdura “No- 
Rust” Primer, a new paint product which, 
according to the manufacturer, eliminates the 
expense of sandblasting or cleaning rusty sur- 
faces to the bare metal before painting. Ap- 
plied directly over rust, the liquid primer is said 
to penetrate into the surface, surround each 
rusty particle and prevent further oxidization. 
It is believed that any top grade paint can be 
satisfactorily applied over the primer, although 
the manufacturer recommends that Valdura 
Aluminum or Valdura Asphalt paint be used 
as the finish coat. The primer is made from 
tung oil and other special sealing oils. Its 
greatest value is on metal surfaces which are 
inaccessible to sandblasting or require days of 
tedious wire brushing. Valdura primer has been 
applied on rusted tin, galvanized iron and rust 
pitted coatings and steel plate over a period of 
years. Applied to an old rusted tin roof in 
the fall of 1931, the primer, with a finish coat 
of Valdura Improved Asphalt paint, has kept 
the roof in good shape. A folder on the “No- 


Rust” primer may be obtained, without obliga- 
tion, from the company. 


Announces 50th Anniversary 
Catalog on Steel Fence 


The Keystone Steel & Wire Co., Peoria, IIl., 
is now observing its 50th anniversary of the 
manufacture of Red Brand fence. This “time- 
tested” fence is made of special rust-resisting 
copper bearing steel wire “galvannealed,” with 
an extra thick zinc alloy coating. Keystone 
has just issued its 50th anniversary dealer cata- 
log, which contains full information on Red 
Brand fence and Red Top steel posts. Dealers 
may obtain a copy of the catalog by addressing 
their requests to Dept. M of the company. 
There is no obligation. 


Inexpensive, Swing-Over Door Is 
Smooth-Acting 


The Coburn Trolley Track Co., 66 Canal St., 
Holyoke, Mass., manufacturer of dependable 
products since 1888, is now featuring swing- 
over door hardware with a standard set which 
fits in a garage door opening up to 8 ft. x 8 ft. 
Inasmuch as the door set is inexpensive and 
designed particularly for the large amount of 
moderate-priced construction now under way 
or planned, the dealer handling the door has 





a good field for repeat business. Sand in a 
weight box provides perfect counter-balance for 
the door, insuring smooth operation, said by the 
manufacturer to be equivalent to much higher- 
priced sets. The swing-over door set requires 
very little room for installation and operation 
and is so constructed as to give constant- 
smooth-acting service. Descriptive literature 
giving full information is available from the 
company. 


Chart Shows Thermal Properties of 
Frame Wall Construction 


The General Insulating & Manufacturing Co., 
Dept. A-3, Alexandria, Ind. producer of 
GIMCO rock wool, recently issued a large-size, 
illustrated wall chart under the heading of 
“Thermal Properties of Frame Walls.” This 
informative chart illustrates various standard 
kinds of wall construction and analyzes the 
insulation value of each. Four values for each 
type of construction are given: (1) conduc- 
tivity; (2) percent of heat that may be saved 
on walls by the particular insulation noted; (3) 
resistance of the wall to heat transmission, and 
(4) the surface temperature on outside walls 
with an inside temperature of 70 degrees and 





HUNDREDS of DEALERS are 
using the Low Cost Plans that 
are Published in Every Other 
Issue. ARE YOU? 
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an outside temperature of zero. Dealers, as 
well as their architects and contractors, find 
this handy chart most interesting and helpful 
in evaluating the efficiency of any wall con- 
struction, compared to the cost of a particular 
type of construction. Complimentary copies of 
this chart may be obtained from the company. 


Lead Head Nails Form Perfect 
Union with Roofing 


The Dickson Weatherproof Nail Co., Evans- 
ton, Ill., producer of lead head nails, recently 
announced a ring shank lead head nail which 
is designed to meet unusual conditions such as 
result from wind vibration and excessive heat 
expansion. Standard barbed nails have ample 
holding power under ordinary conditions, but 


my 
(_ 


the new ring shank nail has practically double 
the holding power and can be relied upon in 
most cases to hold roofing in place even to the 
point of depressing or dishing the sheet around 
the nail when lifting pressure is extreme. 
The company’s standard nail is_ suitable 
for use on corrugated, V-crimp, or any special 
“two-drain” style of sheet metal roofing. About 
90 percent of lead head nails used are 13%-in. 
in size. One pound of this size, 87 nails, is 
ample for laying 100 sq. ft. of roofing. All 
nails are No. 10 gauge. Complete details as 
to various sizes, correct types to be used, etc., 
may be had without obligation from the manu- 
facturer. 


Three-Point. Program Tells Way to 
Secure Winter Business 


The United States Gypsum Co., 300 W. 
Adams St., Chicago, has just announced a 
three-point program for the dealer, designed to 
enable him to turn the less active period of 
the year into one of busy and profitable oper- 
ation. The program includes a sales and adver- 
tising plan especially adapted for contractor- 
dealer use in the sale of Sheetrock wallboard 
for inside jobs; a monthly payment plan which 
makes paying for remodeling as easy as buying 
a new car. Remodeling with recessed-edge 
Sheetrock and the use of Perf-A-Tape, as 
advocated by the U. S. Gypsum Co., provides 
material to convert unused and ugly spaces 
into rooms of utility and beauty. Dealers are 
invited to write to the company for a sample 
of the book “How to Keep Busy with Inside 
Jobs This Winter.” An order blank will 
accompany the booklet so that the dealer may 
request a supply of the books for distribution. 
There is no obligation. 


( 


Paint Company Announces Two 
New Products 


The Foy Paint Co. (Inc.), Cincinnati, Ohio, 
maker of quality paints for over a quarter 
of a century, recently announced two products 
as paint sales leaders for 1939. These are 
Foy’s enamelized house paint and Foy’s ex- 
terior white primer. The enamelized house 
paint, the result of years of manufacturing 
experience, careful study, and exhaustive re- 
search, is said by the manufacturer to produce 


-a smooth, lustrous surface which resists soilage, 


checking, cracking, sun and water. It is avail- 
able in 24 colors as well as a brilliant white. 
The exterior white primer is cited by the manu- 
facturer as a primer which forms a positive 
bond between under-surface and paint. Said 
to possess unusual adhesive qualities, it is 
recommended for use over wood or concrete. 
Details on complete line of Foy products, as 
well as the securing of a franchise, may be 
secured upon application to the manufacturer. 
There is no obligation. 
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Lumber Rate War Seems 
Apparent 


Mempuis, TENN., Jan. 9.—Close on the heels 
of announcement by the National Lumber Ex- 
porters Association that it had arranged for 
February steamship space from Mobile and 
New Orleans to London to accommodate 100 
carloads of hardwood lumber at a rate not to 
exceed 35 cents per 100 pounds, heavy basis, 
the various steamship conferences on the gulf, 
South Atlantic and North Atlantic announced 
lowering of their rate for the balance of Janu- 
ary on shipments to London to 30 cents, heavy 
basis, a reduction of 10 cents. The 30 cent 
rate of the conferences will apply only in favor 
of shippers who have closed contracts, it being 
understood that the non-contract rate of the 
conferences will not be reduced. 

With the North Atlantic, South Atlantic and 
gulf conferences making a 30 cent contract rate 
to London through January whereas the Na- 
tional Lumber Exporters Association space 
arrangement calls for a first half February sail- 
ing to London, it becomes apparent that the 
hardwood lumber rate controversy is openly 
becoming a rate war between the lumber ship- 
pers on one hand and the steamship conferences 
on the other. 

On wagon oak planks the conferences have 
reduced their rate $4 per 1,000 feet. 





Tells Hardwood Exporters of 
Benefits of Contract System 


New ORLEANS, Jan. 9.—Utilization of the 
contract rate system between the steamship 
Conferences and shippers of hardwoods, as well 
as of other commodities, has proven beneficial 
for exporters, in that certainty of rates and 
services enables the Gulf exporters to compete 
on equal terms with those in other districts 
and countries’, declared I. M. Griffin, chairman 
of the Gulf-United Kingdom and the Gulf- 
French Atlantic Hamburg Range _ steamship 
Conferences. Mr. Griffin’s statement was made 
in connection with negotiations between com- 
mittees representing the Conference lines and 
the National Lumber Exporters’ Association. 


While no agreement has been reached di- 
rectly between the two organizations, the Con- 
ference lines have tendered exclusive-user con- 
tracts to hardwood shippers for 1939, based on 
December, 1938, rates, and subsequently reduced 
the Antwerp/Ghent rate on hardwoods to 35 
cents per 100 pounds, basis heavy hardwoods, 
to protect contract users from competition. The 
reduction extends through Feb. 28. 


The contract tendered the hardwood shippers 
is that utilized through 1938, except for some 
clarification of Clause 1, and the action fol- 
lowed extension of 1938 contracts by the North 
Atlantic hardwood shippers, and the South At- 
lantic Steamship Conference. In the case of all 
three Conference groups, the rate fixed was 40 
cents, basis heavy- hardwoods. In the case of 
the North Atlantic group, the extension of an- 
nual contracts is automatic in the absence of 
notification of intention to cancel at the end of 
each period. 


The first meeting to discuss the extension of 
contracts for the 1939 period was held in New 
Orleans on Nov. 21. Hardwood exporter rep- 
resentatives included Chas. C. Dickinson, chair- 
man of the traffic committee for the National 
Lumber Exporters’ Association; L. A. Mizener, 
sales manager of Chicago Mill & Lumber Co., 
Chicago; Lee Robinson, president of Mobile 
River Saw Mill Co., Mt. Vernon, Ala.; Dave 
C. Johnson, president of Tendal Lumber Co., 
Waverly, La.; Douglas F. Heuer, of Memphis, 
secretary of the association; and, A. E. Hege- 
wisch, of New Orleans, secretary of the Amer- 
ican Hardwood Exporters (Inc.). Members 
of the steamship Conferences attended. 

A second meeting was held in Jackson, Miss., 
on Dec. 15, subsequent to which negotiations 
were continued through correspondence. 
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Among the Lumbermen’s Clubs 


Southwest Hardwood Club to Elect 


[Special telegram to AMERICAN LuUMBERMAN] 
New Orteans, La., Jan. 11.— Election of 
officers and trade discussion will feature the 
annual meeting here, Jan. 17, of the South- 
western Hardwood Manufacturers’ Club, ac- 

cording to Walter W. Kellogg, president. 


Sales Cldb Oleeunis Market 


Ba.timoreE, Mp., Jan. 10.—The Baltimore & 
Washington Lumber Sales Club at its monthly 
session, held last evening in the Longfellow 
Hotel here, discussed trade conditions. A 
number of members in general manifested a 
hopeful tone. Among those present was E. 
Morrison, who represents the Putnam Lumber 
Co., of Shamrock, Fla., in Philadelphia. 








Sliver Club Reviews Long Record 


Boston, Mass., Jan. 11.— Forty-five mem- 
bers of the Sliver Club attended the annual 
meeting held last evening at the University 
Club, with Edward (Ted) Richardson, presi- 
dent, in the chair. This golf club was organ- 
ized in 1912 and has fifty-seven listed mem- 
bers. Secretary Norman Mason of North 
Chelmsford, reviewed the activities of the past 
year. There had been eleven tournaments. 
Season prizes had been won as follows: 1st 
low net for the year—Robert J. Stocker; 2nd 
low gross—Howard B. Lovell, of Brockway- 
Smith-Haigh-Lovell Co.; 3rd prize to runner- 
up—C. E. Lindstrom; President’s cup for low 
average net for the season—C. E. Lindstrom; 
H. C. Philbrick trophy for low average gross 
—Harry I. Reed, of Elhide Co.; The Howard 
C. Morse Memorial trophy—Howard Lovell. 

Officers were chosen as follows: President— 


C. E. Lindstrom, local representative the 
Weyerhaeuser Sales Co.; secretary and treas- 
urer—Norman Mason; executive committee— 
C. P. Woodworth, Woodstock Lumber Co., 
Boston, Chester Pope, Beverly, Sheldon Rob- 
inson, Sanders Lumber Co., Taunton. 

Will Fuller, of Brighton, a former president, 
followed with an historical outline of the origin 
and subsequent activities of the Club. Three 
of the founders—Mr. Fuller, Harry C. Phil- 
brick and George Todd—were present and were 
cordially greeted. At the conclusion of Mr. 
Fuller’s review, he was appointed as perma- 
nent historian of the Club. 


Hoo-Hoo School Studies Wood 
Finishing 

WasuHincron, D. C., Jan. 10.—The “school” 
for lumbermen sponsored by the Hoo-Hoo 
Club No. 99, of the national capital, held its 
third session this season, at the Continental 
Hotel there on the evening of Jan. 4 and up- 
wards of fifty “students” listened to Phillips 
A. Hayward, chief of the Forest Products Di- 
vision of the Department of Commerce, dis- 
course on the finishing and treatment of woods. 
He also outlined the latest ideas on fire-proof- 
ing. The “students” asked many questions, 
which Mr. Hayward proceeded to answer. 
Literature on the subjects was distributed. 
There was the usual dinner. Herbert Galliher, 
of the H. P. Galliher Lumber Co., Clarendon, 
Va., presided. 





CLAIMS PAID by the railroads of the United 
States and Canada in the first nine months of 
1938 as a result of loss and damage to freight 
shipments totaled $16,553,431, or a decrease of 
seven percent compared with the corresponding 
period in 1937, 
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Order a set of our Planer and Jointer Knives and see 
how they compare under actual service conditions. 


Send us a paper pattern with dimensions and kind of 
wood to be worked. We will quote you at once and 
give you earliest date of delivery. 


[High Speed Steel Knives and Moulding Cutters for the Woodworking Industry] 





TAYLOR, STILES & COMPANY -- riecetsvitte, N. 1. 


WESTERN AGENTS: Hall & Brown 





W. W. Machine Co., St. Louis, Mo. 





ALABAMA RIVER 


LUMBER COMPANY, 
Montgomery, Ala. 





Long Leaf and Short Leaf. 














| Members, Southern Pine Ass’n. 


| Let us show you Quality and Service that will merit your 
repeat orders for kiln dried or air dried Dowicide-treated 


Dipped, Eased Edge Dimension, No. 1 and No. 2 Common, 
Flooring, Ceiling. Siding, Finish, Boards, Railroad and Car 
Material—mixed or straight cars. | 


Address all Correspondence to Montgomery, Ala. 


COOSA RIVER. 


LUMBER CORP. 
Wetumpka, Ala. 





























MANUFACTURERS OF 


LONG LEAF and SHORT LEAF YELLOW PINE 
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Is Your 
Long Leaf Stock 
Running Short? 
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Don't let any lumber business get away 
from you for want of ample supplies. Be 
ready with plenty of Wier Long Leaf to 
take care of your community's building 
needs. This long-lasting lumber, so sturdy 
and strong, is THE lumber for all structural 
uses, from foundation to roof boards. At 
the Wier mills complete modern facilities 
insure the best in machining and work- 
manship—Long Leaf of surpassing quality] 


|WIER LONG LEAF 


| LUMBER CO. 
| HOUSTON. TEXAS 








wilice Wiergate.Texas. 








Appalachian 


HARDWOODS 


Lumber of distinguished 
beauty and serviceabilty 
We specialize in Oak and Poplar. 
Soft-textured high-quality Appal- 
achian lumber, well-manufactured. 


Careful attention to inquiries and 
orders. Let us hear from you. 


WILDERNESS 
LUMBER CO. 


NALLEN, W. VA. 


NDUSTRIA 


ELIZABETH, LOUISIANA 








{YELLOW PINE 


Timbers, chemically treated to 
prevent stain. 








Eased Edge Dimension 


Complete line of kiln dried 
Yard and Shed Stock 








American fiumherman 
Market News from Am/eé' 


Seattle, Wash. 


WEST COAST WOODS—RAIL—This mar- 
ket has been very quiet. Mills have good 
order files, and are holding firm on prices. 
Line-yard business is over and the next 
surge of buying should come from independ- 
ent retail yards. Lack of railroad buying 
keeps volume low. 


INTERCOASTAL—Volume is fair. Asking 
prices here are firm, but the trade is not ac- 
cepting them, or else is doing so reluctantly. 
Mills are booked close to capacity for Janu- 
ary. Present volume is fair. 


CALIFORNIA—Buying is somewhat slug- 
gish. Prices are soft. 


EXPORT—AIl consuming centers are quiet. 
A little inquiry comes from United Kingdom 
and South America. Some orders for North 
China come from non-Oriental firms. Japa- 
nese buying is quiet. South Africa is the 
most encouraging market. Buyers in South 
America are trying to beat prices down. 


SHINGLES—This market is definitely 
softer. Perfections and royals are quoted 
from 5 to 10 cents less. Orders, production 
and stocks all dropped considerably over the 
holidays. 


SPRUCE—Japanese buying is steady and 
runs about 50,000 feet a month. China, too, 
is buying some spruce. United Kingdom con- 
tinues to be the principal market, orders 
being contracted three to six months ahead. 
France, Italy, Norway and Sweden are in- 
termittent buyers. Of spruce sales, 25 per- 
cent are of airplane stock; the rest is used 
for trim, finish, shipbuilding and other uses. 


San Francisco, Calif. 


BUILDING—Authorized building construc- 
tion in San Francisco during 1938, valued at 
$23,232,331, was the greatest since 1929, when 
$33,000,000 worth was undertaken; 8,061 per- 
mits showed value of $23,232,331, as com- 
pared with 7,807 permits for $20,245,440 the 
previous year. Worlds Fair construction dur- 
ing 1938 amounted to $3,785,697; in 1936 it 
was $2,951,514, and in 1937, $950,738. The 
number of homes to be constructed during 
1939 will pass the 2,000 mark, and reach $15,- 
000,000 in value, according to a prediction 
of the Construction Industries Section of the 
Chamber of Commerce. 


LUMBER CHARTERS—Volume of charter- 
ing for December was well maintained. Rates 
are decidedly firm, with tonnage for prompt 
positions scarce, according to General Steam- 
ship Corp. In December, 18 vessels were 
fixed for lumber cargo, compared with 32 in 
November, and 18 in December, 1937. Nine 
of the fixtures were from British Columbia 
ports, five from North Pacific ports, two from 
Pacific Coast ports, one from Puget Sound 
and one from Columbia River/Puget Sound. 
Of the December fixtures, 10 were completed 
with wheat and general cargo. At the end 
of the month, for the Japan trade, the Trans- 
Pacific Conference Lines reduced rates on 
large squares from $12.50 to $12, on bolts 
from $14.50 to $14, on logs from $16.50 to 
$16. Prompt vessels, however, were reported 
to be accepting $10.50 on squares and $13.50 
on logs under permission of the Conference. 
Liner rates on lumber and logs to China re- 
main open with the exception of Hongkong. 
China rates are reported to be around $9.50 
on lumber and $13.50 on logs, with about 50 
cents more per thousand feet for North China 
ports. Several vessels have been fixed on 
lumpsum f.i.o. which will work out at some- 
what lower freight rates. To United King- 
dom-Continent, liners continue to book at 
Conference rates of 55 shillings United King- 
dom, 60 shillings Continental ports. Several 
vessels have been fixed for Australia, all ex- 
pected to load the major portion of their 
cargo in British Columbia. Liner rates are 
in the neighborhood of $9 to $10 per thousand 
feet. The intercoastal trade has been fairly 
active, and liners employed therein are re- 
ported to be booking lumber at the Confer- 
ence rate of $14. 


LUMBER RECEIPTS—Lumber receipts at 
San Francisco from interior points totaled 
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6,420,000 feet in December, 1938, compared 
with 6,690,000 feet in November, and 7,013,000 
feet in December, 1937. 


REDWOOD—A pick-up is noticeable in 
eastern business. The western market is 
slow because of inventory taking. Mill stocks 
are generally in pretty good position. Some 
gain in export demand for tank and vat 
stock is expected, notably in Australia and 
New Zealand. 


DOUGLAS FIR—tThe local market is quiet, 
with prices holding at current low levels. 
Yard stocks here are not believed to be too 
high. 


Tacoma, Wash. 


WEST COAST WOODS—Operators gener- 
ally are overhauling plants in preparation 
for an improved volume of business. Active 
plants are building up stocks. Reports are 
current here that the Chinese market may 
show some improvement this spring, but that 
the Japanese outlook is still doubtful. Inter- 
coastal operators believe on the whole that 
the outlook is fairly encouraging. Indications 
are that the east coast market probably will 
not pick up appreciably until weather condi- 
tions there improve. 


Portland, Ore. 


WEST COAST WOODS—The market in this 
territory is moderately active, production is 
being resumed after holiday curtailment, and 
prices are steady and mostly unchanged. 


INTERCOASTAL—East coast buyers have 
shown some tendency to resist current prices, 
but inquiries have been liberal. Volume of 
orders placed is fair. 


CALIFORNIA—Inquiries have been liberal, 
but resistance to prices is apparent. It is 
reported here, however, that a very substan- 
tial amount of late winter and early spring 
business is expected. 


EXPORT—Demand is lighter. The United 
Kingdom, which bought heavily for a time, 
taking a large amount of clears, is less in- 
terested, perhaps because of the large volume 
already taken, and the recent stiffening of 
prices. Other export business is limited. 


NEARBY, RAIL AND LOCAL-—tThese divi- 
sions of the market are reasonably active, 
though rail orders are seasonally slack. There 
are indications of considerable new business 
throughout the Northwest, with building 
promising to hit the fastest pace in months 
as the season advances. 


Kansas City, Mo. 


SOUTHWEST MARKET—Demand for vir- 
tually all kinds of lumber showed a pick-up 
with the start of the new year, though buy- 
ing was not exceptionally heavy. Stocks are 
badly broken and it is difficult to fill mixed 
orders. Yards which had let their inven- 
tories dwindle prior to the end of the year 
were in the market for supplies. Prices were 
steady, recent advances being held. Some 
mills, however, brought price lists down into 
line with actual selling prices. Some lists of 
larger mills had been as much as $1 to $2 
higher than selling prices. 


SOUTHERN PINE—A good inquiry for 
boards and dimension was reported last week. 
There was some effort to raise prices. Stocks 
of Nos. 2 and 8 boards at the larger mills 
were badly broken. Surplus items were hard 
to find, despite the fact that the weather has 
been open and mills have been able to in- 
-crease operations. 

WESTERN PINES—The feature of the 
market has been the expanded demand for 
Ponderosa. Line yards in this vicinity re- 
port that buying has been so brisk that mills 
have been turning back orders. Recent ad- 
vances of $1.50@3 on No. 3 common and $2@4 
on No. 2 have held. Stocks are scarce. Some 
of the mills which have been down for sev- 
eral weeks, reopened last week. 


OAK FLOORING—Business was light in 
the last two weeks, but prices were stronger. 
Shipments and orders were fairly large, and 
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it was believed that substantial reductions 
in inventories are in order in the next few 
weeks. 


HARDWOOD—Anticipated heavy buying on 
the part of furniture manufacturers stimu- 
lated interest in the hardwood market last 
week. With the furniture shows starting 
later than usual, buying has been delayed 
about a week. Stocks are ample. Mills are 
holding for higher prices. 


DOUGLAS FIR—Some mills that have been 
quoting lower on Nos. 1 and 2 common have 
advanced their prices, while some that quoted 
higher prices have readjusted them down- 
ward, the result being a general leveling of 
lists. Mill stocks of nearly all yard items, 
with the exception of 6-inch C & D, are in 
good assortment. 


SHINGLES—An advance of about 5 cents 
a square was reported in the shingle market 
last week. No. 1 16-inch and Nos. 2 and 3 
18-inch items were the most actively sought. 
Mills reopened after being down for several 
weeks. 


Minneapolis, Minn. 


NORTHERN PINE—Head of the Lakes 
manufacturers report sales and shipments in 
surprisingly large volume for this season. 
Retailers have not yet begun laying in mate- 
rial for the spring trade as compared with 
1937, production in 1938 declined more than 
40 percent, but sales diminished by only 
about 23 percent; whereas in 1937 production 
exceeded sales by nearly 30 percent, 1938 
sales were larger than output. Mill stocks 
are therefore smaller than they were a year 
ago at this time, and many items are in short 
supply. Prices are firm at levels established 
months ago. 

NORTHERN WHITE CEDAR—Because of 
the large carry-over of stock from 1938 opera- 
tions, production is starting on a small scale 
in the north woods this year. Comparatively 
light demand for railway ties is also a fac- 
tor in the curtailment of woods operations, 
This is normally the season of light demand 
for posts and poles. Prices are holding firm. 


MILLWORK—There is little activity among 
sash and door factories of the Twin Cities 
and Duluth. There is every indication, how- 
ever, of an early advance in prices. 


Jacksonville, Fla. 


SOUTHEASTERN TRADE—January opened 
with good inquiries for southern pine and sub- 
stantial bookings of new business. Activity 
in other species was less notable. Some pine 
mills are expected to start double-shifts in 
the near future and hardwood plants may 
have to increase production. Major factors 
in cypress report a substantial improvement 
in demand. Both longleaf and shortleaf are 
selling in good volume. No noticeable in- 
crease in pine prices has been reported re- 
cently. Domestic demand for hardwoods is 
very slack, according to most operators, In- 
ventories have been cut substantially by re- 
duced production, however. Export trade is 
very generally described as “dead” Demand 
continues good for cypress shingles and lath. 
Stocks of shingles are in fair condition, and 
there has been some improvement in the lath 
inventories, which were badly broken by 
heavy demand late last year. 


Birmingham, Ala. 


SOUTHERN PINE manufacturers in Ala- 
bama are enjoying a fairly full file of badly 
mixed orders, with prices at full list, and a 
good volume of inquiry is being received. In- 
dications are that prices will be advanced 
shortly. Many mills have marked up their 
lower grades, and a few their No. 1 and C 
and Bé&better. Practically all new school 
schedules include No. 1 and C rift or B&bet- 
ter rift flooring, so these grades are likely to 
be difficult to obtain. Locally, two housing 
projects, a large apartment and a hospital 
have to be provided for also. Demand for 
low grades continues active, and stocks of 
No. 3 common, in any working other than 
flooring 1x3- and 1x4-inch, are limited. 


HARDWOOD and cypress mills report some 


inquiry for all stock items, which are in good 
supply. Oak flooring mills are sticking pretty 
close to lists, which are 8 percent below 
Dec. 1 level. 


WESTERN WoOODS—Douglas fir distribu- 
tors report a fair inquiry, especially for such 
items as 2x4- and 6-inch, up to 40-foot. Red 
cedar shingles have gone off about 25 cents 
a square. Western pine mills report better 
demand from millwork plants, and Jan. 15 
marked prices up $2@7 above Dec. 1 level. 


Houston, Tex. 


SOUTHERN PINE—Demand has increased 
considerably. Prices are holding firm, and 
the mills expect increased business and ad- 
vances. While No. 1 dimension is plentiful 
at all mills, No. 2 is rather scarce, particu- 
larly 2x4-inch. No. 2 shiplap, 1x8-inch, is 
very scarce, with demand good. There is 
very little Nos. 2 and 3 lumber at the mills. 
Railroad inquiries, especially for siding and 
decking, have also picked up very materially, 
some good inquiries being out at present for 
car siding and decking. Shortleaf timbers 
have been specially strong, because of pur- 
chases by the creosoting firms. The export 
market continues good, with 30-cube longleaf 
timbers bringing $65, port. A number of 
special inquiries for export have been going 
the rounds the past few days. 


HARDW0OODS—Demand for practically all 
items is good. The market has shown 
strength. The furniture shows should create 
considerable business and result in price 
advances. Oak flooring demand is good, and 
prices hold firm. 


SHINGLES AND LATH—Buyers feel that 
prices are higher than they will be a little 
later, so sales volume has been disappoint- 
ing. Building consumption is active. Pine 
lath continue firm at $4@4.25 for No. 1, and 
$3.50@3.75 for No. 2; stocks are fair and 
demand good. 


Shreveport, La. 


SOUTHERN PINE—Reports indicate that 
the market is rather quiet, although the mills 
are booking orders somewhat more freely 
than they were a short time back, and there 
is considerable inquiry. Since the price re- 
cession that started about Aug. 1, 1937, and 
continued until about the middle of 1938, the 
mills have recovered about $2.50. Demand 
had been largely for lower grades but now 
more uppers are called for. Stocks at mills 
are rather depleted, and production is not 
being expanded. 


SOUTHERN HARDWOODS—There is a 
steady demand from industrial consumers 
and also from foreign markets, and prices 
are showing an upturn. 


Memphis, Tenn. 


SOUTHERN HARDWOODS—The market is 
awakening after the holiday hiatus. Furni- 
ture manufacturers have been buying handily. 
Mills report sales to a wide range of indus- 
tries, including box and crate manufacturers. 
Prices are beginning to show the effects of 
increased costs of logging and manufactur- 
ing occasioned by the wage-and-hour law. 
Buying for European consumers was fairly 
good until Gulf Conference lines decided to 
cut the overseas rate to London from 40 to 
30 cents a hundred throughout January. Such 
sudden changes in overseas rates always 
upset the market. Flooring men say that 
they are having to pay from $1 to $3 more 
for rough flooring oak. One large hardwood 
concern recently went into the flooring manu- 
facturing business. It was said to have 
accumulated a large quantity of flooring oak, 
and preferred manufacturing it to selling 
the rough lumber at prevailing prices. While 
flooring manufacturers are paying still 
lower prices, inch common plain white oak is 
selling here for around $31; FAS at $60; inch 
common plain red oak, $30; FAS, around $43. 


OAK FLOORING—Holiday week sales of 
flooring, by mills having a weekly normal 
production of 16,500,000 feet declined to 4,449,- 
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LUMBER CO. 


ALAMOGORDO, NEW MEXICC 



















With 41 years’ experience serving lumber 
dealers . . with a choice timber supply 
of over 11/2 billion feet . . with a modern 
mill and up-to-the-minute manufacturing 
facilities . . we offer you finest products 
of Douglas Fir, White Fir and Ponderesa 
Pine. High-altitude Fir, esp lly 

to construction work. Let us quote. Write 
Southwest Lumber Co., Alamogordo, N. M. 


DOUGLAS FIR 
‘| PONDEROSA PINE 
WHITE FIR 
Box Shooks and Crates 
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H.E.WEBSTEFR- 


LUMBER CO. 
KANSAS CITY, MO. 
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100% Dealer Distribution 


We solicit business from lumber 
dealers and supply them with all 


SOUTHERN and WESTERN WOODS 
P. M. BARGER LUMBER CO. 


WASHINGTON. D.C. MOORESVILLE, N. C. 


418 Colorado Bidg. 
ve a ong 


Raine and Raine, Inc. 
RAINELLE, W. VA. 











Appalachian Hardwoods 
pommel 


CHICAGO 


19 N. CLARK STREET 
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HOME OWNERS WANT 


FIREPLACE FEATURES 


PROVED x 
Thousands of Homes 


The Heatilator Fireplace is easier to sell 

because prospects know from national ad- 
vertising that the Heatilator has proved it- 
self all over America. The Heatilator offers 
the following advantages that 
modern home owners want 
in a fireplace: 






















1. Circulates heat; 
will not smoke. 
2. Warms the entire room 
and adjoining rooms. 
3. Cuts heating costs spring 
and fall. 
4. Makes camps usable weeks longer. 


5. Solvesthe heating problem in basementrooms. 


WRITE for complete details about this 
“easier to sell” fireplace. If you are a new 
dealer, we will ship a Heatilator subject 
to your customer’s inspection and ap- 
proval, without obligation. 


HEATILATOR COMPANY 
881 E. Brighton Ave. 
Syracuse, N. Y. 


HEATILATOR Fireplace 


The Ready Reference 
Inventory Book 


Pre- 


{1 “Shows up” scattered piles. 


vents Over-Buying. 
4 Assembles different classes of 


lumber on correct page. Saves 
Valuable Time. 


7 Each page has large index. 
to handle in cold weather. 


{ Plenty of space to list all ‘tems 
carried in stock. 
POSTPAID PRICES 


1 Copy Ready Reference In- 
ventory Book 4 


4 Copies Ready Reference In- 
ventory Book 


10 Copies Ready Reference In- 
ventory Book 


For Sale By 
AMERICAN LUMBERMAN 


431 So. Dearborn St. 
Chicago, Ill. 


Easy 


LITECCETEa eeaeraaad 


Teetytidl 
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000 feet; shipments were 6,211,000 feet. Since 
then orders have been stepped up consider- 
abiy. Prices are up about $2. Unfilled 
orders held by flooring manufacturers on 
Dec. 1 totaled 55,750,000 feet. 


Spokane, Wash. 


INLAND EMPIRE PINES—Prices are firm 
in both Idaho white pine and ponderosa. The 
usual holiday lull has not been experienced 
this season. Order files remain as heavy as 
before Christmas. Ponderosa still dominates 


market, but Idaho is strengthening rela- 
tively. Advances are possible before the 
month is over. In particular No. 2 Idaho 


white pine common is 
price is strengthening. 


Alberta Mills Seek Lower Rates 
to U. S. Markets 


Epmonton, ALTA., Jan. 7.—The Alberta Mill 
Operators Association is seeking reduction of 
freight rates on lumber shipments to points in 


in short supply and 





Prairie Provinces points and to Ontario and the’ 


United States. Delegates of the association will 
meet the Canadian Freight Association in Ed- 
monton some time during January. 


January 14, 1939 


Dealers Learning Latest Data 
on Packaged Selling 


Intensive training in how to use the new 
Johns-Manville sales plan, designed to allow 
retail building material dealers to sell houses 
“off their shelves” at a monthly price figure, 
is the feature of the fourth annual series of 
Housing Guild schools this year. The first of 
the courses opened in Dallas, Tex., Jan. 6, and 
the second gets under way Jan. 20 at Cleveland, 
Ohio. Other schools are: Feb. 9-18, Oakland, 
Calif.; Feb. 24-Mar. 4, Chicago; Mar. 10-18, 
Atlantic City; Mar. 24-Apr. 1, Atlanta, Ga.; 
Apr. 14-22, Niagara Falls, Ont. 

The J-M 1939 sales promotion plan, an- 
nounced by H. M. Shackelford, vice president 
in charge of sales promotion, at a series of 
fifteen one-day merchandising clinics through- 
out the country is unique in the history of the 
building industry for it encompasses adver- 
tisine pre-packaged houses to consumers on a 
nation-wide scale. This merchandising plan has 
been made possible, says Mr. Shackelford, be- 
cause the Guild plan of consumer selling has 
provided retail building material dealers with 
a workable means of selling a “packaged home.” 
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New Mills and Equipment 


NEW YORK. St. Johnsville—Hamilton Wood 
Products Co. has started operations in the former 
Leek factory, specializing in production of folding 
picnic tables of designs protected by their patents, 
and expect to be in the market for considerable 
quantities of kiln dried woods. Various lines of 
wood novelties will be added as the plant capacity 
is increased. 

NORTH CAROLINA. Forest City—The Wright- 
Bachman Lumber Co., an Indianapolis, Ind., con- 
cern, is building a lumber manufacturing plant 
near Forest City, according to an announcement 
made by A. D. Alcott, general manager. It will 
have band-sawmill, highspeed planing mill and 
eross circulation dry _ kiln. The company owns 
several thousands of acres of timberland in the 
South Mountain range of Rutherford and adjoin- 
ing counties. Offices have been opened in the 
Industrial Bank Building, Forest City. 


TEXAS. Bastrop—Bastrop Lumber Co. sawmill 
nearing completion. 


New Ventures 


CALIFORNIA. Los Angeles—Denny Roofing & 
Siding Co., 2417 West 48th Street. 

Santa Monica—Pacific Fixture & Millwork Co., 
1669 Euclid Avenue. 

DELAWARE. Seaford—Hurley & White (Inc.) 
opening a retail lumber yard department where a 
complete line of builders’ supplies—lumber, build- 
ers’ hardware, paints etc.—will be sold. 

ILLINOIS. Shawneetown—J .H. Curry Lumber 
Co. will operate a first class lumber yard here, 
handling all kinds of finished lumber and building 
materials. 

NEW YORK. Hicksville 
Lumber Corp. 

TEXAS. Dallas—E. G. Bower Lumber Co. has 
engaged in the wholesale business, with offices at 
517 Southland Life Building. 


Sturtevant Millwork & 





Business Changes 


CALIFORNIA. Santa EBarbara—Boyd Lumber 
& Mill Co. will discontinue business; the mill plant 
is to be dismantled, while the stock of lumber and 
merchandise has been sold to the Union Mill 
Lumber Co, 

FLORIDA. Jacksonville—Hazard 
chased by K. W. Hunter Lumber Co. 

GEORGIA. Oconee—C. M. Hodges & Son suc- 
ceeded by Cecil Hodges Lumber Co. 

IDAHO. Montpelier—H. R. Shepherd Lumber 
Co. succeeded by Boise Payette Lumber Co. 

ILLINOIS. Chicago—Bigelow-Lamoreaux Lum- 
ber Co. changed name to Bigelow-Garvey Lumber 
Co., 325 West Huron Street. 


Bros. pur- 


IOWA. Charles City—Merrill G. Smith suc- 
ceeded by Merrill Smith & Sons Lumber Co. 
Dubuque—Carr, Ryder & Adams Co. has dis- 


continued that name and adopted the name of 
Carr, Adams & Collier Co. 

Harper—-Waechter Lumber Co. 
Harper Lumber & Fue! Co. 

NEW YORK. Ellenburg Depot—George W. Gil- 
bert succeeded by R. L. Robie. 

Hamburg—Seth B. Abbott Estate succeeded by 
Stanley B. Abbott. 

Hicksville—Octavius Leon (Inc.) local plant suc- 
ceeded by Sturtevant Millwork & Lumber Corp. 


succeeded by 


OHIO. Clyde—Gross Lumber Co. succeeded by 
Earl D. Forsyth. ; 

Sabina—Allen Lumber Co. is discontinuing its 
business here— lumber and hardware stocks have 
been transferred to Clinton County Lumber Co. 
in Wilmington. 

WASHINGTON. Hoquiam—Polson Mill Co. suc- 
ceeded by Polson Lumber & Shingle Mills. 

Mayfield—Vollman Bros. Lumber Co. succeeded 
by Carter Bros. 

Seaview—H. W. DeMuth succeeded by Long-Bell 
Lumber Co. 

Wahkiacus—L. G. Talcott Box & Lumber suc- 
ceeded by W. B. Crowe. 

WEST VIRGINIA. Moundsville—Chaddock Lum- 
ber Co. succeeded by Moundsville Lumber Co. 

CANADA. ONTARIO. St. Catharines—Henry 
Wise Lumber Co. (Ltd.) purchased by Beaver Lum- 
ber Co. (Ltd.), with head office in Winnipeg, Man. 


Casualties 


GEORGIA. Albany—Smith Lumber Co., 113 Pine 
Avenue, had two-story main building, one-story 
planing mill and lumber in its large yard burned, 
with loss estimated between $40,000 and $50,000. 
Temporary quarters have been opened. Plan to 
rebuild. 

ILLANOIS. Monmouth—Diffenbaugh Lumber & 
Coal Co. suffered fire loss of between $15,000 and 
$20,000, believed covered by insurance. Sheds will 





be rebuilt. Main lumber shed and office were 
saved. 
IOWA. Estherville—Northern Lumber Co. in- 


curred loss of $20,000 by fire, reported covered by 
insurance, 

KENTUCKY. Gilbertsville—Gilbertsville Lumber 
Co. destroyed by fire, with loss estimated at $7,500, 
partially covered by insurance. The office was 
not damaged. Warehouse will be rebuilt. 

MICHIGAN. Howell—Purdy & Woodruff Lum- 
ber yard suffered fire loss estimated at $10,000, 
partially covered by insurance. The blaze was 
confined to the warehouse and office. 

OREGON. Portland—Portland Box & Lumber 
Co., 2634 S. W. Hood Avenue, suffered fire loss of 
about $12,500. 

Portland—Portland Shingle Mill, 9036 North Den- 
ver Avenue, damaged by fire about $25,000, partly 


insured. Shake mill and offices were saved. Will 
be rebuilt. 
es 
Incorporations 
ALABAMA, Birmingham—Acme Lumber Co.; 
$2,000. 


FLORIDA. Miami—tTrail Lumber Co.; lumber. 
MICHIGAN. Grand Rapids—The Wolverine Dis- 
tributors (Inc.), 515 West Fulton Street; $50,000; 
to deal in lumber and building materials. 
’ Paw Paw—Louis Dorstewitz has incorporated his 
lumber business under the style of Dorstewitz 
Lumber & Coal Co.; $25,000. 


MINNESOTA. Hibbing—Cash Builders’ 
Co. (Inc.). 

NEW JERSEY. Camden—Merchantville Lumber 
Co 


Supply 


OREGON. Eugene—Pacific Mill Co.; $4,000; 
logging and sawmill. 

Toledo—Guy Roberts Lumber Co.; $30,000. 

SOUTH DAKOTA. Sioux Falls—The Western 
Material Co.; $200,000. 

WASHINGTON. Olympia—Nordmill Co. of Olym- 
pia. The company will be a lessee of the Springer 
Mill Co. and operate the company’s sawmill. 
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| LIKE TO SELL 








BIGGER PROFITS for 
BUILDING SUPPLY DEALERS 


Carey offers the building supply Dealer a line of 
staples and specialties that have exclusive advan- 
tages—are nationally known—offer the selling 
inducements of Carey quality. All are good profit 
items and meet an expanding year ‘round market. 
Capitalize the new building and modernization 
activity with Carey Dependable Products. 


CAREY ROLL ROOFINGS 


Made of time tested materials to 
give trouble-free service ... easily 
and quickly applied ... approved 
by users in every section of the 
country. 

















CAREY ROOF COATINGS 


Put extra years of safe, dependable 
service in worn, cracked roofing. 
Simple to apply with brush. 














;——CAREYSTONE SHINGLES and SIDING 


Made of asbestos and 
cement... . fireproof, rot- 
proof and wear- proof 
+ « - no paint or other 
upkeep needed. 
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THE PHILIP CAREY COMPANY 


———— CAREY ROCKTEX INSULATION -——— 


Provides maximum control of room tem- 
perature ... will not shrink, bulge, rot 
or burn. Effects fuel savings that nor- 
mally return cost in a few years. Pro- 
duced in bat, wool and’ granulated 
form. 


7——— CAREY CORK-INSULATED SHINGLES—, 


Outside mineral surface for protection: 
cork underside for insulation. Provides 
roof and roof insulation for roof cost 
alone. Saves fuel. 

















UTILIZIT SHEATHING 








The ideal underlayment for 
Careystone Siding and 
Shingles . .. offers more than 
twice the protection and insu- 
lation of ordinary asphalt felts, 
plus smooth, flat nailing sur- 








face. 





CAREY NOAHS PITCH 













Made of asbestos fibre and waterproof 
oils . . . stops leaks in outdoor surfaces 
quickly and inexpensively ... ex- 
tremely durable. 
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Good Profit Earner for 


Lumber Dealers 





ABESTO spells PROFIT for you, Mr. Lumber 
Dealer. Many a dealer is building good 
business on this proved protector of old and 
new roofs. It pays large profits with small 
inventory. ABESTO is for Roofing, Re-Roofing, 
Damp-Proofing. It replaces hot applications 
of asphalt or tar pitch. Gives a longer-lasting 
job at lower cost. Applied cold, it requires 
no hot kettle or other special equipment. 
Adds years of service to old roofs. Start 
NOW. Get ABESTO in stock. Free demon- 
stration lands sales for you. TODAY, write 
for literature and FREE sample of ABESTO 
No obligation. 


ABESTO MFG. CO. ““naims' 











ey 
wy 
be 


ORR 


Theod ident 
lore De Witt, Pres! 
R. F Marsh, Vice-President 











Builders’ Commercial Agency 
ESTABLISHED 1890 
1321 Builders’ Bldg., 228 N. La Salle St., Chicago 


A rating guide to the Contracting trade of 
Cook County and Cook County dealers 


Telephone Randolph 4893 Collection and Mechanics Liens 
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Eastern Trade News 


[F. J. Caulkins | 


Boston, Mass., Jan. 9.—Inventories at retail 
yards have been held close to current require- 
ments, while stock at wholesale distribution 
yards—excessive through the earlier months of 
1938—are down to or below normal. Some are 
inclined to class the spruce and Douglas fir as 
“sellers” markets, but most offices here appraise 
them as steady and in fine balance. 

The fly in the trade ointment at the mo- 
ment is a strike of truckmen which started 
Thursday, with forty-five hundred drivers and 
their trucks idle. The weekly payroll of the 
men now on strike is $150,000. At the outset, 
only Truckmen’s Union No. 25 was involved, 
and this does not include drivers of lumber 
trucks. It is threatened, however, that all lum- 
ber trucking will be halted. The demand is for 
a shorter work week and a higher weekly 
wage. 

Senators from Vermont and New Hampshire 
Jan. 5 filed an appeal with the Social Security 
Board urging that New England farmers and 
forest owners be exempt from paying Social 
Security taxes for employees “cutting, sawing 
and preparing for market” timber and slash 
from the sections swept by the hurricane. 


WEST COAST WoOoODS—Receipts of fir and 
hemlock by water at Boston in December 
reached a total of 8,342,560 feet, and brought 
the tally for 1938 to 80,618,297 feet. This 
compares with 114,841,123 feet in 1937, and 
was lower than any of the past eight years 
with the single exception of 1934, the year 
of the big marine strike. Buying from local 
stocks is limited to current needs, though 
yards continue to place schedules freely for 
mill shipment calling for delivery for spring 
trade. Such lots take the $9.50 discount from 
page 16 of the West Coast list, landed on 
Boston docks. The advance of $1 over No- 
vember prices holds, and the market is ap- 
parently strong at that figure. Hemlock 
offerings are light, but the price differential 
continues at $2.50. Stocks at local distribu- 
tion yards are back to normal, and sales of 
dimension to dealers in truckload lots take 
the $5 discount from page 16, with the smaller 
lots at the $4 discount. Boards are moving 
freely, and spot stocks of these are low. 
American No. 2 boards at the dock are priced 
at $25.50@26, and the No. 3 at $23.50. There 
are liberal offerings of British Columbia 50/50 
boards at $25@26. Vessel space on the West 
Coast is ample, and rate from American ports 
is $14. Foreign tramps to load at British 
Columbia ports are available at $1 less. 


EASTERN SPRUCE—There was a holiday 
lull in the placing of yard schedules of di- 
mension, but offices here have since booked 
a satisfactory run, and the industrials have 
continued to order freely for repairing fac- 
tory buildings wrecked in the September 
hurricane. Winter mills now in operation 
have full order files, and a firm price list. 
The smaller dimension sizes, 2x3- and 4-inch, 
hold at $30@32, delivered at Boston rate 
points. The call for 2x8-, 10- and 12-inch 
roofing plank is still urgent, at prices rang- 
ing from $35@37 for the 8-inch, and up to 
$40@43 for the 10- and 12-inch. Dry and 
dressed boards are in fair supply, and firm at 
$32@34 for the 6- and 7-inch, and $34@37 for 
the 8-inch. 


LATH AND SHINGLES—tThere are no 
changes in prices of either spruce lath or 
white cedar shingles, with most sales of 1%- 
inch lath at $3.50, and the wider size at 
$3.75@4. The West Coast red cedar shingles 
have registered a still further drop. Deliv- 
ered at New England points, the 18-inch Per- 
fections are 15 cents lower per square, and 
the 16-inch 5X have weakened 5@10 cents, 
with the No. 1 Perfections quoted today at 
$4.90, a drop from $5.05 two weeks ago, and 
the 5X No. 1 at $4.35; No. 2, $3.85, and No. 3, 
$3. 

H. Wentworth Shepard, sales manager Shep- 
ard & Morse Lumber Co., at Boston, has been 
elected a director and vicé president, also a 
director of Shepard Steamship Co., operating 
five cargo carriers in the intercoastal trade. Mr. 
Shepard is a son of the treasurer of the com- 


pany, Horace B. Shepard, who at 84 puts in a 
full day, six days each week, at the home office. 


Robert (Bob) Chace, son of A. Mervin 
Chace, of Fall River, has joined the selling staff 
of Henry J. Winde Co., wholesale and retail 
dealers in hardwoods, in Medford Street, 
Charlestown. The company carries a full line 
of hardwoods, but specializes in white cedar 
boat boards and Philippine mahogany. 


Carlos Ruggles, head of Carlos Ruggles 
Lumber Co., Springfield, Mass., left Jan. 3 for 
Palm Beach, Fla., where he will remain through 
the winter months. Another departure for a 
season in Florida is Elmer L. Gibbs, long a 
wholesaler of mahogany at Boston, who with 
Mrs. Gibbs leaves next week for ten weeks at 
Kenilworth Lodge, Sebring. 


Harry E. Pearsall, of Newton Center, Mass., 
with Mrs. Pearsall, has just returned from a 
holiday visit with their daughter at her home 
in Rochester, N. Y. The wedding of the 
daughter to Darrow Arthur Dutcher, of Roches- 
ter, was recenty reported in these columns. Mr. 
Pearsall, of Guernsey-Westbrook Co., of Hart- 
ford, Conn., who is convalescent from a series 
of head operations extending over a period of 
two years, plans to return to business by 


April 1. 
NEW YORK, N. Y. 


Trade comment appears to be quite unani- 
mous in expressing disappointment over the 
business volume and financial results of 1938, 
and also the conviction that current expansion 
of general business is to continue. There has 
been little difficulty in holding all price gains 
made during the past six to eight weeks. 
Wholesale offices report the usual holiday let- 
down in order volume, but volume of inquiry 
indicates that as soon as the dealers check 
their inventories and balance their books, 
they will begin some free buying in round 
lots. In western woods, including the pines, 
also southern pine and eastern spruce, supply 
and demand are in very close balance. The 
small advances in these woods do not pro- 
duce real price resistance on the part of the 
buyer. This is particularly true of West 
Coast fir and hemlock dimension, which in 
the past six weeks have gained a full $1 in 
local delivered prices to dealers. There are 
few if any distress parcels on the local docks, 
as distributors are not inclined to load unsold 
lots into the ships. Very few lots arrived 
here in December that did not go direct to 
the dealers to fill old orders. There is a real 
scarcity of Nos. 2 and 3 boards, and they are 
held at $25.50 and $23.50, respectively. Dis- 
tributors here are disturbed by reports of 
strikes and violence among the waterfront 
workers on the West Coast that, last week, 
tied up many ships at Los Angeles, though 
the lumber carriers were not involved. There 
are fears that if the dispute is not settled 
promptly, all Coast ports will be closed by 
a sympathetic strike order. 

Local trade interest at the moment centers 
upon the series of association annuals to be 
held in this city two weeks hence. The 
Northeastern Retail will hold forth at Hotel 
Pennsylvania from Jan. 23 to 26, with an 
elaborate program to attract three thousand 
members and visitors. The Intercoastal Lum- 
ber Distributors Association will hold its an- 
nual on Jan. 24, at the rooms of the National 
Republican Club. The Northeastern Lumber 
Manufacturers Association will meet for an 
all-day session at the Commodore on Jan. 25. 

At the offices of Johns-Manville Corp., 


- President Lewis H. Brown announced on 


Jan. 4 that a new plant for the manufacture 
of two new types of fireproof panel material 
would soon be in operation at North Billerica, 
Mass. The company has taken over the old 
car shops of Boston & Maine Railroad, and, 
after remodeling, will have 110,000 feet of 
floor space, will employ 75 to 100 men, and 
will be ready to start production on March 1. 

The Calmar Steamship Corp., operating a 
fleet of intercoastal lumber carriers, an- 
nounces the addition of three boats which 
will enable the company to perform a weekly 
service from all ports. 
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Buffalo, N. Y. 


Many buyers are still holding off on pur- 
chases for their later needs. Some companies 
report a good deal more business lined up 
than was on the books early last year. The 
market in some woods shows an advancing 
tendency, particularly Idaho and Ponderosa 
pines. Canadian spruce is holding steady, 
while shingle prices are off somewhat. South- 
ern pine roofers are a shade easier than they 
were a month ago. 


HARDWOODS—Demand has not started up 
actively since the new year opened, as many 
consuming plants have been still engaged in 
inventorying. Much interest is shown, how- 
ever, and it is expected that within a short 
time numerous concerns with depleted stocks 
will be replenishing. Prices on most items 
are holding steady. 


WESTERN WoOODS—Advances are taking 
place in both Idaho and Ponderosa pines. 
Western hemlock is scarcer and prices are 
advancing. Retailers are looking for a good 
volume of building in this section during the 
coming spring, but many of their purchases 
so far this month have been only for imme- 
diate needs. 

NORTHERN PINE—A little more price 
strength is developing, partly because of ad- 
vances in competitive woods. 


Norfolk, Va. 


NORTH CAROLINA PINE—Recently sales 
have picked up a bit. Prices seem to be very 
firm, for mills do not have much unsold sur- 
plus. There is a distinct shortage of a 
number of items. Most mills say they can 
afford to hold better grades at present prices 
until the yards and others are willing to pay 
these. Although box manufacturers are not 


Amemeanfiumbherman 


Christmas holidays, because new orders re- 
ceived for quick shipment necessitated start- 
ing up again as quickly as possible. Many 
small mills are down indefinitely. There is 
not apt to be much increase in production 
of pine and hardwoods during the month. 


Baltimore, Md. 


NORTH CAROLINA PINE.—Local yards 
generally have numerous projects to bid on. 
Indications of further increases in prices 
should make for a good inquiry. Stocks have 
received some additions, but they have caused 
no pressure on the market. 

LONGLEAF PINE—Orders are coming in 
with impressive frequency, and have been 
booked generally at acceptable prices. 

CYPRESS—The trend now is toward a 
more rapid movement, though more or less 
deliberation about entering into new commit- 
ments is still being observed. Stocks in the 
yards here are not large. 


WEST COAST WOODS — Activity in fir, 
spruce, ponderosa pine and other woods is 
gradually reviving. 


HARDWOODS—Inquiry is increasing and 
orders are becoming more numerous. It is 
probable that prices will advance. Hardwood 
men generally feel encouraged over export 
prospects. 








Proper Weight Lumber for 
Concrete Forms 


CONCRETE FORMS, particularly those which 
later will be plastered, require heavier lumber 
than the lumber industry realizes, and this ig- 
norance on the part of the industry tends to 
make contractors dissatisfied with lumber and 
drive them to the use Sf other material for 
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DIESEL POWER PROVED ECONOMICAL 


In the foreground, above, is seen an International model PD-80 6-cylinder Diesel power unit operating a 
sawmill south of Hurtsboro, Ala., for the A. B. Carroll Lumber Co. 
average of 1,000 carloads of short-leaf pine lumber each year, started using Diesel power three years 
ago and has found it is extremely economical and efficient. The PD-80 consumes an average of 33 gallons 
of fuel per 10-hour day, at a cost of 8.5 cents per gallon. The company also uses ten International PD-40 


Diesel power units to operate mills producing as high as 12,000 ft. of lumber per day. 


Mr. Carroll, whose firm ships an 


One of the 


Carroll mills operated by a PD-40 produced 2,700,000 ft. in one year. The company was founded in 
1918 as the Johns-Carroll Lumber Co. and the name was changed to the A. B. Carroll Lumber Co. in 1936 





heavy purchasers of low grades, there is no 
determined effort to cut prices on good stand- 
ard stock. The market is not flooded with 
air dried box lumber from small mills. Prices 
on mixed cars of dry dressed framing, or on 
truckloads of roofers, green framing in spe- 
cial lengths, or numerous other items are 
firm. Many have heard rumors of 6-inch air 
dried roofers being bought by yards as low 
as $23, Philadelphia, but most dealers are 
quoting $24.50. Good Georgia roofer mills 
generally are quoting $15.50@16 for 6-inch, 
possibly a few $15. 8-, 10- and 12-inch are 
50 cents higher than 6-inch. The winter in 
this territory has been very mild. Some mills 
closed down only a few days during the 


forms. Because of a slip-up somewhere, the 
sizes of boards and shoring, and the spans al- 
lowable, were based on the strength of dry 
lumber; yet it is well known that form lumber 
gets quite saturated when the wet concrete is 
poured in, and that the wet lumber is nowhere 
near as strong as dry lumber. Result, spreading 
of forms. Further result, a plasterer’s extra 
on the job. Still further result, the contractor 
says “No more lumber forms for me!” Remedy : 
See to it that the lumber is heavy enough and 
in sufficient quantity to hold the load when it is 
wet, when its modulus of elasticity is 1,200,000, 
not 1,600,000. 
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Stock and 
Sell These 


Lumber 
Leaders 


Southwest Lumber Mills Incor- 
porated offers you a Mixed Car 
Service on all building items in 
Ponderosa Pine. Manufactured 
in modern mills from high 
quality timber, they are easy 
sellers, satisfaction-givers and 
good profit repeaters. 


Now is a good time to call on 


us for Dimension, ‘Apache 
Brand” Mouldings, Cut-to- 
Length Interior Trim, Siding, 
Ceiling, Casing. Base, Lath, 


Selects, Common, etc. 


Our eased-edge dimension is 
double-end trimmed. Properly 
seasoned, accurately manu- 
factured, it keeps its size and 
shape. 


Industrial Buyers: You'll like 
our service on Pattern Special- 
ties, Cut Stock, Cut-to-Length 
Crating. Box Shook, Shop Lum- 
ber and Industrial Lumber 
Items. 








We give prompt attention to 
your orders and inquiries. 





Southwest Lumber Mills Inc. 
- McNary, Arizona 
Mills at Flagstaff and 
McNary, Arizona 
DISTRICT SALES OFFICES 
PHOENIX, ARIZ.—~ FO Retr esentative 


CHICAGO —  fianazer Phone, Superior 9004 


NEW YORK — ** prone: Vanderit seas | 
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Newsy Notes of Persons and Places 


and OFFICE 








The Jasper County Lumber Co. of Texas 
in Jasper opened its new store, Dec. 29. J. D. 
Sanders is manager. 


Robert G. Gaber, industrial lumber special- 
ist, has moved from Washington, D. ©., to 
17 Battery Place, New York City. 


J. Max James, president of the Falls Lumber 
Co., Cuyahoga Falls, Ohio, and his wife and 
daughter are visiting his mother and sister in 
Miami, Fla. 


The directors of the Denny Lumber Co., 
Middletown, Ohio, have appointed C. L. Wilson, 
former treasurer and auditor of the firm, as 
general manager. 


Horace F. Taylor, president of Taylor & 
Crate, Buffalo, has been re-elected a trustee of 
the affairs of the Title & Mortgage Guarantee 
Co. for a term of five years. 


H. J. M. Jorgensen, president Jorgensen- 
Bennett Manufacturing Co., Memphis, Tenn., 
is recovering in his home from injuries received 
when struck by an automobile. 


Effective Jan. 10, the Northern Pine Manu- 
facturers’ Association will be located at 4438 
Wentworth Avenue, Minneapolis, it is an- 
nounced by W. A. Ellinger, secretary. 


Henry Adema, traffic manager R. T. Jones 
Lumber Co., North Tonawanda, N. Y., was 
re-elected a director of the Niagara Frontier 
Traffic League at the annual election, Jan. 9, 
in Buffalo. 


Ray Canady has joined the wholesale lumber 
department of Hammond Lumber Company in 
Los Angeles as outside salesman. He was 
formerly with the Coos Bay Lumber Co., 
Marshfield, Ore. 


The Swan (Iowa) Lumber Co., owned by 
McKlveen & Henderson of Corydon, Iowa, 
has been closed and its stock moved to Hart- 
ford, Iowa. Roy Coop, manager, was trans- 
ferred to Cambridge. 


Ford Sherin has become manager of the 
Britton, S. D., branch of Thompson Yards 
(Inc.) instead of the one in Aberdeen as 
reported in the Dec. 31 issue. P. E. Miller 


is manager of the yard in Aberdeen. 


Effective Jan. 1, Fred B. Smales became 
manager of the San Francisco branch of the 
United States Plywood Corp. succeeding W. 
J. Nicholson, who resigned. Mr. Smales has 
been with the Los Angeles branch of the 
organization for the past six years. 


Lloyd Harris, Elliott Bay Sales Co. of Cal- 
ifornia, Oakland, Calif., has been appointed 
general chairman of committees for the an- 
nual Reveille of Northern California lumber- 
men to be held at Oakland in April. The 
Reveille is sponsored. by the East Bay Hoo- 
Hoo Club. 


Paul Ehrhard, manager of the J. F. Ander- 
son Lumber Co. yard in Elkader, Iowa, has 
hecome manager of the Graham & Schenck 
Lumber Co. at West Union. Succeeding him 
at Elkader is A. H. Johnson, who has been 
associated with the Anderson firm for twelve 
years at Cokato, Minn., and Everly, Iowa. 


Merrill G. Smith, retail lumberman of 
Charles City, Iowa, announces that his son, 
Merrill Smith, II, has become a member of the 
firm, which will hereafter be called, Merrill 
Smith & Sons Lumber Co. The company was 
established in 1889 by James A. Smith, father 
of the present owner. 


The Beaver Lumber Co, (Ltd.), with head 
office in Winnipeg, Manitoba, has recently pur- 
chased the business of the Henry Wise Lumber 
Co. (Ltd.), St. Catharines, Ont. Lyle W. 


Dodge, who has been manager of the Beaver 
company’s yard at Elkhorn, Manitoba, for sev- 
eral years, will be in charge of the business in 
St. Catharines. 


At the annual meeting, Jan. 10, of the Chi- 
cago Association of Collection Agencies, W. C. 
Clancy, first vice president and general man- 
ager of the Lumbermen’s Credit Association 
(Inc.), was elected president for the coming 
year. He was secretary of the organization 
during the year just ended. 


At the annual meeting of the East Clinton 
Lumber & Coal Co., Port Clinton, Ohio, L. 
C. Rupp was elected president for the coming 
year. Other officers named were: Ben Peter- 
son, vice president; R.. L. Hineline, secretary- 
treasurer; Wallace Smith and Frank Kukay, 





Detroit Wholesaler Specializes in 
Hardwoods and Pattern Pine 


Detroit, Micu., Jan. 9—Hugh H. Rader, 
operating the Hugh Rader Lumber Co., here, 
as a wholesale distributing yard is specializing 
in hardwoods and pattern pine. Mr. Rader 
established his company on Dec. 1, 1938, after 
selling his interest and retiring as president of 
the Rader & Berg Lumber Co., which he estab- 
lished in 1931. A native of Summersville, W. 
Va., he entered the lum- 
ber business in 1917, as 
traveling representative 
for the Thomas Hall 
Lumber Co., Charles- 
town, W. Va., continu- 
ing with this firm until 
1931. 

For several years he 
has been active in 





HUGH H. RADER, 
Detroit; 
Has New Company 





association work and is 
a director of the Na- 
tional Wholesale Dis- 
tributing Yards Asso- 
ciation. He was the 
only president of the 
Michigan Association of Traveling Lumber & 
Sash & Door Salesmen to serve more than 
one year, having been drafted for a second 
term in 1937. He was president of the Detroit 
Hardwood Dealers’ Association from 1933 until 
Nov. 1, 1938, and was one of the original direc- 
tors of the Tri-County Lumber Exchange, 
serving on the board for two years. The Hugh 
Rader Lumber Co. is located at 14300 Liver- 
nois Ave. 





directors. Officers of the company reported that 
it had enjoyed good business in 1938. 


The will of W. A. Wells, retail lumberman 
of David City, Nebr., who died last November, 
reveals a gift of $10,000 to Doane College of 
Crete, Nebr. The money will be added to the 
permanent endowment fund of the college. Mr. 
Wells went to Nebraska in 1870, and had a 
lumber and coal business in David City. Dur- 
ing his lifetime, he contributed funds to the 
college. 

Leslie C. and Graham B. McCormick have 
purchased the interest of Sam H. McCormick 
in the McCormick Lumber Co., Lexington, 
Ky. The latter Mr. McCormick went to 
Miami, Fla., Nov. 1 as secretary-treasurer of 
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the Miami Jockey Club. Leslie McCormick, 
president of the company, is a cousin of Sam 
McCormick, and was formerly president of the 
Kentucky Retail Lumber Dealers Association. 


Warren H. Bean, vice president of Lewis- 
Bean Co., Seattle, and Mrs. Bean spent the 
Christmas holidays in Aukland, New Zealand. 
They sailed from San Francisco early in De- 
cember, and after spending a few days on the 
Hawaiian Islands and making other stops 
reached New Zealand Dec. 23. Mr. and Mrs. 
Bean will spend several weeks in Australia 
and New Zealand before returning home late 
in February. 


Norton Clapp, secretary of the Weyer- 
haeuser Timber Co. has been elected president 
of the Tacoma, Wash., Chamber of Commerce 
for 1939. He succeeds F. R. Titcomb, another 
prominent Pacific Northwest lumberman and 
former Weyerhaeuser Timber Co. official, who 
directed the Tacoma C. of C. during 1938. L. 
T.. Murray, president of the West Fork Log- 
ging Co. and the West Fork Timber Co., Ta- 
coma, has been chosen first vice president of 
the Tacoma Chamber. 


The lumber and millwork industries of New 
York City will pay tribute to the business 
and philanthropic achievements of Sidney B. 
Miller, president of the Harlem Lumber Co. 
(Inc.), at a dinner the evening of Jan. 30 in 
Hotel Commodore. Julius Stulman of the 
Stulman-Emerich Lumber Co. is general chair- 
man for the affair. Mr. Miller is president 
of the Greater New York Lumber Dealers’ 
Association (Inc.), and has been prominent 
in the lumber industry over 30 years. 


Roger Jayne, manager of the Seattle office 
of the Burns Lumber Co. and Burns Steamship 
Co. of Los Angeles, is on a vacation for three 
months. During his absence, Irland Davis of 
Los Angeles will have charge of the Seattle 
office. Before going to the company’s Los 
Angeles office fifteen years ago, Mr. Davis 
was well known in Seattle lumber circles. At 
one time he headed the Davis Lumber & 
Shingle Co., and later was manager of the 
Seattle office of the Williams & McKeithan 
Lumber Co. of Lynchburg, Va. 


It is announced by Carr, Ryder & Adams 
Co., Dubuque, Iowa, that hereafter its name 
will be Carr, Adams & Collier Co. The 
change was made because of the disappearance 
many years ago of the Ryder interests, and in 
recognition of the long association with the 
firm of James C. Collier, first vice president, 
who has been financially interested and actively 
connected with the management of the con- 
cern’s affairs for over 40 years. The com- 
pany, which employs 600 people, was organ- 
ized in 1866 as the Carr, Austin Co., and since 
that time has had several name changes. 


Freeman A. Hobart, former Tacoma, Wash., 
lumberman, was one of the survivors of the 
crew of the ill-fated motorship, “Patterson,” 
of Seattle, which went aground Dec. 12 for 
the fourth time in two months off the coast 
of southern Alaska. with a loss of two lives. 
He is a son of William C. Hobart, vice presi- 
dent of the Wheeler Osgood Sales Corp.; of 
Tacoma. The younger Mr. Hobart formerly 
was a log buyer for this concern but more 
recently had been purser of the Patterson. He 
was one of the 17 survivors of the crew which 
finally reached safety after suffering untold 
hardships and living on the beach without 
food and shelter for several days. 





COMINGS AND GOINGS 


Ca.tvert, TEX.—H. H. Bonney of Waco has 
been named manager of the local branch of the 
Jeter Lumber Co. to succeed J. L. McIntosh. 


SoutH BEnpD, Inp.—Robert Homan has been 
appointed manager of the Belleville Lumber & 
Supply Co. (Inc.). 


BRowERvILLE, Minn.—E. F. Hoy, who has 
managed the local unit of Thompson Yards 
(Inc) since 1934, has been transferred to an- 
other yard, and is succeeded here by Marcus 
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Woell, manager of the company’s yard in 
Clarissa. 
WELLSTON, OKLA.—The Southland Lumber 


Co., branch of Lynch Davidson & Co. of Hous- 


ton, Tex., is now managed by S. H. Caudill of 
Alvin, Tex. He succeeded W. P. Lay who re- 
signed. 


ARAPAHOE, Nesr.—C. A. Perry has come 
here from Cambridge as manager of the local 
branch of the Perry Lumber Co. of Holdrege. 


Good Planks Assured GOP by Com- 
mittee's Lumber Interests 


Boston, Mass., Jan. 9—The recently an- 
nounced selection of George W. Schryver, re- 
tail lumber dealer of Williamstown, Mass., as 
chairman of the Republican State Committee, 
has developed a somewhat unique situation, for 
the vice-chairman is Mrs. Alfred B. Williams 
whose husband heads the 100-year-old retail 








MRS. A. B. 
WILLIAMS, 
Taunton, Mass.; 


GEORGE W. 
SCHRYVER, 


Williamstown, Mass.; 


Heads State 
Committee 


lumber and millwork firm of A. G. Williams & 
Co., at Taunton, while the executive secretary 
of the committee is the wife of S. A. Bailey, 
head of M. C. Bailey & Co. (Inc.), building 
material dealers at Northampton, Mass.! Re- 
ferring to this heavy representation of the re- 
tail branch of the lumber industry at the key 
points on the State committee, Chairman Schry- 
ver told the AMERICAN LUMBERMAN that it 
should result in shaping high grade and sound 
planks in his party’s platform when the political 
pot begins to boil two years hence! All is 
calm and serene at headquarters now so a few 
facts were secured placing the new chairman 
exactly where. he belongs—in the lumber in- 
dustry and as a worthwhile citizen in his home 
town and in the State. 

Look in the rating books under Williamstown, 
Mass., and you will find that the only listing 
is, “Taconic Lumber Co.—Frederick E. Moore, 
proprietor.” Mr. Schryver entered the lumber 
picture in November, 1917, when he became the 
son-in-law of Mr. Moore. Born 46 years ago 
in the home town of Franklin D. Roosevelt, 
Hyde Park, N. Y., of Dutch, Huguenot and 
revolutionary ancestors who were mostly farm- 
ers and country clergymen, he entered the 
World War after his marriage in 1917 and saw 
eighteen months of service overseas with the 
20th Regiment of Engineers. Returning, he 
joined Mr. Moore in conducting the building 
material business, and has since and will con- 
tinue to follow its daily activities, while devot- 
ing about two days each week to his duties at 
Republican headquarters, 150 miles from home. 
In the interim, before starting the intensive ac- 
tion leading up to the 1940 political contest he 
will devote as much time as possible relieving 
70-year-old Mr. Moore of the details of yard 
management. 

He informs the writer that there has been 
nothing spectacular in his activities as the driv- 


Vice-Chairman 
of Committee 
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ing force in the operation of a small town retail 
lumber yard. Williamstown, with its population 
of 4,000, is the home of Williams College and 
a quality community of the first order, located 
high in the hills on the famous Mohawk Trail, 
U. S. Route 2. Mr. Schryver, although always 
interested in politics as a citizen, a worker, and 
an organizer, disclaims all leanings toward the 
role of the politician. An admirer of Calvin 
Coolidge, he organized and was chosen president 
of the Coolidge Club of Western Massachu- 
setts. Later he served six years as a member 
of the Republican State Committee when he 
was chosen chairman of its executive commit- 
tee. His bent for organization and manage- 
ment was recognized Nov. 14 when he was 
unanimously elected chairman of the State com- 
mittee. As a lumberman he was invited to 
speak at the annual meeting of the New Eng- 
land Wholesale Lumber Association at the Uni- 
versity Club in Boston the evening of Jan. 11. 


Opens District Sales Office 
in Chicago 
Walter Lumpe has opened offices at 1723 
Steger Building, 28 East Jackson Boulevard, 
Chicago, with his brother, Al Lumpe, as an 
associate. They will look after sales in Chi- 
cago, Illinois, Wisconsin, Michigan, Ohio, In- 





diana and part of Iowa for the Peterman Manu- 


facturing Co., Tacoma, Wash., large producers 
of Douglas fir house and garage doors and fir. 
plywood; and the Aberdeen (Wash.) Plywood 
Co., which manufactures all kinds of fir ply- 
wood paneling, wallboard, sheathing and con- 
crete form panels, automobile and industrial 
stock, and everything in California pine panels 
and wallboard. 

The two brothers have had years of experi- 
ence in the millwork line, and will be glad to 
see their old friends at the new office. 


Friendly Dinner at Sorting Table ; 
Closes Seasonal Operations 


Merced FAtts, Cauir., Jan. 7—Yesterday 
the “closing exercises” for the second group of 
Yosemite Sugar Pine Lumber Co.’s employees 
was held. The first group, or “mill gang,” had 
its season’s party on the afternoon of Dec. 13, 
when the last log for the present season went 
through the mill. These parties have become 
traditional with the Yosemite Sugar Pine Lum- 
ber Co. ever since the operation came under 
the management of President John R. Ball. 

Because of weather conditions in the high 
Sierra, where the Yosemite Sugar Pine timber 
is found, the operations are necessarily seasonal. 
Each year, as the logging and sawmill opera- 
tions are brought to a close, the company offi- 
cials entertain the employees with an im- 
promptu buffet dinner. The sorting table makes 
the banquet table, and everyone from the head 
of the company down to the newest employee 
is served food and coffee or beer. There is a 
friendly intermingling of officials and depart- 
ment heads with all members of the crew. Here 
you will find President Ball; Tom Ware, au- 
ditor; Harold Ford, sales manager; Herb Mat- 
thews. plant superintendent, and other depart- 
ment heads scattered among the crew members 
enjoying the food and conversation as much as 
any of them. This is one of the many friendly 
contacts that have helped to build the splendid 
esprit de corps of this organization. 








Indiana Company to Build New 
Manufacturing Plant in South 


Forest City, N. C., Jan. 9—The Wright- 
Bachman Lumber Co., Indianapolis, Ind., owner 
since 1917 of about 17,500 acres of timberland 
in the mountains of Rutherford and adjoining 
counties, will immediately begin construction 
of a modern lumber manufacturing plant just 
west of here on U. S. Route 74, according to 
A. D. Alcott, general manager. A number of 
men will be employed to build and operate the 
latest type band sawmill, high speed planing 
mill, and cross-circulation dry kiln. 
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CARR 


Lumber Company, 
Manufacturers of 


“BILTMORE” 
FLOORING 


“BILTMORE” 
HARD WOODS 
Plain and Quar- 
tered Oak — Soft 
Yellow Poplar— 
Basswood, Chest- 
nut, etc. 


Pisgah Forest, N.C. 





RY- FULTON 


IMMEDIATE SERVICE 


Direct Mill shipments—All South- 

ern, Appalachian and Northern Hard- 
woods and Dimension, Ponderosa 
Pine and Fir. 
Complete Siocks in St. Louis—White 
Pine, Sugar Pine, Pattern and Flask 
Lumber, Mahogany, Steamed Wal- 
nut, Air-Dried and Kiln-Dried Hard- 
woods, Ponderosa Pine, Veneers and 
Plywoods. Specialties: Tough Ash, 
Thick Oak. 


Fry-Fulton Lumber Co. 


146 Carroll St., ST. LOUIS, MO. 











Loose Leaf Tally Books 


TALLY SHEETS with 
Waterproof Lines 
Samples and Catalog 

on Request 

Tally Cards Rules 

Crayon Gauges 

Rule Cases Hammer Stamps 

Pickaroons Marking Sticks 

Car Movers Leather Aprons 

Tally Pencils Load Binders 
Books for Lumbermen 


FRANK R. BUCK & CO. 


2133 Touhy Ave. CHICAGO, ILL. 
Car Door Lumber Rollers Sectional Board Rules 















To Employees of 


LUMBER DEALERS 


8 Trial Lesson. ‘“‘How te 
Read Biue Prints,"” and a set of 
blue print plans—to show you how 
this 35 year oid School for Builders 
trains lumber yard employees to list material, 
estimate costs, etc. 

LEARN IN SPARE TIME'AT HOME 

Men with this training are needed now to 
handle expanding business in lumber yards. 
Lumber yard officials urge employees to get 
this training. For Free Trial Lesson address: 

CHICAGO TECHNICAL COLLEGE 
A-423 Tech Bidg., 118 E. 26th St., CHICAGO, ILL. 








GILBERT NELSON & CO. 


Public Accountants 
332 S. MICHIGAN AVENUE 
CHICAGO 


TELEPHONE HARRISON 0366 
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THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


East and west side mills have reported the following average f. o. b. mill sales prices on 
southern pine to the Southern Pine Lumber Exchange, New Orleans, La., for sales made 


in the period Dec. 27-31, but where prices for 


this period were not ‘available, prices for 


the month to date have been inserted and starred (*): 


West East West East West East West East 
Side Side Side Side Side Side Side Side 
Flooring, Standard Surfaced Finish, No. 1 Shiplap and No. 2 Shortleaf 
Lengths 10-20 Boards, 10-20’ Dimension 
1x3 rift— B&better pes: 43.42 39.88] 2x4 
B&btr Sht. 59.06 *59.46|Inch thick— 1x5&10 ... 45.16 46.83]12 & 14... 22.26 18.67 
No. 1, Sht.*47.10 57.00]/4 ........ 51.18 50.00}1x12 ..... SE.47T GLESTIG wc ccecee 23.57 19.00 
SS estes *34.50 38.00 6 ie aesaeth 49.63 50.00 2x6 
OS | eee 51.20 50.50] we. 2 Fencing & CM |12 & 14... 18.18 17.00 

ti nl Ixi0 . 57-94 50.00 Stuniean tae «148 ........ 18.68 18.20 
B&better.. 41.50 *41.21/19° °'"'"" 76:87 71.63]1x4 ....... 90.68 B006ltE a 16 ener 200s 
No.1 ..... 39.75 38.00 1x6 19.94 19.43/12 & 14... . 9. 
No. Seats: 25.75 24.00])5&6/4 thick— jr c""''r: ? ’ eae 21.62 21.13 
iné sift— eS eee 63.75 *62.50 x10 

5&10 ..... 73.56 *70.50| No. 2 Shiplap and |12 & 14 22.75 21.22 
B&btr Sht. 60.70 57.75]3 d. h. : =o ; 
No. L. Sht. 44.00 #4854] 12 «+-++-- 7.64 *81.88] Boards, Std. Let SPIE 21.59 20.75 
OS oe ons — See are eat 99.91 19.77/12 & 14... 20.65 18.44 

Inch Seltas  § — FRR ce wwacs : . eee . , 
ixé fiat geben 1x10 1.1.2! 22:38 20.28]16 ........ 23.31 19.36 

grain | ee 46.00... 
ee 26.60 21.20 

Bé&better.. 44.11 40.81]6 -------- 46.30 .... 
“e.i..... 39.83 37.47]8 -------- 46.75 *46.00 No. 3 Dimension, 
No.3 22.2. 18.82 19.35]1x5&10 ... 48.19 .... pe 5 ee Randem Length 

ae Sescuss 66.60 Standard Lengths 2x4 Short- 

Ceiling, Standard —_ verre +1 15.85 Ry leaf .... 14.77 *14.68 
4x4— Lengths a 1x6 CM... 15.95 16.04]Shortl’f & Longl’f— 
B&b tter..*36.43 35.50 exe ; ioe e110 

etter.. 3 ’ —_ No. 3 Shiplap and __ eee : . 
ee seas vie. %33.00 Inch thick— Seeste, Gaauaese 12500 ....: 13.75 *14.69 
5ox4— —«i Ad ee eee 50.00 oe Lengths x12 ..... . 
Bé&better.. 35.75 34.56 é Meee een 49.00 45.75 ; 

ees 400 312618 .....--- 50.00 45.75|1x85--°::: 17-32 17.13) Timbers, 20 & Under, 

1x5&10 56.00 54.00 1x12...... 16.00 17.00 No. 1 
ee oes 5.15 67.00 OOP RS = 
Partition, Standard r = 
Lengths oe * No. 1 Shortleat {3x4 @ 4x4 31.00 .... 
" Dimension 4x6—8x8 . 26.47 26.0 
bees oe 45.25 46.00 4-8 seeeeee 61.75 59.00} 9x4 3&4x10 ... 36.00 — 
— ‘ a sence eae eee 12 & 14... 23.79 21.16]5x10-10x10 35.00 
Deep Siding, Standare are. } ——_ — oe Shortleaf— 
engths, 1x6’ 12 & 14... 20.60 20.2613x4&4x4 .. 29.43 24.75 
No. 117— ee Oe ne... 21.20 21.00]4x6—8x8 .. 25.70 23.81 
B&better.. 38.11 B&better— “ beet entig Gras Stan 
og co SFE osetels 59.00 *58,42|12 & 14--- 22.08 21.30 5x10—10x10 30.67 26.40 
cee . . ereeee 59. 42116 ........ 28.22 22.3213&4x12 ... 43.08 29.00 
No. 116 1x68 +++» 58.60 59.00) 2x10 5x12—12x12 42.11 27.75 
B&better.. *46.75 1x5&10 ..°60.38 61.75}12 ........ 31.83 30.25 
a -75 40.50 
No.1 ..... 43.43 *41.02 a. teteeeee Hoyt oes Plaster Lath 
Assorted patterns— No. 1 Fencing, 10-20’ [5.45 °°°°"" . 1 36x1%”", 
B&better.. 42.00 *40.00]/1x4 ...... 42.26 39.22/12 & 14... 35.19 32.00|No.1..... 4.27 4.51 
ye peewee 40.00 36.00|1x6 ...... 42.30 39.84|16........ 35.93 31.00|No.2..... 3.50 *3.01 











WESTERN RED CEDAR 


Seattle, Wash., Jan. 7.—Prices for red 
cedar siding in mixed cars, new bundling, 
8 to 18 foot, f.0.b. mills are: 


Beveled Siding, %-inch 


Clear baa Na -” 
SEMER ccccccvcces ee - O98. 00 $38. 00 $38. ee 
BeIMCH cecccccccccs - 30.00 5.00 
CoINCH .ccccccce sees 33.00 30: 00 37. 00 


Clear Bungalow Siding, %-inch 
ee ee er rT 


EY swnag anes ditnined-cexnaese neue 
DEP Se hveeeWeuseccscescéuccesceunenne 
Finish, B&better, S82 or 48, 6-16’ 

S28 or 84S 
or Bong® 
4% a0 be whereas A --$ 72.00 
rr $606esdetenesenes et 
ET ie wach oi Gane'w aces on eeeweures ntnaae 85.00 
 heead eeserceaddbdwneeee® Hewewaen 95.0 
DEE 2a Xai a ib nb oblale one ee dwew ena - 100.00 
=e Ckbhtspeeeeeeusesee ocd wea meus «+ 105.00 
TAREE Pre = cease cenencadw’ e+e 115.00 
izs2a23" bUGeeveudeee tt vvtnceureseses Ge 
Ceiling or Flooring, B&better, 4-16’ 
OE 6546400 66nee 6s seweséeeseiee+dsel 
BES Sececceeccevorecesesceeeeucesecete Gee 
Discount on Mouldings 6-20’, Odd Lengths 
Series 8000— 

Listing under $4...........+. seseceen eae 
Listing $4 and over. <eeeecaceeveseee 
Clear Lattice, 5/16”, 4 to 16’ 

100 lin. ft. 
18: : Jt doesatatenteubeekuvwae tihess oo + 6 $0.82 
DE ckebenebeveersdeuwdveeeteudecasenete 3 
DT nhs Se pebneee ddcined hea ea ween we aee 





WESTERN PINES 


Following f. o. b. mill prices on actual 
sales were reported to the Western Pine As- 
sociation by members during the period from 
Dec. 26-Dec, 31, inclusive. Averages include 
both direct and wholesale sales, and are 


based on specified items only. Quotations 
follow: 
Ponderosa Pine 
be ~ 6/4x8 
Supers. S2 or 4S— _ =1x8 & war. & war. 
Cc RL view sen kebee 60.65 _ 75 wees 
2 ere 41.89 
SuHop, S2S— o. 1 No. 
Sora aca See Warn i Rl nent antec $33.93 $21.40 
are aa een 35.75 20.94 
Copasegten, $2 or 4S— 0. 2 o. 3 
alls a a aan $23.69 $18.61 
is ERT 28.11 18.53 
No. 4, rir BE 6 40 wee cameqasaesouwad $12.45 
Idaho White Pine 
5-6/4x8 
Seiects, S2 or 4S— ix & wdr. 
o> eo aaa $70.23 nee 
Cee CEP DEE wccevecoeve 40.96 $69.00 


Commons, S2 or 4S— 
Colonial Destin Mansers 


No. N oO. 
Oe 6 ciegtdaanamen eet $28.24 $21.48 
BEE ‘cndew ee beeen 9.25 39.17 23.71 
Utility (No. 4) 4/4 RWRL ewe eenh waa $15.36 

Sugar Pine 

1x8 5/4x8 6/4x8 
Seuects, S2 or 4S— &wadr. war. war. 

(0) ee oo ae $66.39 $72.25 wr 

i: =e. 67.00 66.00 akc 
i ai ar eta at ae 52.80 52.00 $51.00 

SuHop, 82S— o.1 No.2 No. 
EE $39.98 $25.69 $22.38 
. ae 38.89 28.41 20.72 
Se pie 50.28 23.60 20.53 

Larch-Douglas Fir 

SEE, SU. DE ccaccedereecst ses $22.27 
Bremsemenem, WO. 2, BEGGS once ctcccccccs 21.57 
are @ Rees, Cee GP GE, BER s cccccicsccccess 16.50 
Flooring, vert. gr., C&Btr., 4 RL........ 38.50 





WISCONSIN HEMLOCK 


Following are prices f. 0. b. delivery points 
in Wisconsin: 
No. 1 Hemlock Boards, S818 or S1S1E: 
8 “2 12&14’ 16’ 


> eC $30.50 50 $33.50 
Be Maisie tctawenes 31.00 32°00 33.50 
STENT a aiawe ndinlom aislad 32.00 33.00 34.50 
TS ee etre 33.50 34.50 36.00 
EEG socvseeeonewe 34.50 35.50 37.00 


For D&M, plain shiplap, or S4S add 25 
cents; for drop siding, ceiling, fancy shiplap 
grooved roofing or partition, add $2.75. 

No. 1 Hemlock Dimension, S1S1E or S4S: 
8° 10, 12&14’ 16’ 
$32.5 $3 


SP Eee ree $32.50 2. 3.50 
| pee oe 31.50 31.50 32.50 
MEET. <ahivain-'» sye'ena evaisars 32.50 32.50 33.50 
BE. Se nsec cece ee ne 33.50 34.50 35.50 
BEES Sed cwewesses'sie 34.50 35.50 36.50 





RED CEDAR SHINGLES 


Seattle, Wash., Jan. 7.—Below are listed 
average prices received for red cedar shingles 
sold direct to the trade: 





Royals: 
EE a 4.0: sow we bole napenlealoauetaten $4.35-4.50 
I aa ons cco is: os no bo Sea ate 2.70-3.20 
rg are Pebies o Ksis as 5 slay enerolant 2.10-2.35 

Perfections: 

EE cig bv hae ap sae $3.60-3.75 
eT EE oii a cs ho o's 0d leas oe mae 2.50-2.80 
Se oa ics ouside ance mah ener nates 1.90-2.10 

XXXXX: 

EE a. «ci ssaietnie Gea na emieen neneeen $3.10-3.20 
ED no's cs sia Viawlaaa dota eaer bane 2.10-2.20 
ST NE 64 50s60 tis cd ee be elnwneseeme - 1.65-1.75 

Seattle, Wash., Jan, 7.—Current quota- 
tions f. o. b. mill on Douglas fir items in 


mixed cars for rail shipments direct to the 
trade appear below: 


Vertical Grain Flooring 


Bé&Btr. Cc D 
Pe - $36.00 $34.00 $24.00 
Flat Grain Flooring 
D. gue cceeieaanaee $26.00 $24.00 $20.00 
BE cteeedeemvecuus -- 30.00 29.00 24.00 
Drop Siding 
1x6 Pat. No. 106....$30.00 $28.00 $22.00 
1x6 Pat. No. 116.... 30.00 28.00 22.00 
Ceiling 
Se s66seecceue eal $25.00 $23.00 $16.00 
er eee - 26.00 24.00 16.00 
Common eg and Shiplap 

1x6 x8 1x10 1x12 
Pe 2 occas $18.00 $18 00 $18.00 $22.00 
we «cwed 15.00 15.00 15.00 15.00 
Be De cscs 10.50 10. 00 10.00 11.00 

No. 1 » ee ne 

eee 15 50 $19" 50 S20 00 $22. 00 $2, %0 
3 ea 18.50 18.50 19.00 20.00 20.0 
= eee 18.50 19.00 19.50 20.50 20.50 
ae 20.50 20.50 21.00 21.50 21.50 
DEE ss vesees 22.00 22.00 23.00 23.00 23.00 


No. 1 Common oom and/or Surfaced 
“0 Pea | 20 feet and shorter and 


Vereeeease noun $17.50 
12x12 20 ft. and shorter.. pe - 17.00 
SEES Se OO GS Bieee ce c.ccscscccsecevess - 18.00 





WEST COAST LOGS 


Seattle, Wash., Jan. 7.—Average prices of 
logs are as follows 


- Fir: No. 1, $22-23; Ke. ‘ of i No. 3, 
$10-11. Peelers, No. i, $ . 2, $24. 
a al Shingle logs oe iss lumber logs, 


Hemlock: No. 2&3, $9-10. 





MAPLE FLOORING 


Michigan and Wisconsin flooring mills re- 
port the following prices realized f. o. b. 
flooring mill basis, during the week ended 


Jan. 
First Third 
Jialabes tana arunaee $69.65 $43.18 


Second 


g§x2% $59.33 





Jan 


F 
floo: 
son 
of c 


Cir. 


No. 


1989 


K 


points 


dd 25 





listed 
ingles 





‘ices of 


No. 3, 


r logs, 


- re- 
a b. 
: ented 


Third 
$43.18 





January 14, 1939 


OAK FLOORING 


Following are current quotations on oak 
flooring in carlots, f.o.b. Memphis and John- 
son City, Tenn., and Alexandria, La., as points 


of origin. 

Clr. qtd. wht... 

Clr. qtd. red..... +7000 
Sel. qtd. wht.... 63.00 
Sel. qtd. red. - 59.00 
Clr. pln. wht 62.00 
Clr. pln. red. 60.00 
Sel. pln. wht 58.00 
Sel. pln. red. 57.50 


No. 1 com. wht.. 51.00 
No. 1 com. red... 
No. 2 common... 


Clr. atd. 
Clr. qtd. 
Sel. qtd. 
Sel. qtd. 
Clr. pin. 
Clr. pln. 
Sel. pln. 
Sel. pln. 


We. 3 GO. Wi. cssccas 
No. 1 COM. TOR. ... veces 
COMMON. .«.000 000 


No. 2 


a TAY le tay 5x14” 


9.00 $65.00 
*40-00 60.00 60.00 


49.00 51.00 46.00 
51.00 53.00 50.00 
52.00 58.00 50.00 
53.00 51.00 49.00 
48.00 46.00 41.00 
51.00 42.00 42.00 
43.00 37.00 33.00 
45.00 35.00 35.00 
30.00 26.00 18.00 
%x2” %x1%h” fex2” 

.$80.00 $80.00 $89.00 
74.00 74.00 "74.00 

: 66.00 64.00 62.00 
66.00 64.00 57.00 
63.00 61.00 63.00 

. 63.00 61.00 58.00 

57.00 55.00 55.00 

| 57.00 55.00 53.00 

: 48:00 46.00 44.00 

47.00 45.00 42.00 

: 32.00 28.00 19.00 


New York delivered prices may be obtained 
by adding to the above the following differ- 


entials figured on Johnson City origin: 
18-inch = $8; for %-inch, 


fs-inch, 


For 
$4; for % and 


Chicago delivered prices may be obtained 


by addin 


entials gured on 


{;-inch, $3.50. 


to the above the following differ- 
Memphis 
}3-inch stock, $6; for %-inch, 


origin: For 
$3; for %- and 





F.O.B. MILL PRICES OF 
SOUTHERN HARDWOODS 


Following are ranges of f. o. b. mill prices 
on rough, air dried southern hardwoods, 
from gs of sales made during the week 


ended Jan. 


Qrtd. Red Gum 
Sel.— 
No 1 & Se 87.00 


eoeeee 


29.00 


26.50 
33.00 


& Sel.— 
ae seswws 25.00 
SS ncciews 27.50 


gE 27.50 

pete 30.75 

+S apes: 30.00 @38.50 

gegen: 30.00 @ 38.00 

No. 1 & Sel. 

4/4 12... .20.50@23.25 

ve be —— 12.00 

Ma sya 10.00 
Qrtd, Black Gum 

FAS— 

| gen 33.00 

| aeons 35.00 

|S pees 49.50 

No. 1 Sel.— 

GE <ecceh 23.00 @25.00 
Plain Black Gum 

FAS— 

GE vieste 29.00 


No. 1 & Sel.— 
B/E s000e 


. 20.00 
Qrtd. Tupelo 

FAS— 
i EOE 37.75 
BES wis tes 41.50 
SOE scax 42.75 
oe eer 42.75 
rm 1 & Sel.— 
ik es 27.75 
4 ee 31.50 
Ce 32.75 
i ne 32.75 





Plain Tupelo 


FAS— 

i a 23.50 

eS 30.00 

J! ere 39.25 

No. 1 Com.— 

re 22.00 

Se 29.25 

No. 2 Com 

Se i1:! 50@12.00 

No. 3 Com.— 

re Scnaas 9.00 
Plain White Oak 

No. 1 & Sel.— 

OF6 acscve 29.00 @33.00 
Plain Red Oak 

FAS— 

er 48.00 

No.1 & 


o 1.— 
4/4 ..052.88. test 50 
CIE sc<ews 1.00 


FAS— 
 , 51.50 
No. 1 ae 
B/E .n 30.50 
No. 2 Com 
Oe Neaa ve 18. 75 @22.25 
”. 3 Com.— 
MO wasn 4.75 
Ash 
FAS— 
ae 50.00 
5/4 .. 56.00 
Log Run— 
' see 22.50 
Wim 
Log Run— 
os ees 20.00 
Ge 23.00 
Cottonwood 
re 32.75 @37.00 
No. 1 & Sel.— 
piesa 27.00 
No. 2 Com.— 
SIO siceues 17.25 


Qrtd. Sycamore 
Log run— 
5/8 


25.00 


eeeeee 


54.00 

BFE cn cscns 55.00 @62.50 
& Sel— 

28.00 


Amermecan fiumherman 


CS eee 


Lumber Market Review 


In the softwood market there occurred 
the usual holiday season lull, but new 
bookings in the two weeks ended Dec. 31 
were 18 percent above those for the cor- 
responding period of last year. Business 
since has been picking up, and there is 
a good deal of inquiry out for spring 
needs. It will find the mills with con- 
siderably less stock than at this time last 
year, an appreciably heavier order file, 
and stronger in their price views. On 
the Atlantic coast, receipts from the West 
go quickly to dealers to replenish depleted 
stocks, with prices of both western and 
eastern woods firm or advancing. In the 
middle West, trade is seasonally good, 
thanks to favorable weather, and the 
outlook for building has encouraged 
yards to look to future needs. In the 
South, the effects of increasing building 
activity are being felt at the mills, stocks 
of many of which have been depleted, 
partly because of reduced output, while 
prices are firm and give indications of 
advancing. In California, construction is 
active and stocks are only moderate, but 
prices are doing no better than holding 
their own; they may stiffen as some of the 
best present inquiry results in orders. 
Export trade continues poor, but may 
benefit from the recent reduction of 
quotas by European competitors, and ad- 
vantages gained through the trade treaty 
with British countries. 

While hardwood sales in the two weeks 
ended Dec. 31 exceeded last year’s by 
75 percent, they did not absorb output. 
Building trades demand, especially for 
flooring, is active. But the producers 
have been awaiting the results of the 
furniture shows, and these are surpris- 
ingly good, one report saying that sales 
of furniture have exceeded last year’s by 
40 percent. The export market has been 
a bit disturbed by adjustments of ocean 
rates, but as these have been downward, 
their effect should be an early increase in 
the movement. Mill prices are consid- 
ered much too low, in view of higher 
labor costs. An increase in mill stocks, 
as compared with last year’s, is largely 
offset by an addition to unfilled orders. 
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NORTHERN HARDWOOD 


Following are prevailing quotations f, o. b. 
Wausau, Wis., on northern hardwoods: 


No.1 No.2 No.3 


Brown Ash— FAS _ Sel. _. Com. Com. Com. 


Lhe, aE: $57.00 $47.00 $38.00 $26.00 $18.00 
See 62.00 52.00 41.00 28.00 19.00 
i ee 67.00 57.00 48.00 32.00 19.00 
_ | ee were 72.00 62.00 51.00 34.00 20.00 
No.1 No.2 No.3 
Basswood— FAS Sel Com. Com. Com. 
See $78.00 $68.00 $52.00 $28.00 $21.00 
i, ere 83.00 73.00 56.00 31.00 23.00 
| ae 86.00 76.00 56.00 31.00 23.00 
|, eae 93.00 83.00 66.00 33.00 23.00 
ae 103.00 93.00 73.00 45.00 .... 
TEE@® Sica ses 108.00 98.00 78.00 50.00 
ss Le Ce 70.00 60.00 41.00 24.00 


Key stock, 4/4, No. 1 and better, $78; or on 
grades, FAS, $88; No. 1, $68; 5/4, No. : and 
betters, $83, or on grades, FAS, $93; No. 1, $73. 


No.1 No.2 No.3 


Hard Maple— FAS Sel. Com. Com. Com. 





ee $70.00 $55.00 $45.00 $30.00 $15.00 
aN Seeaies Sie 75.00 60.00 50.00 32.00 17.00 
| aoe 80.00 65.00 53.00 34.00 17.00 
ye a 85.00 70.00 58.00 34.00 18.00 
, ae 85.00 70.00 58.00 35.00 18.90 
|, aie 98.00 83.00 66.00 40.00 .... 
ee 98.00 83.00 69.00 40.00 
ON, ae 118.00 103.00 81.00 43.00 
i) ere 118.00 103.00 81.00 — 
i a eee 158.00 143.00 121.00 . pestle 
No.1Com. No. 2 No. 3 
Soft Elm— FAS & Sel. Com. Com. 
eee $47.00 $37.00 $26.00 $18.00 
RPE $54 nana 52.00 42.00 28.00 19.00 
1, eS 52.00 42.00 28.00 19.00 
a Se 55.00 45.00 31.00 19.00 
Se ees 58.00 48.00 33.00 ee” 
4, 63.00 53.00 38.00 were 
No. 1 No. 2 No. 3 
Rock Elm— FAS Com Com Com 
a $50.00 $32.00 $20.00 $17.00 
SS, er 55.00 37.00 22.00 19.00 
eee 65.00 45.00 24.00 19.00 
on ae 70.00 55.00 29.00 22.00 
10/4 80.00 65.00 41.00 ean 
ere 90.00 75. 5? 46.00 27.00 
0.1 No.2 No.3 
Birch— FAS Sel. oy Com. Com 
i re $76.00 $64.00 $47.00 $28.00 $17.00 
| eek 81.00 69.00 52.00 34.00 17.00 
eras 86.00 74.00 57.00 39.00 18.00 
ON eck Sei 91.00 81.00 65.00 42.00 19.00 
Py isocere' ns ak 96.00 86.00 74.00 45.00 Lee 
IS secu anersvinns 101.00 91.00 79.00 50.00 
| ar 156.00 146.00 122.00 .... 
"ae 8.00 58.00 41.00 25.00 
ase 70.00 60.00 44.00 26.00 .... 
No.1 No.2 No.3 
Soft Maple— FAS &Sel. Com. Com. 
SF Sack eae Cee eae $61.00 $45.00 $28.00 $17.00 
BO ae ca hicw sitions eens 66.00 49.00 29.00 18.00 
OOD ERLE Hey 76.00 54.00 34.00 18.00 
| Ree ere eine 81.00 59.00 34.00 19.00 
e o 
Loadings of Revenue Freight 


A report of the car service division of the 
Association of American Railroads shows that 
revenue freight for the two weeks ended Dec. 
31, totaled 1,074,357 cars, as follows: ‘Forest 
products, 45,557 cars (a decrease of 11,599 cars 


* below the amount for the two weeks ended 


Dec. 17); grain, 56,621 cars; livestock, 22,371 
cars; coal, 265,563 cars; coke, 13,270 cars; 
ore, 15,996 cars; merchandise, 255,979 cars, and 
miscellaneous, 399,000 cars. The total loadings 
for the two weeks ended Dec. 31 show a de- 
crease of 151,297 cars below the amount for the 
tw6 weeks ended Dec. 17. 





TIDEWATER RED CYPRESS 





Jacksonville, Fla., Jan. 9. 
f.o.b. Jacksonville: 


Following is a list of wholesale prices on tidewater red cypress, 





Grades 4/4 5/4 6/4 8/4 10/4 12/4 16/4 

Tank, RW&L, rough..... ne? ; $104.50 $115.75 $137.00 $137.00 $144.00 
FAS, RW&L, rough...... $69.50 $81.50 90.50 104.75 118.00 118.00 124.50 
Select, RW&L, rough.... 62.56 74.50 74.50 79.75 91.50 91.50 100.50 
No. 1 Shop, RW&L, rough 47.50 58.50 66.50 71.25 79.50 79.50 87.50 
Box, RW&L, rough...... 26.75 28.75 28.75 27.75 

Peck, RWL, rough....... 26.00 28.00 28.00 29.25 OFPRESS SHINGLES 

“- Finish, RW&L, S4S.. 78.25 90.25 93.25 108.25 Bests, 18”..... $6.55 $7.80 
“B” Finish, RW&L, S4S.. 71.75 83.75 83.75 91.75 Primes 18”... 4.80 5.60 
“C” Finish, RW&L, S4S.. 68.75 80.75 80.75 88.75 Economy, 18”. 4.05 4.95 
“D” Finish, RW&L, S4S.. 65.75 77.75 77.15 80.75 CYPRESS pg 

No. 2 Com. RW&L, S4S.. 38.00 40.00 40.00 39.00 Qxitixse 22:°3:00 #2 
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OBITUARY RECORD 








GEORGE S. LEWIS, 73, widely known in 
the New England lumber industry, and active 
in a score of other interests as well, died at 
his home in Holyoke, Mass., Dec. 29, following 
an illness of several years of a heart ailment. 
Born in Cherryfield, Me., the son of J. 
Lewis, one of the largest lumber operators 
in that region, Mr. Lewis went with his fam- 
ily to Holyoke in 1871, where his father or- 
ganized the Holyoke Lumber Co. The father 
is said to be the man who was responsible 
for the first of the famous log drives on the 
Connecticut River and the son directed the 
last of them in 1915. George S. Lewis was 


identified with this company in 1883, and 
after his father’s death in 1892 became treas- 
urer and general manager of the Connecticut 


River Lumber Co., later the Connecticut Val- 
ley Lumber Co., the organization which took 
over the old Holyoke Lumber Co. and which 
was headed by the late George Van Dyke, 
called the “Spruce King” throughout the 
Northeast. When the latter was killed in an 
automobile accident in 1909, Mr. Lewis be- 
came one of the executors of his estate which 
included large lumber interests. In addition 
he held office in a number of pulp and paper 
concerns, was president of the Balsa Co., and 
an organizer of the Ely Lumber Co. and at 
one time its president. He organized the 
Hampden Lumber Co., of Springfield, Mass., 
and was president and treasurer at the time 
of his death. During the War Mr. Lewis gave 
great service in organization of ten complete 
sawmill units with complete equipment 
which were sent from New England to aid 
the British Government in cutting lumber in 
Scottish forests. Mr. Lewis never married. 


CORNELIUS E. KENNEDY, 69, president, 
founder, manager and a director of C. E. 
Kennedy (Inc.), New York City wholesale 
lumber firm, died Jan. 1 as the result of 
injuries suffered in an automobile accident. 
He was born in Burlington, Vt., and entered 
the wholesale lumber business soon after 
leaving school. He went to New York as 
manager for the Shepard & Morse Lumber Co. 
there and founded the company bearing his 
name in 1906. “Neil” Kennedy, as he was 
familiarly known, had a wide acquaintance, 
especially in the spruce manufacturing cen- 
ters, and was a favorite speaker and enter- 
tainer at trade conventions. He was active 
in various fraternal organizations and there 
too was popular. He was at one time voted 
the most popular “Knight of Columbus” and 
sent to Europe by that organization. A former 
president of the New York Bowling League, 
he had donated many bowling cups and 
medals. Mr. Kennedy never married and is 
survived only by three sisters. 


DAYTON MORRIS MALTBY, 50, former 
Tacoma, Wash., lumberman, but more re- 
cently co-partner with Peter Finnigan in the 
operation of the National Blower Pipe Co., in 
Tacoma, died Dec. 31 after a six months’ ill- 
ness. Mr. Maltby was born in St. Paul, Minn. 
His father was a lumberman and took the 
family to Escanaba, Mich., where, after com- 
pleting his education, Dayton Maltby went 
into the business of building and operating 
lumber mills with his father, first in Missis- 
sippi and then in Wyoming. Thirty years 
ago, the two men moved to Tacoma, where 
Mr. Maltby’s father became associated with 
the St. Paul & Tacoma Lumber Co. Dayton 
Maltby joined the National Blower Pipe Co. 
of -which he was part owner at the time of 
his death. He was prominent in civic and 
fraternal circles in Tacoma and is survived 
by his widow, a son and a daughter. 


CLARENCE R. GERNERT, 52, president 
Gernert Bros. Lumber Co., Louisville, Ky., 
died Dec. 31 at a hospital in that city after 
four days’ illness of pleurisy. A native of 
Louisville and son of the late Fred Gernert, 
organizer of the Gernert Bros Lumber Co., 
he studied at the old Biltmore Forest School 
before entering the business which he headed 
for 20 years. A nationally known amateur 
horticulturist, Mr. Gernert devoted much time 
to raising unusual varieties of dahlias and 
orchids in greenhouses and gardens at his 
home, “Terrace Hill Garden,” a mecca for 
flower lovers. Surviving him are a widow, 
one son, Clarence R., Jr., his mother, a brother 
and a sister. 

CALVIN FLEMING, 74, president, Fleming 
Bros. Lumber Co., Denver, Colo., and a former 
Denver banker and builder, died Dec. 30 ata 
hospital in that city of pneumonia following 
an operation. Mr. Fleming was born in In- 
diana, Pa., and went to Denver in 1884, where 
with his brother, Jesse Fleming, he founded 
the Fleming Bros. Lumber Co. The brothers 
also were engaged in contracting in Denver 
and were organizers of a bank and built a 
hotel, which interests were sold in 1918. They 
were engaged in real estate activities de- 
veloping one of the larger business centers 


and had some mining interests. 
died in 1927. 
and one son. 


CARL GYLLING, 58, for more than 25 years 
a prominent logging and lumber operator on 
both Grays and Willapa harbors, died Dec. 24 
at a hospital in Raymond, Wash., after an 
illness of several months. He was born in 
Sweden, coming to the United States as a 
young man to take up a homestead near 
Minneapolis. Several years later he moved 
to Aberdeen and in 1922 he became manager 
of the Hart-Wood interests at Willapa Har- 
bor. He was president of the Nemah Tow- 
boat Co. and the Willapa Fuel Co., Raymond, 
at the time of his death. 


PATRICK MILES McKERNAN, 79, veteran 
of the roofing sales staff of the B. F. Nelson 
Manufacturing Co., Minneapolis, Minn., died 
there recently following a paralytic stroke. 
He was the firm’s first roofing salesman, hav- 
ing been with the company more than 35 
years. Mr. McKernan was widely known 
among retailers and had a record of never 
having missed a Northwestern Lumbermen’s 
Association convention during his 35 years 
in the field. He is survived by a widow and 
two sons, Emmett and Charles. 


WILLIAM LOEFFLER, SR., 71, holder of 
many patents on woodworking machinery, 
died at his home in Sheboygan, Wis., Jan. 2 
following an extended illness. He was a 
native of Rochester, N. Y., moving to Wis- 
consin as a child. In 1910 he founded the 
Loeffler Machine Co., adding a foundry when 
he erected a new machine shop in 1919. Many 
of the machines he perfected and held patents 
on were used throughout the world. Sur- 
vivors are his wife, two sons and seven 
grandchildren. 


EDWIN E. YOUNG, 70, pioneer lumberman 
of the San Joaquin Valley, died Dec. 26 at 
San Carlos, Calif. He was a native of In- 
diana and first engaged in the lumber busi- 
ness at Hanford, Calif., 40 years ago, as 
manager of a lumber concern which was 
later merged with the Central Lumber Co. 
In later years he was associated with the 
Prescott Lumber Co., in Fresno, Calif., mov- 
ing to San Carlos upon his retirement seven 
years ago. A widow, a son and daughter 
survive. 


BENJAMIN GONNASON, 84, pioneer lum- 
berman of Victoria, B. C., died recently at 
his home in that city of pneumonia. His death 
occurred just five days after the passing of 
his brother Aaron with whom he pioneered 
in the lumber business in British Columbia. 
They were born in Sweden, and went to Vic- 
toria in 1884. With the late James Lemon 
the two brothers formed the firm of Lemon- 
Gonnason (Ltd.), lumber exporters and mill 
operators of Victoria. Two sons and three 
daughters survive. 


JACOB T. OBERDORFER, 71, president and 
treasurer of the West Side Lumber Co., Lan- 
caster, Ohio, died Dec. 20 in a hospital there. 
He was a native of Ohio and had been in the 
lumber business in Lancaster for more than 
30 years. He was the father of Ralph Ober- 
dorfer, former president of the Ohio Associa- 
tion of Retail Lumber Dealers. Besides this 
son Mr. Oberdorfer leaves a widow, two sons, 
Paul and Walter, and two daughters, also a 
brother William, all of Lancaster. 


SAMUEL S. TANNER, 74, pioneer lumber- 
man of Minnesota, died at the Eitel Hospital 
in Minneapolis Jan. 1 after a prolonged ill- 
ness. Mr. Tanner was associated with the 
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lumber business for half a century and for 
the past 26 years was accountant and treas- 
urer of the Gipson Lumber Co., Minneapolis. 
Prior to that he was associated with the John 
Paul Lumber Co., Aberdeen, S. D., and La 
Crosse, Wis. 


THOMAS VAN HOOK COLVIN, 56, presi- 
dent of the Haltom-Colvin Lumber Co., In- 
dianapolis, Ind., died Dec. 30 at his home in 
Ruston, La., after an illness of several 
months. For twenty years he had been in 
the lumber business in Indianapolis, going 
there from Louisiana. He had gone south 
again because of ill health. Survivors are a 
widow, one brother and a sister. 


WILLIAM C. SALMON, 74, president and 
owner of Henry S. Salmon & Son, a lumber 
and coal company which was organized in 
1888, died Dec. 31, at his Boonton, N. J., home. 
President of the Boonton Trust Co. since its 
founding in 1912, he was also active in fra- 
ternal organizations. Surviving are a widow, 
one daughter, a son and a brother. 


W. G. LAYER, 62, president Cincinnati Sash 
& Door Co. and Snook-Veith Lumber Co., Cin- 
cinnati, Ohio, and the Advance Millwork Co., 
Covington, Ky., died on Jan. 2 at the Cin- 
cinnati Club, where he had made his home 
for some time. He had been ill several years. 
Mr. Layer was a Mason, Knight Templar and 
Shriner. He leaves a widow and a daughter. 


CHRISTOPHER HAYGOOD DUDLEY, Sr., 
62, retired lumber manufacturer of Atlanta, 
Ga., died Dec. 30 at the home of his son, Clyde 
Dudley, La Grange, Ga. Mr. Dudley was for- 
merly general manager of the Phoenix Plan- 
ing Mill Co., of Atlanta, and was active in 
sash and door association work. 


L. I. SHRADER, founder and head of the 
L. I. Shrader Lumber Co., New Albany, Ind., 
died Dec. 30 at his home in that city after 
an illness of six weeks. Mr. Shrader had con- 
ducted the lumber business there since 1888. 
He leaves a widow, two brothers, a sister 
and a granddaughter. 


T. A. ERVIN, 78, who with his son, Glen, 
has owned and operated the Ervin Lumber 
Co., Milo, Iowa, for the past 15 years, died 
at his home there on Jan. 3, following a heart 
attack. He leaves a wife and four children. 


Modern Kilns Used at Plantation 
Sawmill 











Ways, Ga., Jan. 9—It is unusual for a | 


southern plantation to have a modern lumber 
manufacturing plant, but the Richmond Hill 
plantation, a 90,000-acre tract with a fine 
growth of pine timber, cypress and hardwoods 
has such a plant. Henry Ford, who acquired 
the property recently, installed the plant which 
includes a sawmill cutting 25,000 ft. per day, 
planing mill and a Moore cross-circulation dry 
kiln. 

This modern mill takes care of all the lumber 
requirements of the plantation—homes, indus- 
trial buildings and a manual training school. 
The latter was built by Mr. Ford for the boys 
living in the community. It is staffed with 
experienced instructors in woodworking, cabinet 
making, furniture making, etc. 

The accompanying picture shows the Moore 
cross-circulation kiln in the inset, with the 
sawmill shown at the right. Special attention 
is given to the drying of lumber and its season- 
ing to proper moisture content. 


cally control the drying elements. 





Modern sawmill at Richmond Hill plantation, Ways, Ga., estate of Henry Ford. Inset shows Moore cross- 
circulation kiln recently put into operation at the plant 


The kiln is 
equipped with instruments which thermostati- f 
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Lumber Carloadings in First 
Quarter to Gain 9.9 


Percent 


WasHincTon, D. C., Jan. 3.—Freight car 
loadings of the twenty-nine principal commodi- 
ties in the first quarter of 1939 are expected 
to be about 9.9 percent above actual loadings 
in the same quarter in 1938, according to esti- 
mates just compiled by the thirteen Shippers’ 
Advisory Boards and made public today— 
4,601,131 cars compared with 4,185,676 actual 
loadings in the corresponding period last year. 

Twelve of the thirteen Boards (excepting the 
Northwest, which foresees a decrease of 2.8 
percent) estimate percentage increases, as fol- 
lows: New England, 1.9; Atlantic States, 5.0; 
Allegheny, 25.1; Ohio Valley, 11.2; Southeast, 
3.4; Great Lakes, 34.0; Central Western, 4.1; 


Mid-West, 9.3; Trans-Missouri-Kansas, 3.5; 
Southwest, 4.3; Pacific Coast, 2.5; Pacific 
Northwest, 12.4. 


Actual loadings for the first quarter of 1938, 
estimated carloadings for the first quarter of 
1939, and the percentage of increase or decrease 
for each of several important groups of com- 
modities are: 





Carloadings ; 
Esti- Est. 
’ Actual mated Pct. 
Commodity— 1938 1939 Ine. 
Lumber and Forest 
Products ses 389,408 373,066 9.9 
Gravel, Sand and 
PR as ous whe 152,294 163,656 7.5 
Comet: cscs oie 0s 75,392 79,015 4.8 
Brick and Clay 
Products ..«.2.0+ 40,323 47,959 18.9 
Lime and Plaster.. 27,238 30,202 10.9 
Coal and Coke..... 1,485,869 1,691,016 13.8 
Agric. Implements 
& Vehicles, Other 
than Automobiles 27,329 20,562 24.8* 
Automobiles, Trucks 
am@ POree ...ccécs 99,226 153,647 54.8 
Paper, Paper Bd. & 
Prepared, Roofing 75,648 82,713 9.3 
*Decrease. 





Order Bans Below-Cost Ware- 
housing by Railroads 


Newark, N. J., Jan. 9—Warehousing oper- 
ations in the North Jersey area will be par- 
ticularly affected by a United States Supreme 
Court ruling Jan. 3, which will force abandon- 
ment of below-cost warehouse concessions to 
rail shippers. 

The court decision, affecting railroad and 
warehousing operations throughout the country, 
but especially this area, sustained an ICC order 
handed down five years ago, after fifteen years 
of previous complaints. Ineffective during ap- 
peals, the order directed seven railroads, six of 
which terminate in North Jersey, to stop fur- 
nishing warehouse service to shippers at less 
than cost. 

ICC inquiry showed the railroads, the Bal- 
timore & Ohio, Jersey Central, Lackawanna, 
Erie, Lehigh Valley, Pennsylvania and New 
York Central, had invested more than $35,000,- 
000 in warehousing and storage facilities in the 
metropolitan area, with deficits to $1,000,000 a 
year run up in these operations. Their aim, ac- 
cording to ICC report, was “to induce the 
movement of traffic over their respective lines,” 
losses to be recouped from transportation 
revenues, 

Although offering the one dissent from the 
ICC majority opinion banning the below-cost 
warehouse concessions because he felt the order 
too sweeping, Commissioner Mahaffie wrote: 
“A deporable feature is the fact that by waste- 
ful expenditures little, if any, new traffic was 
developed. The result has been, in the main, 
to divert traffic from other carriers.” 





THe Texas Forest Service had a splendid 
exhibit at the South Texas Fair in Beaumont, 
general theme being the work of the Service, 
including such activities as fire protection, for- 
estry research, reforestation by planting, and 
forestry education, with particular emphasis on 
industrial forestry. 





CLASSIFIED 


ADVERTISING 
DEPARTMENT 





How to Figure Costs for Advertising 
In Classified Department 


Two consecutive issues..........55 cents a line 
Three consecutive issues......... .75 cents a line 
Four consecutive issues.......... 90 cents a line 


Thirteen consecutive issues..........$2.70 a line 
Twenty-six consecutive issues.......$5.40 a line 


Seven words of ordinary length make 
one line. 


Count in the signature. 
counts as two lines. 

No display except the heading is 
permitted. 

Extra white space figured at line 
rate. 

One inch space advertisement is 
equal to fourteen lines. 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 


THE GREATEST MARKET PLACE 


In the lumber, woodworking and allied 
industries to advertise in, is the Wanted 
and For Sale department of the 


AMERICAN LUMBERMAN 


Read the Classified ads. Many oppor- 
tunities are offered for Buyer and Sel- 
ler. Best for selling lumber, shingles, re- 
tail yards, business opportunity, timber 
and timberlands, machinery, locomo- 
tives, cars, rails and equipment used 
in iogging operations. You can get em- 
Ployees, salesmen, employment or any- 
thing used in lumber and allied indus- 
tries by advertising in the Wanted and 
For Sale department of the American 
Lumberman. 

Send your advertisement to the 


AMERICAN LUMBERMAN 


Greatest Lumber Newspaper on Earth. 
Address 431 South Dearborn Street, 
Chicago, Illinois. 


Too Late To Classify 


CARPENTER APRONS 


Write for samples and prices. . 
THD MINNESOTA SPECIALTY CoO., 
Minneapoiis, Minn. 


Heading 

















Inc., 








WANTED 


Salesmen 


WANT SALESMAN IN RETAIL BUSINESS 


Who can draw plans and elevations, make blue 
prints and land business on his own power and act 
as assistant manager. 

Address “‘T. 26,’ care American Lumberman. 

















OPPORTUNITY FOR SALESMAN 


Old Est. Wholesale Lbr. concern offers liberal 
split profit to salesman who has confidence in 
his own ability to make good. 

Address “T. 79,"’ care American Lumberman. 





LUMBER SALESMAN 


For Chicago, soliciting contractors and industrials. 
Give age, nationality and experience. Replies con- 
fidential. 

“TT. a. 


Address care American Lumberman. 





Employees 


BOY WANTED 


With architectural training with future for a 
managerial position of lumber yard. Experience 
in selling completed unit desirable. 

Address ‘“‘T. 54,” care American Lumberman. 


WTD.: 1ST CLASS DETAILER, BILLER 


Estimator, age 30-40, for special millwork, also 

capable of drawing plans and listing material for 

small homes. References and wages desired. 
Address “T. 60,” care American Lumberman. 


WANTED EXPERIENCED MAN 
To head service department in large sash, door 
and millwork factory in middle west. Must be 
capable of planning production and able to write 
customers intelligently. 
Address “T. 67,’ care Amercian Lumberman. 


WANTED: MAN TO DRAW UP PLANS 
Take listings, sell inquiries for new homes, 











re- 





modeling. Small Illinois city. Opportunity for 
live wire. 

Address “‘T. 80,” care American Lumberman. 
WTD.: EXP’D COMMISSION LUMBER BUYER 


To handle Yellow Pine, especially railroad orders. 
One thoroughly familiar with the mills in Ala- 
bama and Georgia. 


Address “T. 86,” care American Lumberman. 





IF YOU ARE SELLING LUMBER 


You should have been too busy to fiddle with the 
questions asked on another page. However, if you 
did answer them and you find that you were cor- 
rect on all four, we will buy the ice cream soda 
the next time we meet each other while pike 
fishing at Walker, Minn.: 1.—Hamtramck, Mich. 
2.—Hibbing, Minn. 3.—6 seconds. 4.—Over; 8 ft. 
13/16 in. Better luck next time. You always 
have good luck when you use the classified pages 
of the American Lumberman—they bring results. 





Employment 





PROVED PRODUCER 


University graduate, eighteen years’ experience, 
seeks association with owner of profitable lumber 
yard desiring to shift major burdens of operation 
Ultimate object, acquisition of substantial or sole 
interest. Now employed as general manager for 
line yard Seoeet: 


Address “T. care American Lumberman. 





Salesmen 


SALESMEN WANTED 


For twenty-five years a leading west coast shipper 
of Fir, Cedar, Hemlock and Pine Lumber, also Red 
Cedar Shingles of both British Columbia and Amer- 
ican manufacture, now expanding their sales into 
all states east and south of Chicago, offer exclu- 
sive territories to live wires who are acquainted 
with the established retail dealers and who can 
show results in reasonable length of time. Appli- 
cants should state territory desired—present affili- 
ations and complete particulars as to experience 
and personal qualifications. { 
Address “S. 78," care American Lumberman. 








WANTED SASH & DOOR SALESMAN 


With car for Chicago wholesale jobbing house. 
travel Sou. Ill., and Sou. 
and expenses. Give age, 
first letter. 

Address ‘‘T. 66," care American Lumberman. 


To 
Ind. Must be exp. Salary 
exp., and references in 





EXPERIENCED RETAIL LUMBERMAN 


Also experienced in wallpaper and paint business 
desires position with reputable concern. Young 
and desires a chance for advancement. 

Address ‘“‘T. 61,” care American Lumberman. 


EXPERIENCED LUMBERMAN 


Twenty years tn executive capacity, desires connec- 
tion in Tri-State District of Penna. Now em- 
ployed, best of reference, proven ability. 

ddress ‘“S. 55,” care American Lumberman. 


POSITION WANTED—MANAGER OR ASS’T 


18 years experience, fully qualified. Employed as 
manager of retail yard now but due to personal 
reasons desire change. Will furnish reference from 
present employers. Available after January 1, 1939. 
ddres “T. 29,” care American Lumberman. 


SOUTH AMERICAN & MEXICAN MILL OWNERS 


One of best band & circular saw filers in west de- 
sires change, personal reason. Highly skilled weld- 











ing saws. Present employed as _ superintendent 
large mill. 
Address “T. 32,” care American Lumberman. 
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WANTED 








WANTED 





FOR SALE 














Employment 


BAND SAW FILER WANTS TO MAKE CHANGE 
17 yrs.” exp.; handle any kind mill; A-1 Ref.; go 
anywhere. 

Address “T. 69,” 








eare American Lumberman. 





YOUNG eemetineeas tab GRAD.—RETAIL 


Finest references of character and ability—now in 
Chicago—desires opportunity in wholesale or re- 
tail concern. 

Address “T. 72,’’ care American Lumberman. 





MILL OWNERS: 


Experienced man—to take charge of your Stair 
Building requirements, modern methods. Detail- 
ing and Stock Billing for other Depts. if required. 
Now at liberty. 
Address “T. 74,”’ 


care American Lumberman. 





EXP. DRY KILN OPERATOR—COLLEGE TRAIN. 


3 yrs.’ exp., soft & hardwoods, single; available 
now. Will go anywhere. 
Address ‘“‘T. 76,” care American Lumberman. 


PRACTICAL BAND FILER WISHES JOB 





Fifteen years’ experience. Strictly sober. Ad- 
vise wages. 
Address “T. 81,’ care American Lumberman. 





RETAIL LUMBERMAN, EXPERIENCED, 


Lumber, hardware, paints, building material. Sales- 
man, estimating, general office work. Alert, capa- 
ble, dependable. Available immediately; what 
have you to offer 

Address “T. 88,” 


WANTED: POSITION AS TRAVELING 


Representative. Thoroughly familiar with Pacific 
Coast products. Have had sales experience, have 
a large acquaintanceship, willing to travel any 
section and am confident that I can demonstrate 
my ability. Good references. 
Address “T. 59,” care American 


PRACTICAL LUMBERMAN—37 YEARS OLD 


Fifteen years’ practical experience in office work 
from stump to market and excellent buying con- 
nections with Manufacturers of Spruce, Pine, and 
Hardwoods in the Provinces of Quebec, Ontarfo, 
New Brunswick, and Nova Scotia, wants position 
in office of an American Wholesale Firm in New 
York, Buffalo, Detroit, or Chicago. Can furnish 
highest of references. 

WRITE ADVERTISER—P. O. Box 104, St. 

Street, West, Montreal, Canada. 


SALESMANAGER 


15 years’ experience estimating, selling, financing, 
sup¢rvising erection, drafting, desires position. Go 
anywhere. 

Address “‘T. 85,” 


care American Lumberman. 





Lumberman, 





James 





care American Lumberman. 





15 YEARS SUCCESSFUL EXPERIENCE 


In lumber and masons materials. Have success- 
fully handled all phases of retailing and whole- 
saling including managership. Desire position as 
manager or assistant to owner which will lead 
to acquiring interest. 39 years old. Unquestion- 
able references. 
Address ‘“T. 75,” 


EXP. RETAIL, WHOLESALE LUMBERMAN 


I will make good, 29 yrs. exp. bookkeeping, cashier, 
office salesman, shipping clerk and yard Supt. 
Know all lines handled by retail yards. Capable 
of managing branch yd. Also an experienced 
N. C. Pine inspector. Highest references; married 
with family. Sober, industrious, steady. 
Address “S. 96,” care American Lumberman. 


care American Lumberman. 





Lumber and Dimension 


WANTED TO BUY FOR EXPORT: 


One car Douglas Fir, rift sawn in the rough, 1” 
thick 4” and 6” wide. Must be No. 1 and better 








ade. Write D. H. WILLIAMS Lumber Yard, 
Vicksburg, Mississippi. 
WANTED: GLUED UP LUMBER 
S4S, in hard or soft maple, beech or birch, in 


following dimensions: 1M pcs. ch "x11 x %" 
2M pes. 20’x4i”’xwe”; 2M pes. 11%”x4 
JOHN c. KOHAUT, Sg 
14 New York Av., Newark, N. J. 


WANTED 


Contact with medium-sized Yellow Pine Mills for 
purchase of entire output. Definite specifications 
for cutting supplied with shipping instructions. 
Please state daily output, type of equipment and 
lumber items produced. 

Address “‘T. 68,” care American Lumberman. 








OFFERS INVITED FOR 3x9” PITCH PINE 
Tank quality. Shipment via Tampa. P. DE VOS & 
JOS. DECKX, Agents, 61 Congress street, Antwerp. 

WANTED TO BUY: 
Odd lots of rough lumber; also trim, 


a ey etc. 
H. DESCH, 121 So. Main Ave., Albany, 





sash, doors, 


am Ee 





WANT TO REPRESENT MILLS 


In Detroit area selling on commission basis to lo- 
cal and nearby yards. 
Address “T. 83," care American Lumberman. 


Used Machinery 


WANT TO BUY: A 30x6” PLANER & MATCHER 
Eight or ten knife cylinder and side heads—Electric 
or belt driven. Would consider 25” x 6”. 

“Ss. 88,°° care American uenbeomen. 








Address 





WANTED: 1 LEFT HAND BAND MILL 


Five, six or seven foot mill desired. 
Address “T. 51,” care American Lumberman. 


WANTED TO BUY: 
One M&M No. 5 Hog. Must be in 
dition. 
=. yy Rg 


Address 
WE ARE IN THE MARKET 


For a used late model six knife Round Head 30” 
Matcher in good condition—Yates American or 
Woods Machine preferred. 

TURNER LUMBER COMPANY, Lemoyen, La. 





first class con- 


care American Lumberman. 








HAVE YOU SOMETHING TO SELL? 


Advertise in the Wanted and For Sale de- 
partment when you want to sell something 
in the lumber industry. AMERICAN LUM- 
BERMAN, 431 So. Dearborn St., Chicago, Il. 





WTD: 1 OR 2 SINGLE 60” SLOW SPEED FANS 


Prefer ball bearing, but must be slow speed. Quote 
what you have. Describe fully. 
HILL-BEHAN LUMBER CoO., St. Louis, Mo. 


WANTED: A BYRKIT LATH MACHINE 


State style, condition, price. 
HILL-BEHAN LUMBER CoO., St. Louis, Mo. 








ADVERTISE FOR WHAT YOU WANT 
A CLASSIFIED AD WILL MOVE SLOW STOCK 


Retail Lumber Yards 


WANTED: LUMBER AND COAL YARD 


In Northern Tilinols. All replies confidential. 
Address “S. 32," care American Lumberman. 











WHY WAIT WHEN YOU WANT SOMETHING? 


When you want a new stock of lumber or shin- 
gles, new or second-hand machinery; engines, 
boilers, electrical machinery, locomotives, cars, 
rails, business opportunity, timber and timber 
lands, or anything used in the lumber industry, 
you can get it at a small cost by advertising in 
the American Lumberman, 431 8S. Dearborn S&t., 
Chicago, Ill. 








WANTED TO BUY 


A 66 inch St. Joe Veneer Lathe and Automatic 
Clipper with 12 or 14 ft. table. 
Address “T. 84,” care American Lumberman. 


Steel Rails 


RAILS WANTED 


Any weight—any tonnage. Before you sell write 
“p 44,” _s American Lamberman. 











Miscellaneous 


WANTED THE NAME AND ADDRESS 
Of some woodworking concerns who are making 
or can make wooden Indians. 
Address, ‘‘T. 64,"’ care American Lumberman. 








Lumber and Dimension 





FOR SALE 

50,000 ft. 8/4 No. 1 Com. & Sel. Hard Maple. 
30,000 ft. 4/4 No. 1 Com. & Sel. Soft Maple. 
50,000 ft. 4/4 No. 2 Com. Basswood. 

5,000 ft. 1”x1”x24”" Birch Squares—Clear. 
6,000 ft. 1”x1”x30” Birch Squares—Clear. 
20,000 ft. 1”x1”x36” Birch Squares—Clear. 
12,000 ft. 1”x1”x42” Birch Squares—Clear. 
4,000 ft. 2”x2”x20” Birch Squares—Clear. 


All Stock One Year Dry. 
Your Enquiries Solicited. 


THE CANADA WOOD SPECIALTY CO. 
Orillia 


LTD. 
Canada 





FOR SALE: F.A.S. APPALACHIAN WHITE OAK 
30,000’ 12/4; 30,000’ 8/4; 20,000’ 5/4. 
2 yrs dry; good lengths & widths. 

Address ‘“S. 83,"" care American Lumberman. 


CUSTOM CUTTING 
Modern Indiana mill open for custom veneer and 
lumber cutting 
Address ‘‘P. “71,” 





care American Lumberman. 


FOR SALE: IMMEDIATE SHIPMENT ONLY 


cars 2x4-10 No. 2 Com 84S 

cars 2x4-12 No. 2 Com 84S 

cars 2x4-14 No. 2 Com S4S 

Wire or write for delivered price. 

REYNOLDS GAMMILL LBR. CO., Box 68—Phone 
369, El Dorado, Arkansas. 


FOR SALE: 


100,000 ft. 4/4 No. 2-B Poplar $13.00 Mill 
100,000 ft. 4/4 No. 2-A Poplar $19.00 Mill 
100,000 ft. 4/4 No. 1 Com. Poplar $27.00 Mill 
This is nice well manufactured stock, good widths 
and lengths. Can load same day get your wire. 
PARAGON COOPERAGE COMPANY, 
Fort Wayne, Ind. Ellisville. Miss. 





ow oo 








ADVERTISE FOR WHAT YOU WANT 
A CLASSIFIED AD WILL MOVE SLOW STOCK 





CARLOADS CORDWOOD & FIREPLACE WOOD 


Name specie wanted & price. F.O.B. Chicago. 
Box 522, Ironwood, ich. 





60M ELM, OAK, COTTONWOOD, ASH 
Timber for sale, also White Ash logs and Ash & 
= fireplace wood, on R.R. near Michigan City, 
n 


Address “‘T. 87," care American Lumberman. 


FOR SALE 


250M’ each 4/4” & 5/4” 8’ & shorter, 
Bet. Hard Ln agg 
load the Wausau 

PENNINGTON LUMBER Co., Birnamwood, Wis. 


FOR SALE: 2 CARLOADS CHOICE RED OAK 


Will cut to customers dimensions. 
VEENSTRA LBR. & SUPPLY CO., Racine, 


FOR SALE 


5 Cars 6/4 S.W. & 2 Com. Chest. 


5 Cars 4/4 L.R. 
wee ey 1 — 6/4 L. R. White Pine. 1 Car 


Ba 
E. G. CRESS LUMBER CO., Mountain City, Tenn. 


FOR SALE: DRY MIXED OAK 
45,000’—-4/4 No. 1 Com. & Better. 
THE HOLMESVILLE LUMBER CO. 
Holmesville, Ohio 





No. 3A & 
— air-dried stock, 





Wis. 











Electric Machinery 


ELECTRICAL MACHINERY 


Motors and Generators, A.C. and D.C. for sale at 
attractive prices. Large stock of New and Rebuilt 
motors on hand at all times. Write for Stock List 
and Prices. Expert evens Service. 

V. M. NUSSBAUM & CO., Fort Wayne, Ind. 


DO YOU WANT EMPLOYEES? 


Write an advertisement; send it to the paper that 
reaches the people. We can help you. AMERICAN 
LUMBERMAN, 431 S. Dearborn St., Chicago, IIl. 

















